











| OEM tactics seek 
Win95 price drop 


By Ed Scannell and 
Stuart J. Johnston 


OEM grumblings grew louder last 
week over what many have char- 
acterized as extremely high royal- 
ty payments to bundle Microsoft 
Corp.’s Windows 95 with their sys- 
tems. 

Reports from several sources 
said Microsoft is asking for royal- 
ties as high as $60 per system, 
compared with roughly $35 per 
system for the current combina- 
tion of DOS and Windows. Such an 
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Industry pressures PC leaders 


“After years of faulty 
developing and quasi- 
monopolization, 
Microsoft’s 16-bit 
operating systems are 
stagnating at a low level 
while still being sold 
at an excessively 
high price.” 

—Theo Lieven, chairman of Vobis 
Microcomputer AG, explaining the 
decision to Window's and DOS 


with IBM’s OS/2 Warp on machines 
at his company. 


ae 


increase could place a significant 
strain on the competitive fortunes 


Windows 95, page 12 | 


Intel miscalculates 
Pentium user backlash 


By Jaikumar Vijayan 





For Intel Corp., it has quite simply become the 
case of the bug that roared. 

In what has quickly escalated into a major 
public relations nightmare, a flaw in Intel’s 
flagship Pentium processor is threatening to 
undermine the company’s relationship with 
the scientific and engineering communities, 
which the flaw primarily affects. And concern 
over the problem chip appears to be on the 
verge of spreading to a much wider, and more 
key, cross section of Intel’s user base. 

For instance, a Computerworid survey last 

Intel, page 14 








Free tools, upgrades to 


spice NetWare 4.1 debut 


By William Brandel 
and Laura DiDio 


After two years and three poorly 
received dress rehearsals, the 
NetWare 4.1 show will finally open 
this week when Novell, Inc. an- 
nounces plans to ship by year’s 
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end its most significant product 
ever. 

Beta users report that Novell 
has resolved the technical glitches 
that have haunted the 4.x product 
family. And perhaps just as impor- 
tant, the company is addressing 
migration, positioning and pricing 
issues. In short, Novell is prepar- 
ing to make acredible case for how 
and why users should make the 
NetWare 4.1 jump. 

“T went through a couple of in- 
stallations and was impressed 
with the ease of the upgrade and 
installation with the beta,” said 


Jim Henderson, a network admin- | 


| client/server net, 


istrator and PC troubleshooter at 
Wagner Spray Tech Corp., amanu- 
facturer of painting equipment in 
Plymouth, Minn. 

In an effort to speed up the mi- 
gration process, Novell is offering 
Version 4.1 users two utilities: its 
NetSync utility and DS Standard, 
which it will offer in promotional 
upgrades for NetWare 4.1, accord- 
ing to Jack Serfass, president of 

NetWare 4.1, page 141 
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Users warehouse data on the cheap 


By Rosemary Cafasso 


More and more users are looking 
for — and finding — ways to mini- 
mize data warehousing costs by 
avoiding the expensive services 
and products that have emerged 


| from this hot market segment. 


Depending on the size of the da- 
ta warehouse, many new projects 
are setting users back by more 
than $1 million. While a recent 
Meta Group, Inc. survey on ware- 
housing shows spending to be all 
over the map, nearly one-third of 


At Au Bon Pain, Mark 
Factor devised cost- 
cutting measures 


650 respondents said they plan to 
spend $1 million to $5 million on 
these projects in the next two 
years. 

Those costs can be off-putting. 
For example, Maryland Casualty 
Co. in Baltimore put a warehouse 
project on hold because the esti- 
mated cost of $1.5 million was just 
too much. Joe Olszewski, an assis- 
tant vice president, said that total 
included “a couple of tools to build 
it, reporting tools and program- 
ming time to strip out the data.” 

Warehousing, page 16 
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Carmaker gases up 


Stalls on savings 


By Stephen P. Klett Jr. 


CENTERLINE, MICH 


Chrysler Corp. has adopted an un- 
usual strategy for its enterprise- 
wide client/server architecture: 
Put the communications infra- 
structure together first, and then 
deploy the applications. 

But the company has suffered 
its share of slings and arrows for 
being a pioneer. While the transition has gone 
smoother than expected, Chrysler, like the rest 

“of corporate America, is still struggling with is- 
sues such as training, costs and moving its leg- 
acy SNA applications over to the new infra- 
structure. 

For example, the projected annual savings of 





Chrysler expects its client/server setup to pay off long term. 
Left to right: David Bonskey, Kevin Bernard, Chris Waters. 


roughly $1.2 million to be gained from eliminat- | 
ing SNA and devices such as front-end proces- 
sors have not yet materialized. Plus, installing 
a new high-speed backbone has increased the | 
company’s short-term information technology | 
budget “by several million dollars,” said David 

Carmaker, page 141 | 








A PUBLICATION OF 


=IDG 


What's Inside 


December 5, 1994 








Cyberspace 


AND THE LAW 


nexperienced or malicious Internet users can 

open up your company to a slew of legal problems, 

from copyright infringement to defamation to 
possession of illegal adult materials. Acceptable-use 
policies can help you avoid ugly litigation, attorney 
Edward Cavazos says. See In Depth, page 114. 


Rocky KNEeTEN 


ATTORNEY EDWARD 
CAVAZOS: ‘All it takes 
is one big lawsuit to 
make you wish you’d 
taken precautions.’ 








NEWS 


=Price wars are expected in the notebook 
computer market next year when today’s 
$5,000 high-end notebooks will sell for less than 
$3,000. Page 4 


® Next’s OpenStep is set for a mid- 
1995 delivery on Sun’s Sol- 

aris operating system, 

and Next may offer sup- 

port for Windows and 
Windows NT early next 

year. Page 6 


=General Electric isn’t the only one being hit 
by hackers on the Internet. Page 6 


#An object-relational rapprochement is the 
theme of this week’s DB/Expo New York con- 
ference. Page 10 


® Apple’s next-generation operating system is 
taking shape, but users wonder when they'll 
see it. Page 12 


= Apple, IBM, AT&T and Siemens AG band to- 
gether to improve computer telephony links 
in the digital age. Page 12 


=Computer Associates pitches its alternative 
strategy for organizations reconfiguring their 
legacy applications. Page 16 


® Vendor alliances highlight the importance of 
customer support in distributed, heteroge- 
neous environments. Page 28 


DESKTOP COMPUTING 


8A test-drive of Novell, Inc/Word- < 
Perfect’s PerfectOffice 3.0 shows 


that it delivers on the promise of well- 
integrated yet robust applications. Page 39 


WORKGROUP COMPUTING 


® Users always want faster hardware. Ask any- 
one at rapidly growing, New York-based fi- 
nancial consulting firm The Carson Group, 
which recently brought in new Sun servers. 
Page 45 


ENTERPRISE NETWORKING 


@Early adopters advise users considering 
Asynchronous Transfer Mode to move slowly 
and cautiously and, most of all, invest in some 
education. Page 69 
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LARGE SYSTEMS 


= Mainframe users have become accustomed to 
hierarchical storage management software. 
But winning over LAN customers proves to be 
another matter. Page 75 


APPLICATION DEVELOPMENT 

= Special promotions, deals and mi- re 
gration plans offered by database 
makers may seem like discounts, but would-be 
buyers should read the fine print. Page 83 


MANAGEMENT 


=Forget the ties, scarfs and tummy firmers. 
Here are some tips on good books for the hard- 
to-shop-for techie this holiday season. Page 97 


CAREERS 


@In highly competitive and service-oriented in- 
dustries, operations personnel are encouraged 
tolearn the business for critical customer and 
end-user support positions. Page 119 


COMMENTARY 


= Charles Babcock bemoans the lack of lead- 
ership in the computer industry but sees posi- 
tive signs in the technology. Page 8 


= Bill Laberis says Intel turned an understand- 
able error into a major gaffe in dealing with the 
Pentium chip flaw. Page 34 


= Patricia Seybold says the electronic market- 
place may become a hit, but only if basic market 
guidelines are applied. Page 35 

= Carry over at least one valuable concept from 
the mainframe world into the client/server en- 


vironment — corporate standards — Eric Sin- 
gleton says. Page 35 


With flame mail, a crude minority of on-line 
residents — often operating anonymously — 
seems bent on spoiling the experience for the 
rest of us, Paul Gillin says. Page 69 


COMBI AN 5.5. cssiiccosserscasiesseccsnseesct PRUE LOO 
Company Index ............s.00eesseeeee Page 138 
Editorial/Letters to the editor........Page34 
Dec. 2 Stock Ticker.............0ese000 Page 139 
How to contact Computerworld ... Page 142 








Executive Briefing 


With the holiday shopping season in 

full swing, many IS organizations are 

being put to the ultimate test by helping 

the nation’s retailers make the most of 

this critical period. It’s amake-or-break 

struggle when companies can ring up as much as 
80% of annual sales in a five-week period, and IS 
must truly be ashining star. Management, page 91. 
Also in the retail sector, Ames Department Stores re- 
cently developed a new budgeting system to inte- 
grate disparate departments and cut reporting time. 
Page 83 


Analysts say Kmart shouldn’t blame ousted CIO 
David M. Carlson for its problems — eight straight 
quarters of declining profits. Those same experts 
say Kmart has been a leader in implementing some 
key technologies but that the retail chain has suf- 
fered from a lack of communication and direction on 
the part of top corporate executives. Page 4 


Maybe data warehouses aren’t so expensive after all. Many user 
organizations have found alternative ways to build data ware- 
houses without investing the millions of dollars that such projects 
are typically expected to cost. Other users are avoiding the high 
price tags by just not doing the project. Page 1 


When Chrysler wanted to move to client/server, it chose to build 
the highway — a new corporate network — before it allowed its 
departments to build the cars or applications. Page 1 


Two vastly different health care organizations are revamping 
their data analysis methods. The Ministry of Health in British Co- 
lumbia shifted its medical claims database from a mainframe toa 
massively parallel processor, while the state of Wisconsin is roll- 
ing out a Medicaid analysis system to get a handle on where its 
$2.3 billion really goes. Page 75 


The IRS is improving its systems development practices but has 
along way to go, an independent panel says. Page 86 


The 5th Wave by Rich Tennant 





“WAY DON'T YOU TAKE THAT OUTSIDE, HUMPTY, AND PLAY WITH IT ON THE WAL?” 
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Notebook strategies 


Portable buyers await 
a possible price war 


New Toshiba box could kick things off soon 


By Michael Fitzgerald 


Notebook makers are preparing for sig- 
nificant price reductions next year and 
possibly the first-ever price war in the 
notebook market. Analysts say prices on 
high-end, 10.4-in. active-matrix color 
notebooks could drop below the $3,000 
level by the end of 1995, more than $2,000 
below today’s typical starting prices. 
Some users say they may cut back on 
desktop purchases and buy more note- 
books if these price drops materialize. 
“It'd be great if they'd bring down pric- 
es. Today we have exorbitant pricing, 
and even if you want [cheaper] mono- 
chrome [units], you can’t get them,” said 
one corporate information systems man- 
ager, who asked not to be named. The 
manager said if prices dropped, perhaps 
by as little as several hundred dollars, 
“we wouldn’t buy more PCs, but we 
would shift to buying more portables.” 


Enough to go around 

Analysts said they expect broad price 
decreases for notebooks, which have 
been in such high demand that some 
product categories have actually in- 
creased in 
price during 
the past 18 
months, while 
vendors have 
struggled to 
meet back- 
logged de- 
mand. Howev- 
er, supply will 
eatch up with 
demand for the 
first time in 18 
months as 
sereen makers 
pump out more 
and more active-matrix color screens. 

Pricing is expected to fall toward the 
$3,000 level for notebooks with 10.4-in. 
active-matrix screens after Korean 
screen makers open plants in the second 
half of next year. 

“We see it more as a price compression 
than a price war,” said Bruce Stephen, an 
analyst at International Data Corp. (IDC) 
in Framingham, Mass. He said corporate 
users can expect to see today’s high-end 
features in $3,000 to $4,000 products as 
early as the first half of the next year. 

“You're going to get a heck ofa lot more 
performance and features for your dollar 
in 1995,” Stephen said. He agreed with 
other analysts that today’s high-end fea- 
tures, such as 10.4-in. active-matrix 
screens and multimedia, will migrate 
quickly into the midrange market. 

Helping to drive this trend will be cur- 
rent market leaders seeking to maintain 


Going places 


IDC predicts that the 
U.S. notebook market 
will grow 16% next 
year, from 3.07 million 
units sold this year to 
3-68 million. Similar 
worldwide growth is 
expected, from 6.59 
million this yearto 7.65 
million. 
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market share in the face of new competi- 
tors, such as Hewlett-Packard Co. and 
Digital Equipment Corp., that are trying 
to establish themselves in the market. 

Users said the potential for lower 
prices as the year goes on could affect 
buying strategies. 

“This would mean a lot to us,” said 
James Meneely, programming manager 
at Progressive Corp. in Cleveland. Pro- 
gressive has rolled out notebooks to all 
its insurance salespeople, and Meneely 
said the typical life span of these systems 
is about two years. 

“By [the end of 1995], we'll have a lot of 
people needing new notebooks, and it'll 
be interesting to see if that [$3,000] price 
pans out,” Meneely said. 

In any case, additional screens mean 
more vendors will have them, thus in- 
creasing competition, which will give 
corporate buyers significant leverage 
over the prices their current suppliers 
charge, analysts said. 

“The market dynamic is going to 
change drastically with those screens 
coming on because a lot of the second- 
tier guys like HP, DEC and AST are going 
to have an opportunity to [fight it out] 
with the top tier,” said Mike McGuire, an 
analyst at Dataquest, Inc. in San Jose, 
Calif. But the top tier— Toshiba America 
Information Systems, Inc., Compaq Com- 
puter Corp., IBM PC Co. and Apple Com- 
puter, Inc. — may make preemptive 
strikes. 


First up at bat 

For instance, Toshiba in January will 
ship to select customers a new version of 
its Satellite Pro with a 10.4-in. active- 
matrix color screen, built-in 5/+in. CD- 
ROM drive, built-in AC adapter and inte- 
grated multimedia, including Musical In- 
strument Digital Interface capabilities, 
sources close to the company said. The 
product will be announced in March for 
about $5,500 with a 500M-byte hard drive 
and an Intel Corp. 25/75-MHz DX4 pro- 
cessor — about $2,000 less than an IBM 
ThinkPad 755CD, the sources said. 

The ThinkPad 755CD offers features 
the Toshiba box will lack, among them a 
DX4/100 processor, built-in telephony 
functions, modularity, an onboard digital 
signal processor and docking station ca- 
pabilities. But it does not provide an in- 
tegrated AC adapter. 

Officials at Toshiba, the world’s larg- 
est portable maker, declined to comment 
on unannounced products or pricing ac- 
tions. But one official, who asked not to 
be named, said, “I don’t think you'll see 
pricing stay up where it is.” 








Feature-rich notebooks debut at Comdex/Fall 
94. See page 41. 
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IS costs, leadership 
issues rattle Kmart 


By Julia King 





After eight straight quarters of declining 
profits, Kmart Corp. is on a rampage to 
cut costs, streamline operations and 
boost its image on Wall Street. But ana- 
lysts say the lumbering retail giant may 
have shot itself in the foot by ousting 
David M. Carlson as corporate informa- 
tion systems chief. 

Carlson was removed from his post 
two weeks ago and for now remains a 
man without a title at the company’s 
Troy, Mich., headquarters. “Kmart 
should not be focused on who is running 
its IS organization but [on] who is run- 
ning the company,’ said Tom Friedman, 
editor and publisher of “Retail Systems 
Alert,” an in- 
dustry news- 
letter in New- 
ton, Mass. 
“Systems are 
not Kmart’s 
problem. A 
lack of leader- 
ship is.” 

Plagued by 
inventory 
problems, high 
costs and stiff 
competition 
from far more 
agile competi- 
tors, such as Wal-Mart Stores, Inc., 
Kmart’s core discount store business 
has been under siege for more than a 
year. In September, the company said it 
would shut down 110 of its stores and cut 
its management workforce by 10% over 
two years. The month before that, it dis- 
closed plans to sell off a majority share 
in specialty retailers The Sports Author- 
ity and OfficeMax. 


Marvin P. Rich will get 
down to brass tacks 
but is now unclear 


What’s missing 

Analysts say Kmart, under Carlson’s di- 
rection, has been a front-runner in imple- 
menting the technology needed to cap- 
ture sales data in its nearly 4,000 stores 
and to drive automatic inventory replen- 
ishment programs. In the past 10 years, 
the company has plowed more than $1 
billion into information technology relat- 
ed to quick response, according to 
Kmart’s estimates. 

Nevertheless, the retailer has been 
slower than competitors in showing a 
significant return on information tech- 
nology investments. Observers attribute 
that slowness primarily to management 
problems, including little or no commu- 
nication among top managers, an ab- 
sence of clear leadership and a failure to 
revamp the processes the new systems 
were intended to automate. 

For example, many suppliers found 
the processes behind Kmart’s automatic 
replenishment programs far too com- 
plex, according to an executive at an 
electronic data interchange outsourcing 


firm that serves retailers. As a result, on- 
ly about 100 suppliers — as opposed to 
the 400 to 700 the company had targeted 
— signed up for the program. 

Yet these prob- 
lems “are not sys- 
tems __ problems. 
They have some of 
the most sophisti- 
cated stuff in the 
world,” said a re- 
tail consultant 
who worked with 
Kmart for more 
than a year. “What 
we're seeing is a lack of re-engineering. 
They wanted to do reorganizations and 
organizational renewal, but when it 
came to actually executing that, they 
never wanted to step up to the plate.” 

Kmart’s 1994 IS budget totaled $201 
million, up 17% over 1993 IS spending. 

But that is due to change, according to 
Marvin P. Rich, executive vice president 
of strategic planning, finance and admin- 
istration who is overseeing Kmart’s IS 
operations on an interim basis. 

“The concept was to build the system 
of the future, but you can grow old doing 
that. What we need to do now is get down 
and dirty, speed up systems and fix what 
we've got,” Rich said. 

Exactly what that means remains un- 
clear, however. In September, Carlson 
disclosed a plan to overhaul the compa- 
ny’s 9-year-old store-based information 
systems, but whether Kmart will go 
ahead with the 
project is un- 
known. Such an 
investment is 
now at odds 
with a dramatic 
cost-cutting 
plan that Rich 
was touting as 
recently as 10 


days ago. It 

ealls for reduc- 2 G 
ingoverallcom- David M. Carlson re- 
pany ogee mains at Kmart fol- 
by $400 million lowing ouster as cor- 
to $600 million porate IS chief 

next year, then 

cutting another $200 million in 1996. 

More likely, Rich indicated, is an ag- 
gressive push to more fully integrate in- 
place information systems. “We’ve done 
alot of things like centralized buying, but 
we haven't merged that system through 
the general ledger,” he said. “We've got 
to fix what we have now.” 

But Friedman said more than fast sys- 
tem fixes are needed if Kmart is to keep 
bankruptcy at bay. “Kmart had atremen- 
dous opportunity to use technology, but 
because the business was so poorly run, 
it couldn’t take advantage,” he said. 


Mu imcm cerry 
IS budget 
totaled $201 
million — up 
17% over 


1993 1S 
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Retailers’ IS groups scramble to meet the holi- 
day crunch. See page 91. 
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Next plans Windows move 


By Kim S. Nash and Jean S. Bozman 





As Sun Microsystems, Inc. and Next Computer, Inc. cel- 
ebrated the first anniversary of their joint development 
pact last week, users lobbied for Next to support Micro- 
soft Corp.’s Windows 95 and Windows NT operating sys- 
tems. Sources close to Next expect that support to be 
announced early next year. 

The deed will be done through a port of OpenStep, 
they said. OpenStep is an operating system-indepen- 
dent version of Next’s proprietary NextStep object de- 
velopment environment. Next and Sun published the 
OpenStep specifications on the Internet late last month. 

Several Sun and Next users said last week they would 
welcome the move. Windows support would let users 
build object-oriented enterprise applications for de- 
ployment on Unix and Windows NT servers and Win- 
dows clients. 

NextStep may be an attractive application environ- 
ment — one that could increase the productivity of the 
12-member information systems staff at the Alberta 
Cancer Board in Edmonton, Alberta, said Felix Frid- 
man, director of IS at the center. 


Breaking down barriers 

But a lack of Windows support has, in part, stopped 
wholesale adoption of NextStep at the Cancer Board, 
which has 15 Sun servers, Fridman explained. “We do 
not see [Sun’s] Solaris [as] being a desktop environ- 
ment,” he said. “We see Windows as having the momen- 
tum ... [and] attracting all the third-party develop- 
ment.” 

A year ago, Sun and Next signed a deal to create an 
operating system-independent version of NextStep, 
named OpenStep, that would run on Sun’s Solaris. 
OpenStep will ship with Solaris in mid-1995, Sun execu- 
tives said. 

In an interview last week, Next Chief Executive Offi- 
cer and President Steve Jobs stopped short of announc- 
ing Windows ports but said he is “optimistic” about 
working with companies, such as Microsoft, with which 
he once exchanged barbs. 

“Hey, we made peace with Sun,” he noted. “So we can 
do anything.” 

For its part, Microsoft denied earlier printed reports 
that a Next/Microsoft deal was now — or was ever — 
pending. “There is no special relationship between us 


and Next, and no deal is in the works,” said Jeff Alger, a 
senior product manager at Microsoft’s developer divi- 
sion who is responsible 
for Object Linking and 
Embedding (OLE) mar- 
keting. 

Nothing in the 
Sun/Next deal prevents 
a Windows port, execu- 
tives from Sun’s Sun- 
Soft, Inc. unit said. In- 
deed, Sun would 
welcome the move as a 
way to boost market ac- 
ceptance of OpenStep, 
said Bud Tribble, vice 
president of object 
products at SunSoft in 
Mountain View, Calif. 

“We are going to have 


Objects Environment. 





@ November 1993 Sun and Next agree to create 
OpenStep, a version of NextStep, for Solaris; Sun invests 
at least $10 million in Next. 


@ This week NextStep 3.3 native ports to HP/UX 
and Solaris enters beta testing. 


@ Early 1995 Next to announce ports to Microsoft’s 
Windows NT, Windows 95; support for OLE 2.0 and CORBA. 


@ QI 1995 SunSoft adds Openstep to its Distributed 
 Q2 1995 NextStep 4.0 enters beta testing; includes 
parts of Mecca, a new object environment from Next. 


@ Mid-1995 Sun to ship OpenStep on Solaris. 


with Iona Technologies in Dublin to ensure that Open- 
Step objects link with Microsoft’s OLE objects, he said. 

For users eager to ditch Next’s old, black desktop 
hardware, a port to Windows NT and Windows 95 can- 
not come soon enough, said Vincent Loud, IS director at 
Phibro Energy in Westport, Conn. 

Moreover, support 
for Windows’ would 
boost Next’s fortunes 
— the company has yet 
to see a full year of prof- 
its. However, after 
changing its strategy 
away from hardware 
last year, this year’s 
sales are expected to 
reach $30 million, ana- 
lysts said. 

But some users won- 
dered about the fate of 
NextStep once Open- 
Step ships next year. 
“Why would we even 
need to do business 








to figure out and pro- 
vide interoperability with [Microsoft's] OLE objects. 
How it happens, when it happens, I’m not going to dis- 
cuss at this time,” said SunSoft President Ed Zander. 
But Sun has covered its bases by creating technology 





Next strategy 


F irst, Next did it all: hardware, operat- 
ing system and objects. 
Then it ditched hardware. 

Then it jecided that selling a propri- 
etary operating system would not make 
for a healthy future. It then signed deals 
with Unix heavyweights Sun, Hewlett- 
Packard Co. and Digital Equipment 
Corp. to port and/or resell variations of 
NextStep on their operating systems. 

As Next CEO Steve Jobs said, “We 
have refined [our strategy]. What we 
really want to own is the object layer.” 

Next and its partners have made slow 
but steady progress carrying out that 





Next CEO Steve Jobs 
says he does not an- 


ticipate an OS/2 port —KimS.Nash 


with Next anymore?” 
asked Jim Hohorst, senior vice president of technol- 
ogies and development at First Chicago Corp. 








Carson Group buys Sun servers. See page 45. 





plan. A port of NextStep 3.3 to HP/UX is slated for 
beta testing this week, Jobs said. The product is ac- 
tually NextStep — with its internal MachOS operat- 
ing system —running as a layer on top of HP/UX. 

Digital, neanwhile, plans to port 
OpenStep, a generic version of Next- 
Step, to its Open Software Foundation 
OSF/1 operating system by mid-1995. 

In the IBM camp, a few shops run 
NextStep on the RS/6000 — the vestige 
of a Next/IBM pact that predates IBM’s 
Taligent, Inc. venture, Jobs said. But 
Next does not actively sell NextStep for 
AIX. 

An O8/2 port is not forthcoming “‘un- 
less IBM wants to build a relationship 
with us,” Jobs maintained. “There’s no 
indication that will happen.” 


Davin Powers 

















Internet hackers hit GE, others 


eUsers continue to employ reusable 
passwords that are sent unencrypted 
over networks, where they are targeted 


By Gary H. Anthes 





Hackers recently penetrated a number 
of General Electric Co. computers, caus- 
ing the giant company to sever all its 
links to the Internet for 72 hours. 

Observers said GE’s experience is part 
ofa roaring wave of Internet-borne com- 
puter security breaches pushed by an ex- 
plosion of new technology in the hands 
of poorly trained users. 

A spokeswoman for GE gave few de- 
tails of the intrusion, which was first re- 
ported by GE’s NBC television station in 
New York. She said unauthorized users 
had been discovered in some systems in 
the course of routine security audits and 
that GE’s security measures have been 
“rebuilt and re-engineered as appropri- 
ate.” 

The spokeswoman continued, “We 
don’t know what the [unauthorized us- 
ers] were after, but it does not appear 
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they got anything.” She would not ex- 
plain how GE was able to determine that 
no files were copied. 

The spokeswoman said GE employs In- 
ternet “firewalls” — special gateways 
between the Internet and internal sys- 
tems that are intended to enforce securi- 
ty policies. But it was unclear whether 
the auditors found illegal activity in the 
firewall systems or elsewhere. 

GE is clearly not alone. “We are seeing 
alot more incidents — between eight and 
14 new incidents a day,” said Barbara 
Fraser, manager of product development 
at the Computer Emergency Response 
Team (CERT) at Carnegie Mellon Univer- 
sity in Pittsburgh. A single incident can 
involve thousands of computers, she 
said. 

CERT is funded by the Pentagon’s Ad- 
vanced Research Projects Agency and 
has a staff of 16 people and a budget of 
$2.5 million. It does not investigate inci- 
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dents at user sites to assess losses or go 
after perpetrators. Instead, it tries to de- 
termine how incidents occur, where the 
vulnerabilities are and possible fixes. 

Following the discovery of the break- 
ins, CERT worked with GE to diagnose 
the company’s security problems. 

The rate of incidents CERT sees is up 
76% from the rate last year, when the 
team logged 1,334 security incidents, 
said L. Dain Gary, operations manager at 
the CERT Coordination Center. 

Fraser said recent computer break- 
ins stem from several root causes, prin- 
cipally the following: 

e@ Hackers exploit vulnerabilities in Unix 
systems for which fixes are available but 
not implemented by users. 

@ The use of network monitoring tools, or 
“sniffers,” to capture passwords is on 
the rise. Fraser said CERT has con- 
firmed 110 uses of rogue sniffers in the 
past 10 months. 


by sniffers. 

@Users often make configuration mis- 
takes — for example, allowing insecure 
protocols such as the Network File Sys- 
tem through their firewalls. 

Fraser said underground tool kits, 
which test for and exploit known securi- 
ty flaws, add to the worries of network 
managers. “The intruders don’t need in- 
dependent knowledge anymore to be 
able to exploit some vulnerabilities,” she 
said. “They can run one of these tool kits 
against your network or your system and 
break in that way.” 

“We are very concerned about the 
health of the Internet fora number of rea- 
sons,” Gary said. “The single most dev- 
astating fact about the Internet is that 
users do not understand all the new tech- 
nologies that they have incorporated, 
and the result is they put systems togeth- 
er without realizing all the services that 
can be exploited from the network.” 
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The shape of 
things to come 


ver the course ofa year, | get to listen to as many session 

speakers, keynote address makers and self-appointed 

visionaries as anyone, but I still have a simple question 

to ask: Does anyone know where we re going? 

I see industry leaders investing their personal for- 

tunes in parallel media servers meant to download mov- 
ies. Exactly how soon do they think these servers will supplant the 
corner video store? 

Isee telecommunication companies, guided by the herd instinct, 
racing to form alliances to exploit the information highway. It is 
statistically impossible for all of them to have guessed right; per- 
haps none of them have. How much capital will they expend before 
conceding they positioned themselves in the wrong spot? 

I see the best-laid plans of dominant industry figures going un- 
expectedly awry. Intel would like to migrate its customer base to 
Pentium processors, but it kept to itself for several months the fact 
that 2 million Pentium chips have shipped with a floating-point cal- 
culating error. The chances of it surfacing are remote, but once 
independent scientists discovered the error, Andrew Grove braz- 
enly explained that Intel found the level of risk acceptable. He must 
have forgotten that his cus- 
tomers are intelligent 
enough to decide for them- 
selves what level ofrisk they 
will accept. So there’s anew 
joke on the Internet: What 
do you get when you cross a 
research grant with a Pen- 
tium processor. Answer: A 
mad scientist. 

Even ifthe information 
highway is still fogbound 
and there’s no one directing 
traffic, the shape of things to 
come is clear on two fronts. 
@ Continued miniaturization: NEC Technologies has started con- 
struction of a fabrication line for 256M-byte memory chips, a ca- 
pacity that is 16 times the capacity of current high-end 16M-byte 
chips. The 8088 microprocessor started out as a6 micron circuit 
device. The Pentiums coming off the new Phoenix assembly lines 
are etched with .6 micron circuits. IBM is producing memory chips 
at the .35 micron level and existing photo lithography techniques 
will take us to the .1 micron level. Soon, the hallmark of our age, 
the miracle of putting a computer on a chip, will be outmoded by 
the ability to put multiple computer architectures on a chip. That 
possibility is behind the Intel/Hewlett-Packard alliance to produce 
ajoint x86/Precision Architecture microprocessor by the end of 
the decade. IBM officials have acknowledged they want to combine 
an x86 instruction set with the ability to run Motorola 680x0 in- 
structions on the next-generation PowerPC chip, the unannounced 
615 chip. Continued miniaturization will erode barriers between 
heretofore impassable architectures. Chips will run applications 
for three or four architectures at high rates of speed. 
© Continued componentization: For three years, PCs have been 
shipping at the rate of 35 million to 40 million a year. The mass 
production of PC components has led to a rapid drop off in price. 
At the same time, the components have undergone a rapid im- 
provement in quality. For the first time, high-level systems can be 
assembled from the lowest cost parts. The 5‘/-in. disk arrays made 
by EMC and other manufacturers have redundancies and software 
assists that make them a match for much more highly engineered, 
highly reliable mainframe disks. EMC is now a challenger to what 
was once IBM’s dominant market share in mainframe storage. 

In a similar vein, multiprocessor servers and parallel servers 
are being assembled from microprocessors and absorbing work 
that in the past would have been assigned to the mainframe. The 
componentization of the IS infrastructure will continue at an ac- 
celerated pace. Instead of expecting a full line product company 
such as Digital or IBM to doit, IS managers will need to act as 
systems integrators, snapping together the most suitable compo- 
nents to supply the computing power their users need. 


I see the 
best-laid 
plans of 
dominant 
industry 
figures 
going un- 
expectedly 
awry. 


Charles Babcock 





Babcock is Computerworld’s technical editor. His MCI Mail address is 575-2737. 
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News Shorts 


Three senators ask Justice to investigate Microsoft/Intuit deal 


Pressure is building on the U.S. Department of Justice to take a harder look 

at Microsoft Corp.’s pending acquisition of Intuit, Inc. Last week, three promi- 
nent members of the Senate Antitrust Committee expressed reservations 
about the deal. Democrats Howard Metzenbaum of Ohio, Paul Simon of Illi- 
nois and Edward Kennedy of Massachusetts sent a letter to Attorney Gen- 
eral Anne Bingaman, strongly urging her office to more closely look into 
the longer-term implications of the deal. During the past few weeks, a grow- 
ing number of companies have called the Justice Department’s antitrust 
division to register disapproval of the pending deal, a spokesman said. Sep- 
arately, Intuit reported a loss of $53.6 million for its first quarter ended Oct. 
31. Sales rose, however, to $68.2 million vs. $47.4 million for the same quar- 


ter last year. 


Windows 95 slated for June 

Despite swirling rumors at last month’s Com- 
dex/Fall 94 that delivery of Windows 95 — the 
next version of Windows — has slipped to late 
next year, sources who were briefed said last 
week that Microsoft’s internal schedule calls 
for the product to be on retail shelves by early 
June. A new beta, called M8, will ship by the 
end of January, with testing completed “most 
likely in late March,” according to nondisclo- 
sure agreements. M8 is expected to hit manu- 
facturing by mid-May and to take another two 
to three weeks before it arrives in retail stores 
in “reasonable numbers,” according to 
sources. 


Benchmarking software offered 
For the cost of shipping and handling the soft- 
ware, users can now get the latest personal 
computer benchmarking suite from Busi- 
ness Applications Performance Corp. in 
Santa Clara, Calif. The nonprofit organiza- 
tion, whose members include companies such 
as Intel Corp., IBM, Microsoft and Compaq 
Computer Corp., last week said it will provide 
free copies of SYSmark 95 for Windows. Per- 
formance benchmarks can be done by users 
of the product at their own sites. For further 
information, contact Business Applications 
Performance at (408) 988-7654. 


Check fraud has high-tech causes 
Check fraud was up 136% last year over 1991 lev- 
els, and the culprits include desktop publish- 
ing technology and laser printers, according 
to areport by the American 

Bankers Association in 

Washington. The study re- 

vealed that the now-af- 

fordable technology has 

made it easier for organized 

crime rings to counterfeit payroll 

checks. Countermeasures include bank soft- 
ware that checks for suspicious-looking seri- 
al numbers, electronic deposit of pay- 

roll checks and discouraging employers 
from using laser-printed checks on plain 
paper. 


Floppy disk drive prices falling 
Floppy disk drive revenues are falling down 
and they can’t get up, according to a report 
issued by Disk/Trend in Mountain View, 
Calif. It’s not because of low sales: Shipments 
of 3/>in. drives are expected to grow 9.1% on 
average through 1997. The prices are simply 
declining. In 1990, the average OEM price for 
3¥/>in. drives was $46. By 1993, the price was 
$34, and it is projected to drop to $21 in 

1997. 


IBM readies storage device 

IBM’s Storage Systems Division said it plans to 
ship in the first quarter a multimedia device 
that can send out multiple “streams” of data 
from a single copy of the informa- 

tion. The IBM MediaS- 

treamer will initially tar- 

get on-line information 

services, hotels, movie _ 

production studios 

and even karaoke bars 

[CW, Nov. 28]. But Kent 

Winton, vice president of 

worldwide marketing for 

the storage unit, said 

IBM hopes to start getting corporate demand 
for uses such as training later next year as 
the cost of storage continues to drop. The 
MediaStreamer supports 16 to 64 streams and 
costs $2,000 per stream, Winton said. 


More Pentium machines coming 
Compag last week finally announced a desktop 
based on Intel’s 90-MHz Pentium processor, 
just as user concern over a flaw in the proces- 
sor was reaching a crescendo (see stories 
pages 1, 14). Thenewsystem, which will come 
standard with DOS-based virus detection 
software, features Peripheral Component In- 
terconnect local-bus graphics, integrated 
Ethernet and Fast SCSI-2 controllers. Prices 
start at $3,999 for a535M-byte hard drive and 
16M-byte standard RAM. Separately, Digital 
Equipment Corp. will introduce its first Pen- 
tium-based multiprocessor servers this week. 
Although the new Prioris HX line will include 
four-processor models by early next year, the 
first two systems are single- and dual-Pen- 
tium-90 machines, with prices starting at 
$5,699 and $8,699, respectively. 


HP turns up pricing pressure 
Hewlett-Packard Co. made a bid for higher 
ground in the PC market, cutting prices for the 
second time in three months. The price cuts 
came on both PCs and servers and ranged as 
high as 26%. HP’s pricing is now up to 30% less 
than competitors’ on certain models. 


SHORT TAKES PeopleSoft, Inc. won a $4 mil- 
lion deal for human resources software from 
Siemens AG in Munich. ... General Electric 
Co. has joined CommerceNet Consortium, 
Inc., the Menlo Park, Calif.-based industry 
group that promotes the Internet as a viable 
platform for business-to-business transac- 
tions. ... Network General Corp. and Aim 
Technology, Inc. will reveal this week a pact 
to integrate their product lines to create end- 
to-end client/server network management. 
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Oracle, HP eye object deal 


By Kim S. Nash 





Oracle Corp. and Hewlett-Packard Co. 
plan to announce today that Oracle will 
jointly market HP’s Odaptor object-ori- 
ented database link, sources at both 
companies confirmed last week. The 
deal offers an interim option to Oracle 


The 


users anxious for object support that is 
so far missing from Oracle’s products. 

The agreement, scheduled to be un- 
veiled at this week’s DB/Expo New York 
conference, is one more step in a forced 
rapprochement between relational data- 
base players and object technology com- 
panies, users and analysts said. 
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Software Magazine, June 94 


“We evaluated Oracle Financials and SQL*TIME very closely. 
SQL*TIME was our choice.” 


Dave Pinkus, Fuller Company 


“After review of available software, we chose SQL*TIME.” 


John Jackson, Price Waterhouse 


“Tronically, Oracle was not the first software maker to 
introduce applications created with Forms 4.0. Design Data 
Systems... shipped several financial packages based on 


Forms 4.0 last month.” 


ComputerWorld, Vol. 28, 1994 
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“T am giad to see that there are grow- 
ing options there for people who —- sur- 
prise — don’t want to throw away rela- 
tional databases in order to do object 
work,” said Real Forte, director of re- 
search and development at Logibec 
Group Informatique Ltd. in Quebec. The 
medical software maker uses databases 





from both Oracle and Sybase, Inc. as well 
as avariety of object tools. 

The two camps “are starting to come 
to grips with the fact that they should 
have been working together all along,” 
said Hugh Bishop, an analyst at Aber- 
deen Group in Boston. 

Fifteen to 20 engineers are working on 
adding object features to the Oracle 7 da- 
tabase engine, said Jnan Dash, vice pres- 
ident of product strategy and technology 
at Oracle. “But the reality is that front- 


—__________ end [object tools] will probably come out 
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sooner [from Oracle] than back-end” 
tools, he said. 


Objects in DB/Expo spotlight 

The much-fabled Oracle 8, which Oracle 
leader Larry Ellison started talking 
about more than three years ago, is said 
to be Oracle’s object answer. But Dash 
declined to specify a timetable for the 
product. Meanwhile, HP’s Odaptor 
makes sense for Oracle users because 
“it’s available, and it’s quick,” he said. 

Moreover, the initial convergence of 
object and relational database products 
is a theme expected to dominate DB/ 
Expo this week, said Colin White, the 
show’s coordinator and an analyst at Da- 
tabase Associates in Morgan Hill, Calif. 

“Users are still trying to wrestle with 
what object technology is and how to get 
into it. The sides have got to come togeth- 
er,” White said. 

On the object side, Illustra Information 
Technologies, Inc., Versant Object Tech- 
nology Corp., IBM partner Object Design, 
Inc. and other object database makers all 
plan to unveil gateways and other links 
that let users manipulate relational data 
with object-oriented tools. 

From the relational side, Informix 
Software, Inc. plans to announce it will 
embed object-based document manage- 
ment into its OnLine database. 


MasPar enters race 


The rough-and-tumble relational 
database market will get a new en- 
trant at DB/Expo this week: tiny 
MasPar Computer Corp., which is 
introducing a database for its mas- 
sively parallel processors. 

Until now, MasPar’s MP-2 sys- 
tems have supported only flat files 
through SAS Institute, Inc.’s SAS 
System software. The new Deci- 
sion DBis targeted at off-loading 
databases of 40G bytes and up 
from IBM mainframes, and it con- 
forms to the Open Database Con- 
nectivity and Sybase Open Client 
interfaces, MasPar said. 

Gary Smaby, president of Smaby 
Group, Inc., a consultancy in Min- 
neapolis, said MasPar will have to 
offer performance at least 10 times 
faster than big decision-support 
vendors such as AT&T Global In- 
formation Solutions and Tandem 
Computers, Inc. to get the atten- 
tion of commercial users. 

—Craig Stedman 
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Apple’s ‘System 
8’ pushed back 


By Mark Halper 


Apple Computer, Inc. will not be 
outdone by Microsoft Corp. in the 
operating system suspense game. 

Like the erstwhile Chicago, now 
called Windows 95, Apple’s Cop- 
land or, as some call it, System 8, 
has taken on a shifting feature set 
and availability date that has left 
some users unsure of what to 
expect. 

Apple, which had 
targeted mid-1995 for 
Copland’s release, 
has recalibrated for a 
late 1995 liftoff, said 
John Mracek, Apple’s 
senior director of op- 
erating system plat- 
form marketing. 
Users and Apple 
watchers speculated 
that indecision on Ap- 
ple’s part is contribut- 
ing to the delay. 

Pieter Hartsook, an 
Apple watcher and 
editor of “The Hart- 
sook Letter” in Ala- 
meda, Calif., claimed 
Apple is contemplating whether to 
leave out compatibility with the 
680x0 microprocessor — which 
Apple recently replaced with its 
chip of the future, PowerPC. He 
said Apple should leave it out if it 
wants to hasten availability. 

“According to my forecast, by 
the end of 1996, over 50% of the in- 
stalled base is going to be [Pow- 
erPC-based] Power Macs,” he said. 

Vito Salvaggio, Copland product 


Pop the kernel 


itis an unspecified 
microkernel that will 
enable Copland’s 
system-level multi- 
tasking, said John Mra- 
cek at Apple. But Ike 
Nassi, an Apple vice 
president, said the 
company is developing 
its own microkernel, 
called NuKerne, that 
would host multiple 
personalities, includ- 
ing Taligent. 


plans to include in Gershwin, the 
operating system scheduled to fol- 
low Copland. Tal AE might work in 
Copland because it requires pre- 
emptive multitasking and because 
Apple will include system-level 
pre-emptive multitasking in Cop- 
land, Mracek said. In pre-emptive 
multitasking, each application or 
routine runs in its own memory 
space, and a crash in one space 
will not cause a crash 
in another. 

Mracek said pre- 
emptive multitasking 
in Copland will be lim- 
ited to the system lev- 
el. Application pre- 
emptive multitasking, 
in which applications 
are protected from 
one another, will fol- 
low in Gershwin, he 
said. 

Users said they are 
looking forward to 
several other fea- 
tures in Copland, in- 
cluding the following: 
eApple’s OpenDoc 
document manage- 
ment software. 
eApple’s Open Transport soft- 
ware for shuttling data across en- 
vironments. 
e@Apple’s MovieTalk software, 
which will provide compression 
and decompression of networked 
video data. 








Specs set for telephony integration 


By Mark Halper and Thomas Hoffman 





The battle to improve communication among 
computers and telephonic devices heated up 
last week as Apple Computer, Inc., IBM, AT&T 
Corp. and Siemens AG announced a set of 
specifications intended to standardize com- 
puter telephony integration and data transfer. 

The initiative, called Versit, hangs on several 
technologies, including Apple’s Geoport hard- 
ware interface and 
AT&T and Novell, 
Inc.’s server-based 
Telephony Services 
Application Program- 
ming Interface 
(TSAPI). 

Combined, these 
technologies would 
improve a gamut of 
everyday operations. 
Communications be- 
tween computing de- 
vices from handhelds 
to mainframes would 
be simplified and standardized to ease inter- 
business communications and home office 
computing. 

For example, an insurance agent working 
from home could use his computer to initiate 
phone calls and also use it as an answering ma- 
chine while away. The computer would be able 
to store voice mail and receive data informa- 
tion through the same phone call. 

Jsers had mixed reaction to the initiative. At 
least one user, Ken Fauerbach, manager of user 
services at New York University’s telecom- 
munications department, said Versit would go 
a long way toward helping the school mesh its 
IBM and Apple videoconferencing systems, 
which currently cannot “talk” to one another. 

But while Apple President and Chief Execu- 
tive Officer Michael Spindler was hailing Versit 
as “comparable to GATT,” observers could not 
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|| server-based TSAPI 


Apple’s Geoport 
hardware interface 





Dueling dial tones 
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help but notice those missing from the glitzy 
New York press conference. The initiative does 
not yet include any x86-based PC vendors — 
even IBM’s and AT&T’s backing comes from 
telecommunication divisions — or Microsoft 
Corp. ; 

The absence of PC vendors drew competitive 
fire from Microsoft, whith is backing technol- 
ogies not currently endorsed by Versit. “This is 
a bunch of wanna-bes from the telecom world 
who want to set PC 
standards,” said 
Charles Fitzgerald, 
a product manager 
in Microsoft's digital 
office products 
group. 


Competing 
technologies 


Microsoft’s TAPI, 
backed by a host of 
providers and switch 
makers 
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In praise of 
competition 
Gary Andresen, 
principal analyst at 
Dataquest, Inc. in 
San Jose, Calif., sug- 
gested instead thata 
turf war would actually benefit users because 
the two camps will aggressively race to provide 
better ways to tie together disparate devices. 

Jim Burton, chief executive officer at Boston 
consulting firm C-T Link, Inc., said PC compa- 
nies are considering other technologies under 
development from Microsoft and another nota- 
ble Versit no-show — Intel Corp. 

Intel’s forthcoming serial bus threatens to 
take on Geoport as the desktop device best suit- 
ed to speeding up computer-to-telephone com- 
munications [CW, Nov. 7]. It is strongly backed 
by Microsoft and PC vendors, including Com- 
pag Computer Corp. 

Also, Microsoft’s Telephony Application Pro- 
gramming Interface (TAPI), which resides on 
the desktop and will be part of Windows 95 (the 
next version of Windows), is similar in function- 
ality to Versit-backed TSAPI. 


Intel’s serial bus, 
backed by Microsoft 
and Compaq 








Windows 95 


Deciding 


now replace Windows with 
OS/2 and that when it enters 


“It’s a very desperate offer by IBM. They’re 


saying, ‘We don’t care if we get paid,’ ” Ball- 
mer said. 

Vobis Chairman Theo Leavin is not 
among the fainthearted, but he may be 
among those baiting Microsoft. Vobis said 
it plans to deploy OS/2 on most of the 
500,000 systems it expects to ship in 1995. 
It paid Microsoft $22 million in royalties on 
systems it shipped in 1994. 

Still, Microsoft’s proposed royalties ap- 
pear to be causing growing dissatisfaction 
among many U.S.-based companies, in- 
cluding some Top 10 firms. 

“Ifthere’s a $50 difference between a ma- 
chine with a Microsoft [operating system] 
on it and a machine with [one from] IBM, 
consumers aren’t going to care. They re go- 
ing to buy the cheaper machine,” said Jac- 
ques Clay, general manager at HP’s PC di- 
vision. But Ballmer insisted Microsoft has 
not yet quoted OEMs prices for Windows 95 
and that PCs with it will not cost more. 

Not allOEMs said Microsoft is overcharg- 
ing for Windows 95. Some said the added 
value it provides (true 32-bit multitasking, 
universal mail support and various ease- 
of-use aspects) makes it worth the price. 


manager at Apple, said, “Whatev- 
er we do with Copland, we will op- 
timize it for the Power Mac.” Apple 
will not sacrifice performance of 
Copland on Power Macintosh for 
the sake of a 680x0 port, he said. 


factor 


the consumer market next 
year, it may do so with OS/2, not 
Windows 95. 

While many OEMs are com- 
plaining behind the scenes, few 
are willing to make public 
statements because they fear 
retaliatory action from Micro- 
soft such as withholding mar- 
ket development funds. Some 
observers are more blunt, say- 
ing most OEMs are simply try- 
ing to negotiate better royalty 
deals with Microsoft through 
the press. 

Microsoft officials, mean- 
while, maintained that IBM 
may be inciting some of this un- 
rest by trying to buy its way in- 
to the market. Steve Ballmer, 
Microsoft’s executive vice 
president of sales and support, 
claimed IBM is “giving [OS/2] 
Warp away for free.” 

IBM reportedly has offered 
market development funds to 
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AVobis statement said 
the company’s 
decision to move to 
OS/2 was based in part 
on Microsoft’s 
demands for payment 
for all systems Vobis 
sells “regardless of 
whether they were 
delivered with 
Microsoft programs or 
not,” a practice that 
allegedly makes it 
impossible to offer 
users competing 
products. Iftrue, this 
claim — which 
Microsoft denies — 
would violate the 
consent decree 
Microsoft signed last 
July as part ofits 
settlement with the 
U.S. Justice 


of many smaller OEMS. 

Signs that pressure is 
building on Microsoft to lower 
its proposed licensing terms 
for the upcoming operating 
system include the following: 
@ Hewlett-Packard Co. last 
week said it might not bundle 
Windows 95 unless Microsoft 
lowers its price. In off-the- 
record interviews, two other 
OEMs voiced similar threats. 
@Vobis Microcomputer AG, 
the fourth-largest European 
PC supplier, issued a state- 
ment that as of Jan. 1, it will 
swap out DOS and Windows 
for OS/2 on most of its ma- 
chines. It cited excessively 
high royalty pricing as one 
reason. 
eIBM has claimed growing 
support among OEMs for its 


Old machines out of luck 
Moreover, Copland will not run on 
earlier 68010 and 68020 machines 
because they have insufficient 
memory management, Salvaggio 
said. Copland technically can run 
on the later 68030- and 68040- 
based models, which are a “signif- 
icant percentage” of Apple’s in- 
stalled base, he noted. Salvaggio 
declined to commit to a 68000 port. 
In another example of uncer- 
tainty, Mracek confirmed that Ap- 
ple is “investigating” whether to 
add Taligent Corp.’s Taligent Ap- 
plication Environment (Tal AE) on 
top of Copland to help information 
systems shops quickly develop en- 
terprisewide programs. 





Tal AE is an object-based devel- 
opment technology that Apple 
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OS/2 Warp. For instance, HP 
claims that 20% of its users 


Department. 
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some OEMs and in return is 
charging less than $10 a unit. 


Senior editors Michael Fitzgerald and 
Mitch Betts contributed to this story. 
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On Wall Street, 19 out of the top 
20 brokerage houses rely on Sybase. 
Today, it's no exaggeration to say 
Sybase dominates the trading floor. 

And World Cup Soccer chose Sybase 
to drive its global information network — 
in front of 3 billion people. 

Wherever businesses must access and 
manage massive databases in mission- 


WHaT THE CUSTOMERS SAY: 


“The kind of performance Sybase delivers on 


Wall Street helped convince TCI to go the same route.” 

— Sadie Decker, VP. and CIO of 
TeleCommunications, Inc., the nation's largest 
cable TV company. 


“Sybase gave us the price/performance we needed 
to justify our massive reengineering effort.” 

— Jack Hazel, Senior Systems Analyst, 
Illinois Employee Benefits Corp., which manages 
more than $1 billion for midwestern unions. 


critical applications, you'll find Sinead 
Now consider your OLTP and 
decision support applications. If you want 


world-class performance, you need 
Sybase. For more performance high- 
lights, call 1-800-SYBASE-1, ext. 6210. 


THE ENTERPRISE CLIENT /SERVER COMPANY 


Outside the U.S., coll (410) 224-8044. © 1994 Sybase, Inc. Sybase is o trademark of Sybase, inc. Other company and product names may be trademorks of thesr respective owners. Forrester Research, Inc. is located in Combndge, MA 
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Hardware vendors open hot lines 


Set to replace faulty Pentiums 


By Stephen P. Klett Jr. 





PC hardware vendors are certainly going to a lot of 
trouble to set up customer hot lines for a bug in the 
Pentium chip that Intel Corp. claims will surface only 
once in every 9 billion divide operations. 

The Pentium chip contains a flaw associated with 
floating-point operations that can lead to mathemati- 
cal errors (see story page 1). 

Most major desktop vendors, including IBM, AT&T 
Global Information Solutions (GIS), Gateway 2000, 
Inc., Compaq Computer Corp., Dell Computer Corp. 
and Intel, have established toll-free numbers solely to 
assist customers experiencing problems related to 
the bug. 


Looking on the bright side 

Meanwhile, PC makers that have strategically focused 
on Pentium-based systems, such as AST Research, 
Inc. and Gateway, are taking Intel’s optimistic stance 
that the bug’s occurrence is too rare to have a major 
impact on customers, sales and Pentium rollout plans. 


From the beginning of the controversy, Intel has 
said it will handle problems that surface on a case-by- 
case basis. According to a spokeswoman for the com- 
pany, Intel will decide which users qualify for chip re- 
placement based on the kinds of applications being 
run at a user site 

InaComputerworld survey of 100 users conducted 
last week, 68% said Intel’s policy is unfair. 

For its part, IBM said it will work with customers to 
determine whether they do indeed have the problem 
and will then work on a solution, which may include 
chip replacement. Most other vendors are providing 
similar assistance. 

An AST spokesman said any AST customers expe- 
riencing the problem should contact Intel directly. 

The following is a list of major PC vendors’ Pentium 
hot lines: 
© Intel: (800) 628-8686; international: (916) 356-3551. 

@ IBM: (800) 426-3389. 

@ Compaq: (800) 652-6672. 

@ AT&T GIS: (800) 330-4904; international: (803) 843- 
7076. 

®@ Gateway: (800) 846-2000. 

® Dell: (800) 403-3355. 


Test your own PC 


The following are two simple tests you can try on 
any calculator, program or spreadsheet running on 
a Pentium-based PC to see if it has the bug: 

1) Divide 5,505,001 by 294,911. 

@ The buggy answer is: 18.66600093 

@ The correct answer is: 18.66665197 

2) Divide 4,195,835 by 3,145,727. 

@ The buggy answer is: 1.33373907 

© The correct answer is: 1.33382045 

The chances of randomly coming across numbers 
such as these that trigger the bugis small. There are 
1,738 numbers out of 64 trillion combinations of 
numbers that can actually trigger the bug. 

Anumber of sites are available on the Internet to 
handle questions related to the Pentium flaw. To find 
information on the Pentium bug via the Internet, 
use anonymous ftp://www.isi.edu/pub/cariton/pen- 
tium/FAQ. 

Tntel also has an automated fax-back service. Call 
the vendor at (800) 525-3019 and request document 
No. 9788 for a statement regarding the bug. 

Source: FAQ on Internet at www. isi.edu. 








Intel 
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week of 100 users at Fortune 1,000 com- 
panies revealed that a sizable number — 
65% — are concerned about the problem 
(see chart below), and 21% expect it will 
significantly affect their applications. In 
interviews, other users complained they 
may have to recheck months of calcula- 
tions performed on Pentium systems. 
Meanwhile, systems vendors, antici- 
pating a deluge of calls, are busy setting 
up help lines and making policy 
statements about their Pentium- 


Prior to hearing about 
the chip’s problem, 
were you planning to 
purchase Pentium 
machines? 


Of that 77%: 


Does the flaw affect 
your decision to purchase 
Pentium machines? 


Of that 62%: 


In what way does it affect your 
buying decision? 





| WILL PUT IT OFF UNTIL 
| AM SATISFIED THAT THE 
PROCESSOR IS BUG-FREE 





| WILL NOT BUY PENTIUM 
SYSTEMS AT ALL BECAUSE 
OF THE BUG 


EL ee reemuleceeeue Murrey 
Source: Computerworld survey 


based systems (see story above). 

And as Intel’s stock fell by $2.38 amid 
rumors of a possible recall of all Pentium 
chips, a noticeable number of users com- 
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menting on the Internet last week threat- 
ened to send back or stop purchasing all 
Pentium products. This was despite the 
fact that Intel insists the flaw is insignifi- 
cant to all but a fraction of users. 
According to Intel, the source of the 
bug has already been eliminated in sev- 
eral sample chips the company has start- 
ed producing. The bug-free chips are not 
expected to be widely available for at 
least several months, observers said. 


Doubting users 
Industry analysts tended to agree with 
Intel’s view about the magnitude 
_— of the bug, but scores of 
technical and engineer- 
ing users on Internet 
newsgroups _ rejected 
Intel’s defense. 
“It doesn’t matter 
how often the bug oc- 
curs; its very 
presence’ will 
affect user behavior,” 
griped one programmer 
who asked not to be identi- 
fied. “The real problem is 
that there is no error report- 
ed to the end user. The be- 
havior of the system is the 
same whether you have run 
across the bug or not. The 
only the way to trust the out- 
put is to run your program 
on another system without 
the bug,” he explained. 

By early last week, the 
growing frenzy over the flaw 
and Intel’s prior knowledge 
of it had forced Chairman 
and Chief Executive Officer 
Andrew Grove to issue a 
muted — and criticized — 
apology over the Internet. 

“It’s been blown way out of proportion 
for a bug that affects possibly one-tenth 
of 1% of all Intel customers,” said Dean 
McCarron, an analyst at market re- 
search firm Mercury Research, Inc. in 


processing 
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Scottsdale, Ariz. 

Dividing certain numbers triggers the 
flaw. The bug in the floating-point opera- 
tions makes the chip “yield imprecise re- 
sults ranging from the fourth to the 19th 
significant digit” when dividing specific 
numbers, said Vinod Dham, Intel’s gen- 
eral manager for Pentium processors. 

This is most likely to affect scientists 
and engineers who use Pentium-based 
machines for heavy-duty numerical ap- 
plications, theoretical mathematics and 
compute-intensive modeling applica- 


numbers. In some cases, users showed 
how instead of returning 0 as the correct 
result, the Pentium computed 256. 
However, despite the apparent ease 
with which the flaw can be triggered, last 
week Computerworld could find no one 
whom the bug had actually tripped up. 
According to Intel, that is because the 
flaw occurs only with specific numbers. 
Almost all commercial PC applications 
running under DOS, Windows and OS/2, 
including basic spreadsheets, account- 
ing applications, server and trans- 


Reports surfaced last 
week ofa flaw in Intel’s 
new 100-MHz Pentium 
that apparently slows 
the processor down 

in certain multi- 


environments when 
running under 
Windows NT or Unix. 
Intel had previously 
informed vendors of 
the problem and is now 
sampling bug-free 
versions of the chip, 
which should be 
available Jan. 1, a 
spokeswoman said. 


tions. 


The flaw became public several ef 


action-processing environments, 
will not be affected, Intel said. 


weeks ago when Thomas R. Nicely, 
a mathematician at Lynchburg 


College in Virginia doing theoret- 
analysis, 
saw an error at the ninth deci- 
mal place. Intel acknowledged 

it had discovered the flaw sev- bs & 
eral months ago and NET yo 
that it was investigat- 
ing its cause when 
Nicely made it public. 


ical mathematical 


Since then, 


story top right). 


In fact, even as Intel 
desperately tried to minimize the 
perceived effects of the flaw, in- 
trepid Internet users demonstrat- 
ed how the frequency of the flaw 
and its effects could be magnified 


has maintained that 
except for rare combi- 
nations of numbers, 
the chance of a Pen- 
tium user randomly 
triggering the prob- 
lem during routine 
use is one in 9 billion. 

The flaw can be 
triggered easily. For 
instance, to generate 
an inaccurate result, 
all a user has to do is 
divide certain specific 
sets of numbers (see 


“If Intel responds appro- 
priately, everything will be 
fine; otherwise | will be 
forced to recommend that 
all Pentium-based systems 
used by my group and 
associates be removed from 
service and not be used for 
anything more than expensive 
terminals.” 
JOHN BURTON, ASSOCIATE 
G & A TECHNICAL SOFTWARE, INC., HAMPTON, VA. 


S 


Intel that 
wants a new chip. The folks paid for an 
IEEE floating-point unit, and the current 
Pentium does not meet that specification. 
Intel has no right telling me or anyone 
else what | need. It’s my money, not 
theirs. | buy what | want.” 


“Intel should ——- anyone’s chi 
P. 


INTERNET USER 


“If [Intel] wants their chips to be used in 
critical applications (as they obviously do), 
they have a responsibility to notify users 
when problems like these are discovered 
- and take their lumps if necessary. It’s a 
responsibility that the manufacturers 
simply must assume voluntarily. If they 
don't, legislation should be enacted that 
requires it — as was done with the auto 
manufacturers.” 


ROLFE TESSEM, SENIOR VICE PRESIDENT 
Lucky Duck Probuctions, New YorK 


“There is an incidental issue of all the 
users who’ve done the types of calcula- 
tions (scientific and engineering) ... being 
ready to storm Intel HQ for the six months 
of work they’ll have to recheck because 
the bug wasn't reported, not to mention 
the 18 months before that.” 

IRATE USER ON THE INTERNET 


several times given the right set of 
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Messaging vendors move to hold user interest 


By Suruchi Mohan 
BOSTON 





The Big3 in LAN messaging lifted the veil 
on some middling pricing moves and 
third-party deals at last week’s E-Mail 
World trade show here. 

Massive interest in on-line services 
and messaging may have spurred an- 
nouncements from Microsoft Corp. and 
Novell, Inc., which are seeking partner- 
ships to strengthen their product offer- 
ings. 

Lotus Development Corp., meanwhile, 
said it will allow users of other products 
to trade in their licenses for Lotus 
CC:Mail seats. The trade-in policy allows 
customers with Microsoft’s Mail and 
Message Handling Service (MHS)-based 
mail licenses to switch to CC:Mail for $28 
per license. This repre- 
sents a 50% discount 
over the regular license 
fee of $56, Lotus said. 

Microsoft, for its part, 
is trying te “shore up ar- 
eas of weakness” by en- 
tering partnerships, 
said Nina Burns, president of Creative 
Networks in Palo Alto, Calif. For example, 
she said, Microsoft's development and 
distribution agreement with WorldTalk 
Corp. in Los Gatos, Calif., to deliver the 
Internet Connector for Microsoft Ex- 
change Server is an attempt to plug the 
holes in its Simple Mail Transfer Protocol 
(SMTP) strategy. Microsoft had said it 
would support SMTP natively but is now 
supporting it through a third party. 

The Internet Connector will become a 
component of the Exchange Server. It 
will support SMTP/Multipurpose Inter- 
net Mail Extensions (MIME), which allow 
users to send attachments such as bina- 
ry files and video and audio clips over the 
Internet. Also, because of a tunneling 
feature that enables a Microsoft Mail 
message to be encapsulated within 
MIME, Mail users will be able to ex- 
change messages over the Internet with- 
out translation software. Companies will 
be able to use the Internet as a backbone, 
which would help network administra- 
tors by eliminating the need to set up and 
administer gateways to the Internet. 


MAIL 


Forum appeal growing 

SMTP support is not the only area for 
which Microsoft is looking to third par- 
ties. Discussion databases are becoming 
increasingly popular, and Microsoft has 
announced it will sell Conference+ from 
Mesa Group, Inc. in Newton, Mass., with 
Microsoft Mail. 

Novell, meanwhile, signed a partner- 
ship and distribution agreement with 
Collabra Software in Mountain View, Cal- 
if., to develop a version of the Collabra 
Share electronic discussion forum that 
will be integrated with GroupWise. 

Users have been asking for electronic 
discussion forums to share and track in- 
formation, according to Burns. “It is a 
natural add-on to E-mail. There is a tight 
coupling between interfaces so users 





can go into a discussion forum easily 
through the interface they’re used to,” 
she said. It is like Notes, only simpler, 
Burns added. 

Integration seemed to be the main 
thrust of Novell’s strategy as it tried once 
again to reassure its developers that it 
will not dump MHS in favor of the trans- 


port it inherited from the former Word- 
Perfect Corp. Instead, Novell will “con- 
verge” GroupWise — formerly Word- 
Perfect Office — “with NetWare MHS 
technology into a common engine,” said 
Mark Ryan, product line manager at No- 
vellin San Jose, Calif. 

MHS will be an integral part of Direc- 


tory Services in NetWare 4.1, expected to 
ship this month. Longer term, Novell will 
provide the Collaborative Message Serv- 
er to integrate the messaging infrastruc- 
ture of NetWare 4 with the messaging en- 
gine and message store of GroupWise. 
This was designed to offer MHS develop- 
ers asmooth migration path, Novell said. 
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Start your client/server journey off right with 
a tool you already know how to use. The new 
SPF/PC v. 4.0 brings the familiar ISPF Dialog 
Management Services and PDF to your PC so 
you can be productive on your first day. 


Put SPF/PC on your PC today and find out 
why over 350,000 application deveiopers like 
you have made it their tool of choice! Below 
are some of the powerful new features now 
available in SPF/PC version 4.0: 


Full ISPF/PDF Compatibility * Modifiable Panels * Table Services * UNDO/REDO 
Enhanced REXX Support * SUPERC File Compare + 132-Column Support 
Program Source Colorization * Horizontal and Vertical Splits * Super Lists 
COBOL Workbench Integration * Optional COBOL Source Analyst (CSA) * OS/2 
DOS * Windows 3.x/NT Compatibility * And many other new features! 


To Order SPF/PC: 


Call 800-336-3320 or Fax 510-521-0369 


SPF/PC: $295. For 10 or more copies (Concurrent-use or stand-alone), ask for ext. 233. 


Upgrades from: SPF/PC v. 3.0 - $69; SPF/2 v. 2.0 - $79; SPE 


2 v. 1.0 - $89; Older versions - $99; Competitive or 


Amnesty upgrades - $129, all plus shipping and handling fees. Purchase Orders: $500+ only, (no faxes) allow 4-6 weeks 


Command Technology Corporation 
1040 Marina Village Parkway 


Alameda, CA 94501-1041 


SPF/PC and CTC are registered trademarks and COBOL Source Analyst is a trademark of Command Technology Corporation 
All other products are trademarks or registered trademarks of their respective owners. 2 
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CA to Cobol programmers: Get visual 


CA-Visual Realia ties to relational databases 


By Thomas Hoffman 





Last week, Computer Associates Inter- 
national, Inc. ushered in an alternative 
method for shops that want to modernize 
their legacy applications: CA-Visual Re- 
alia, a graphical user interface (GUI) 
client/server development tool for Cobol 
shops. 

Organizations trying to reconfigure or 
re-engineer legacy applications for 
client/server architectures have had a 
limited number of choices. They have 
had to retrain their programmers to 
learn a new language such as Powersoft 
Corp.’s PowerBuilder or Microsoft 
Corp.’s Visual Basic and rewrite code 
from scratch. Or they could use Micro Fo- 
cus, Inc.’s Cobol development tools. 


Works in Windows 
CA’s latest development environment, 
which supports Windows 3.1 and is 
priced competitively with Micro Focus at 
$2,500 per copy, is expected to be a boon 
for companies that want to leverage 
their programmers’ expertise in Cobol. 
“It’s insane to go out and try and re- 
build the pyramid,” said Kevin Schick, 
research director for application devel- 


opment and management strategies at 
Gartner Group, Inc. in Stamford, Conn. “I 
don’t mean to degrade tools 
like PowerBuilder — we en- § 
dorse a multiple tools strategy 
— but this is about maximizing 
returns on investments” in ex- 
isting Cobol applications, he 
said. 

Schick said he considers Mi- 
cro Focus and CA-Visual Realia 
to be comparable environ- 
ments with subtle differences. 
While Micro Focus seems to 
have an edge on compiler tech- 
nologies, CA-Visual Realia 
“gives you more bells and whis- 
tles that are bundled in at no 
additional costs,” he said. 

For instance, CA-Visual Re- 
alia is bundled with a Watcom 
International Corp. database 
that supports CA-Ingres as 
well as Sybase, Inc., Oracle 
Corp. and Informix Software, Inc. rela- 
tional databases at no additional charge. 
With Micro Focus, “users will tend to pay 
for a lot of those extras,” Schick added. 

Mare Sokol, CA’s vice president of 
product strategy, estimated that CA-Vi- 


sual Realia will enable organizations to 
take existing Cobol applications and re- 
write them for client/server using 20% of 
the resources necessary to generate 
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CA says CA-Visual Realia will let programmers rewrite Cobol 
applications for client/server using 20% of the resources 
necessary to generate code from scratch 


code from scratch. 

That message has not been lost on ear- 
ly CA-Visual Realia beta users. For exam- 
ple, ACC Orlando, Inc., a Sanford, Fla., 
software developer for the title insur- 
ance industry, decided earlier this year 








Warehousing 
CONTINUED FROM PAGE 1 


While upper management liked the 
warehouse idea, the company did not 
make the funds available for it. 

The high costs are in part because 


Sybase weighs in 


Last week, Sybase, Inc. stepped in- 
to the increasingly crowded data 
warehousing market by announc- 
ing a query optimization package 
intended to strengthen its SQL 
Server as a warehouse option. 

1Q Accelerator will cost about 
$25,000, according to company of- 
ficials, who said final pricing will 
not be set until general availability 
next year. The product uses index- 
ing technology that boosts query 
performance and will deliver per- 
form.ince improvements over a 
standard relational database, the 
company said. 

The optimizer is an effort by Sy- 





base and Expressway Technol- 
ogies, which Sybase acquired in 
October. 

1Q Accelerator is a component of 
an overall warehouse strategy an- 
nounced last week as a framework 
for client/server data warehous- 
ing. —Rosemary Cafasso 
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that it would have to reformat its DOS- 
based applications for Windows in order 
to meet growing market demand for the 
Microsoft GUI environment. 

Although the developer dab- 
bled with other languages, 
such as C, Visual Basic and 
PowerBuilder, ‘‘there’s so 
much code to be rewritten that 
it would have taken many, 
many months to reconfigure 
the code into another lan- 
guage,” said Arthur Haynes, 
vice president of product de- 
velopment at ACC Orlando. 


a 


Unwilling to switch 

Still, CA may be hard-pressed 
to make converts out of those 
PowerBuilder and Visual Basic 
shops that have already made 
substantial commitments. 

“We can often use some of 
the business logic in Cobol as a 
guideline, but [CA-Visual Re- 
alia] is not the kind of thing 
that we'd look at,” said Britt Mayo, direc- 
tor of information technology at Pennzoil 
Co. in Houston, a large PowerBuilder 
shop. “By the time we get to the client/ 
server environment, the business rules 
[for using Cobol] have changed.” 





warehousing — which calls for moving 
data from production databases, putting 
it in a usable format and storing it in an 
end-user database — can be a very com- 
plex undertaking. But it is also the result 
of a relatively young market in which 
pricing has not shaken out yet. 

The problem for many information 
systems staffs is that while they can eas- 
ily sell the concept of warehousing, they 
often cannot afford to spend 
the kind of money required 
to do it. 

Hence many users are 
looking for shortcuts. 

“T thought I needed a tool 
to populate a warehouse, 
and I found that I don’t need 
it,” said Mark Factor, vice 
president of IS at Au Bon 
Pain, Inc. in Boston. “It was 
like a lightbulb going off. 
The reality is we could do 
[warehousing] by putting 
the data in another section 
of our database.” 


Noconsultants 
Factor is not alone; other users are com- 
ing up with cost-cutting measures of 
their own. For example, several users 
contacted last week said they avoid con- 
sulting services, particularly those de- 
signed to give users so-called “proof of 
concept.” This involves building a proto- 
type warehouse to prove it is a viable 
idea. Some users are finding they can 
easily handle this task themselves. 

“A consulting group can burn a bunch 
of time just getting up to speed on how 
your business works, and you already 


DECEMBER 5, 1994 


Vanstar’s Terry Thorn- 
ton says his company 
installed a data 
warehouse for far 
less than $500,000 


know that,” said Terry Thornton, direc- 
tor of financial IS at Vanstar Corp. in 
Pleasanton, Calif. He said his company 
completed a data warehouse for a “much 
lower” cost than $500,000, which is a typi- 
cal warehouse price tag, according to 
some analysts. 

Users also recommend handling data 
extraction and cleanup internally in- 
stead of spending $100,000 to $250,000 
for a tool to do the jobs. Data 
extraction and cleanup are 
key steps used to pull data 
from production systems 
and scrub it clean by elimi- 
natingredundancies, errors 
and meaningless data be- 
fore putting it in the end-us- 
er database. 

Users said this function 
can be handled internally by 
writing code to extract and 
review data as long as a 
shop has the database 
know-how and does not 
have too complex a ware- 
house in mind. 

The catch is to determine 
when a project is too big to handle man- 
ually. One rule is that projects involving 
more than 10G bytes of data “can get very 
complicated,” according to Meta Group. 


People power 

“We aren’t using those products here,” 
said Robert Chin, chief information offi- 
cer at HealthSource, Inc. in Hookset, N.H. 
His company built an enterprisewide da- 
ta warehouse, which included the Red 
Brick Systems warehouse platform, for 
$750,000. While not dirt cheap, that is 


Sticker shock 


The following is a small sample of 
warehousing costs: 


@ Proof of concept consulting service 
from Software AG of North America, 
Inc.: $10,000 to $100,000. 

@ Full warehousing package, including 
consulting services, from Hewlett- 
Packard Co.: $150,000 to $400,000. 

@ Warehouse management tools from 
Prism Solutions, Inc.: $125,000 to 
$250,000, depending on size of ware- 
house. 

@ Warehouse extraction, scrubbing 
tools from Carleton Corp.: $100,000. 
@ High-performance query optimiza- 
tion from Sybase, Inc.: $25,000. 


considered a reasonable price for a com- 
panywide installation. “The bulk of the 
work” to clean up production data for 
end users has “‘to be done by humans 
anyway,” he said. 

Another money-saving approach is to 
do warehousing in small, incremental 
steps instead of shooting for a full-scale, 
companywide project. For example, Rob- 
ert Typanski, manager of data manage- 
ment at Miles, Inc. in Pittsburgh, said he 
kept costs below $1 million during nearly 
four years of warehousing by deploying 
the project ‘in small chunks. Typanski 
said a small warehouse server with 5G 
bytes of data supporting 100 users would 
cost about $50,000. 
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HP Vectra VL2 PCs 
HP quality in 
value-priced PCs, from 
$1,119 


HP Vectra N2 PCs 
High-performance 
network-ready 
PCs in a slimline 
package, from 
$1,459 
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HP Vectra M2 PCs 
High-performance 
PCs for the connected 
office, from 
$1,509 


HP Vectra XM2 PCs 
Exceptional 486 
performance for 

advanced business 

use, from 
$1,779 


HP Vectra XU PCs 
The ultimate PCs 
for advanced business 
and technical 
applications, from 
$3,279 


HP Vectra Interactive PCs 
Integrated multimedia 
and communications 

solutions for 
business, from 
$1,559 


HP offers a full 3-year 
warranty on all PCs, 
including 1-year on-site 
and 2-year carry-in- 
For more information, call 
1-800-322-HPPC, Ext. 8781. 
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new light. 


If you have PCs on a network, 
hardware and software compat- 
ibility is undoubtedly one of 
your biggest concerns. You need 


to know who's talking to whom. 


And you can start by talking to 
Hewlett-Packard. Together with 
partners like Intel, Microsoft® 
Novell and others, we're devel- 
oping technology that ensures 
true compatibility, across the 
board and across the network. 
So your PC runs everything 
it’s supposed to, wherever it’s 
supposed to. Because if it 
doesn't work in your environment, 


it doesn't work at all. 
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Mobile users wade through flood of products 


By Michael Fitzgerald 


BOSTON 





The raft of announcements unleashed at 
last week’s tandem expos — Mobile 
World and the Sales Force Automation 
Conference — may make life a bit more 
difficult for users already facing a slew 
of choices. 


“We're going through a tremendous 


Analysts said these types of customiz- 
maze of products right now,” 
said James J. Weglarz, East- 


able, off-the-shelf packages 
are becoming more prevalent 
ern area manager at Smith- ILE 
Kline Diagnostics, Inc. in 
Bayshore, N.Y. Weglarz said his Wé3RLD 


as sales force automation 
company wants to find an off-the- 


and other mobile vendors 
move their DOS applica- 
shelf sales force automation package 
that can be customized. 


tions to Windows. 
Customization is a “solid trend, with 
vendors transitioning to client/server ar- 











chitecture in the Windows environ- 
ment,” said Ken Dulaney, an analyst at 
Gartner Group, Inc. in Santa Clara, Calif. 
In moving their stand-alone DOS applica- 
tions to Windows, many vendors have al- 
so designed the packages to run more ef- 
fectively in a distributed environment. At 
the same time, they are using standard 
Windows development tools instead of 
their own proprietary tools, freeing us- 
ers from the whims of vendors’ internal 
update schedules. 

Indeed, many of the announcements at 
the Sales Force Automation show in- 
volved new Windows products or up- 
dates to existing Windows products. 

Saratoga Systems, Inc. in Campbell, 
Calif., released SPS 3.4 for Windows. SPS 
3.4adds support for IBM’s DB2 and DB2/2 
as well as Oracle Corp.’s relational data- 
base. The SPS release also sports inter- 
faces to Microsoft Corp.’s Mail and Lotus 
Development Corp.’s CC:Mail. 

IBM and Aur- 
um _ Software, 
Inc. in Santa 


Small potatoes 


Clara, Calif., re- 
leased their 
joint collabora- 
tion, SalesTrak 
5.1 for Win- 
dows. It allows 
real-time data 
synchronizing 
and features a 
user interface 


Even the largest 
players in the sales 
force automation field 
are small fries overall. 
Analysts project that 
Xcellenet, amore 
visible player in the 
mobile software 
market, will sell less 
than $30 million in 
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designed by 
game program- 
mers. The prod- 
uct costs $1,595 per license. 

Nomadic Systems, Inc., a Parsippany, 
N.J., start-up, released Account Manag- 
er, a Windows product targeted at phar- 
maceutical companies. Account Manag- 
er includes a calendar planner, client 
profiler, list viewer and query manager. 


product this year. 


Change is good 

One major announcement at Mobile 
World had little to do with Windows. 
Xcellenet, Inc. released RemoteWare 2.0, 
a substantial upgrade to its remote man- 
agement and synchronization tool. It al- 
so overhauled its multimodule product 
into a 32-bit application, built in object 
technology and added support for multi- 
ple protocols and a number of databases. 

“In 2.0, [Xcellenet] did a lot of things I 
wanted,” said Dean T. Thompson, retail 
systems manager at BP Oil, Inc. in Cleve- 
land. BP Oii has 1,000 nodes up and run- 
ning with Xcellenet. The company plans 
to increase that to 1,725, in part because 
Xcellenet also doubled the number of us- 
ers it supports per server to 32. Remote- 
Ware 2.0 costs between $131 and $787 per 
user, depending on configuration. 

Other mobile-oriented announce- 
ments at the shows include the following: 
@Gateway 2000, Inc. released Liberty, a 
4.2-pound notebook with a 10.4-in. color 
screen and built-in infrared communica- 
tions. It costs between $2,799 and $4,799, 
depending on configuration. 
@®UK chip designer Symbionics Net- 
works Ltd. said it will work with Oki Elec- 
tric Industry Co. to design a chip that 
brings wireless LAN capabilities to PC 
Card form factors and costs about $250. 





‘Two Strategies for Client/Server 
plications Development 


Both in One Software...the SAS’ System 


Only the world’s leading information delivery system gives you two proven strategies for satisfying 
today’s client/server applications development needs: 


Empower Your User Community 


The SAS System offers a secure 
and manageable environment for 
making enterprise data available on 
demand. And for turning that data 
into useful business information for 
strategic decision making. 
Through an intuitive, dynamic, 
and data-driven interface, even novice 
business users can handle the most 
sophisticated requests by themselves: 
ad hoc queries, reports, business graphs, 
forecasts, analyses, and more. By making 
the SAS System your standard for end user 
access and reporting, you'll empower users 
to satisfy their own information requests. 


SAS/ASSIST 


Empower Your Applications Developers 


Seman - With more self-reliant end users, developers are 
Te free to concentrate on implementing client/ 
server applications critical to your business. 
Here, too, the SAS System satisfies your most 
demanding requirements by supporting an iterative 
approach to rapid applications development. Put 
strategic business systems in production quickly... 
even as you continue to develop and enhance them. 
Object-oriented tools simplify and speed development. 
And support for multiple client/server models (including 
distributing application logic to the processor best equipped 
for the task) provides a flexibility unrivaled by “client only” 
development tools. What’s more, the SAS System’s portable 
architecture means applications look and run the same no 
matter where you deploy them, desktop to data center, 
preserving your applications investment over the long haul. 


Take a Minute Now to Take Years Off Your Development Cycles 


With the SAS System, you'll improve business processes 
rather than just automating them. Users become more SAS Institute Inc. 
independent, developers more productive, and applications Sales and Marketing Division 
more valuable...today and tomorrow. For a closer look at _ Phone 919-677-8200 [) Fax 919-677-8123 
7s ; @ In Canada: Phone 1-800-363-8397 
the SAS System—and to find out how to receive these 
applications development tools for a free evaluation —just SAS is a registered trademark of SAS Institute Inc. Copyright © 1994 by SAS Institute Inc. 
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INTRODUCING THE WORLD’S FASTEST MID-RANGE WORKSTATIONS. 
THE ALPHASTATION FAMILY. 


Why mince words? The work- 
stations in our new 64-bit 
AlphaStation™ family blow right by 
32-bit machines. These three pow- 
erhouses start at 166 MHz and go 
up from there. That’s more than 
enough juice for serious number- 
crunching apps, sizzling 2-D and 
3-D graphics, MCAD, ECAD, 
mapping, you name it. All of which 
makes them the best price/perfor- 
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Of course, each AlphaStation also 
runs UNIX® Windows NT™ and 
OpenVMS" operating systems, and 
gives you the openness of the new 
industry-standard PCI bus. 


And if you like reliability and 
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Digital seeks to emulate HP’s printer success 


By Mary Brandel 





In the crazy world of client/server sys- 
tems, it is easy to overlook the changes 
inflicted on the lowly printer. 

But Maynard, Mass.-based Digital 
Equipment Corp. has not. In fact, it wants 
to profit from these changes — even to 
the extent that the king of printers, Hew- 


lett-Packard Co., has succeeded in this 
rather mundane market. 

“It’s not a matter of taking on HP head- 
on,” said Jeb Hurley, director of business 
and marketing operations at Digital’s 
printer unit. He noted that while Digital 
is focusing on workgroup and retail of- 
ferings — HP’s stronghold — the compa- 
ny is also working to produce enterprise- 


oriented printers that work across sev- 
eral different networks. 

“A key strength is their ability to put 
printing in the network environment,” 
said Angele Boyd-Meyers, an analyst at 
International Data Corp. In that regard, 
“Digital is a fairly hidden secret.” 

“Whether you’re printing from HP, IBM 
or Digital environments, their printers 





24 COMPUTERWORLD 


“The Computerworld White Paper 
Program is a major piece of our marketing 
plan at the Object Management Group and 
it has been for several years. 

It generates a tremendous amount 
of interest in our organization and it builds 
business for us. 


| think that the key to The White 


Paper's strength is the great data it provides. 


As a result, not only is it an important 
component of the marketing brochure we 
mail out, but it's also an ongoing 

reference source for a whole range of other 
marketing efforts. Everything from trade ads 
to the Object World trade show that we 
sponsor every year. 

It generates a lot of opportunities 
for us, but it also answers a lot of questions. 
As a matter of fact, anyone who needs 
a comprehensive source for what's going on 
in the industry can get the gist of what's 
happening today and where the industry's 
going, just by following the White Paper 
Program. 

The feedback we've gotten on the 
White Paper has also been terrific, which is 
yet another reason why we keep doing it. 

The White Paper has really been 


a great tool for us.” 


The Computerworld White Paper Program 


An innovative marketing tool for selling your technology solution. 


Christopher Stone 
President 
The Object Management Group 


“The White Paper Program 
has acted as a terrific sales tool 
for the organization. 
It's a great way for us to get 


the word out.” 
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are compatible with different protocols,” 
said Tim Wagner, site coordinator at 
Johnson & Johnson Pharmaceutical Re- 
search Institute in Spring House, Pa. 
Plus, Digital’s service people are able to 
support multiple printer brands, he said. 

Even so, Hurley conceded that Digital 
needs to produce machines that are less 
Digital-centric and easier to use. The 
PrintServer 17, for instance, works in No- 
vell, Inc.’s NetWare and a variety of Unix 
environments but requires a network ad- 
ministrator to boot it up each day. 

These simpler heterogeneous printers 
will not be available for six to 12 months, 
he said. 

And while Digital expects high mar- 
gins in the network printer arena, it ex- 
pects more volume and revenue from re- 
tail sales. 

“They have a 
shot,” said 
John Mcintyre, 
an analyst at 
BIS Strategic 
Decisions in 
Norwell, Mass. 
Even though 
Dig'tal is late to 
the game, 
“they've been 
aggressive 
about bringing 
in non-Digital 
people and ag- 
gressive in get- 
ting shelf 
space,” he said. 

Hurley said 
the company so far has signed on with 
1,400 retail stores, including Sears, Roe- 
buck and Co., Circuit City and Lechmere. 

“Big vendors usually have more like 
3,000 to 3,500,” Boyd-Meyers said. “So if 
they want to compete with the big boys, 
they'll have to double that.” 

Brand awareness is key in retail, ana- 
lysts said. In this regard, Digital’s print- 
ers willlikely attract “the more industry- 
savvy buyer,” McIntyre said. 


Think again 
You might think Digital 
would have dropped 
printers as a core 
competency, 
considering it sold off 
its relational database 
and disk drive 
business. But “the 
printers group 
generated lots of 
profit” last year for 
Digital, said Jeb Hurley, 
director of business 
and marketing 
operations. 


Competitive offerings 

So far this year, Digital has introduced 
some competitive machines that appeai 
to personal and workgroup users, in- 
cluding the following: 

@ The DECwriter 90IP, a 2.4-pound porta- 
ble ink-jet printer. 

@The DECcolorwriter 120IC and DEC- 
writer 1101, retail ink-jet printers. 

eThe DEClaser 3500, a 12 page/min. 
workgroup printer with international 
fax and support for TCP/IP, NetWare, 
Ethertalk and Macintosh. 

To excel in the printing arena, Digital 
must make some changes, observers 
said. This includes a new attitude toward 
price. “We can’t just produce well-engi- 
neered products anymore,” Hurley said. 

Keeping costs down may be difficult 
because Digital does not manufacture its 
own engines. “That could be a distinct 
disadvantage," Boyd-Meyers said. “HP 
has that too, but they’ve got incredible 
strength in marketing and channels, and 
Digital is just now developing that.” 





PowerBuilder 
Developers: 
Which Powersoft 
Cares About You”? 


“We view the ’9Os as 
different from the 
78O0s...customers relish 
being able to mix and 
match suppliers” 


— David Litwack, President 

Powersott Corporation 

“Powerbuilding Enterprise Applications” 
Datamation Magazine 

15 July 1993 


Our database-independence 
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Don’t risk a Powerfailure with 

Oracle and Informix. 

If you use Oracle, Informix or other non-Sybase data- 

bases with PowerBuilder, upgrade to SQLWindows” 5.0 
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“Users want a one-stop 
shop, a single vendor to 
provide most of the pieces 
for client/server 

-— computing” 


— David Litwack, President , 


Powersoft (soon-to-be-a-division-of-Sybase) Corporation 


“Sybase-Powersoft merger creates 1-stop shop for 


Get the same upgrade deal 
as our preferred customers. 
Upgrade by December 23rd for 
just $995.00 — the same price 
SCLWindows 4.1 developers pay 
to upgrade to SQLWindows 5.0! 
That's $2,000 off the list price of 
SQLWindows Corporate Edition. 
Proof of PowerBuilder ownership 


required for each upgrade of 


client/server tools” 
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21 November 1994 
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T3Plus Networking introduces 
Command Management System 


By Steve Moore 





As users migrate their voice and data 
networks from tried-and-true Ti and T3 
technology to the newer and faster Asyn- 
chronous Transfer Mode (ATM) trans- 
mission scheme, they face an interim pe- 
riod during which their networks must 
support both T1/T3 and ATM. 

With this in mind, vendors such as 
T3Plus Networking, Inc., Network Equip- 
ment Technologies, Inc., Ascom Time- 
plex, Inc. and AT&T Corp. continue to en- 
hance their Ti and T3 products even as 
they work behind the scenes to prepare 
for ATM. 

For example, T3Plus last week intro- 
duced its Command Management Sys- 


T3Plus management options 


“Our technical staff evaluated the 
Command Management System and was 
impressed by its flexibility in supporting 
fault and configuration management,” 
said Micah Bailey, a manager in the in- 
formation technologies division at 
Southern California Edison in Rose- 
mead. Bailey added that as the utility mi- 
grates its network toward ATM technol- 
ogy during the next few years, “we will 
use [T3Plus] products in conjunction 
with ATM.” 


Users’ choice 

With its scaled-down management soft- 
ware, T3Plus is also responding to users 
who are “rejecting big, integrated man- 
agement strategies in favor of affordable 
products that handle 
basic fault and con- 
figuration manage- 
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Command 
BMXview Management System | 


Point-to-point or 
point-to-multipoint 


Unix | DOS 
A as ea 


2 to 7 nodes 


$4,000 
(software only) 


ment,” according to 
Tom Nolle, president 
of CIMI Corp. in Voo- 
rhees, N.J. 

“There are only 
about 5,000 to 6,000 
public and private T3 
circuits in use by 
U.S. companies, and 
the average user of a 
T3 connection has 
only three sites,” he 
added. 

CMS can discover 








tem (CMS), which is suited for users with 
point-to-point or point-to-multipoint T1 
or T3 networks spanning fewer than 10 
nodes. CMS gives users an alternative to 
T3Plus’ high-end BMXview network 
management system. 


and collect alarms 
from all nodes in T1 
and T3 networks. Configuration is not 
automated and is accomplished on a 
node-by-node basis, said Paul Zalloua, 
product marketing manager at T3Plus. 
CMS software is available now and is 
priced at $4,000. 














3Com unveils series of 
LAN switehing hubs 


By Stephen P. Klett Jr. 

As part of its switching road map, 3Com 
Corp. this week will unveil a LAN switch 
said to provide a more cost-effective al- 
ternative to high-end routers for col- 
lapsed backbone applications. 

A collapsed backbone network archi- 
tecture is built around a centrally locat- 
ed high-end router that acts like a traffic 
cop at an intersection, distributing data 
to and from other networks. 

The LANplex 2000 series of switching 
hubs offers a packet-forwarding rate of 
565,000 packets per second at an entry 
price of less than $10,000. There are two 
models in the series, the 2500 and 2016, 
and they are slated for delivery in the 
first quarter of next year. 

Each box has 16 Ethernet ports and 
supports hot-swappable port modules 
and redundant power supplies. Also, the 
2500 offers two Fiber Distributed Data In- 
terface (FDDI) uplinks for high-speed 
connections to servers and supports the 
Routing Information Protocol. 

“The 2500 is a positive step forward in 
terms of providing a cost-performance 
benefit over backbone routers that ap- 
pears to be at least or the order of 5 to 
1,” said John Morency, a principal ana- 
lyst at Strategic Networks Consulting, 
Inc. in Rockland, Mass. In general, arout- 
er is better for security and processing 
multiple protocols, while switches are 
less expensive and generally faster. 

Morency said the 2500’s packet-for- 
warding capabilities will allow custom- 
ers to use it for applications typically re- 
served for high-end routers such as Cisco 
Systems, Inc.’s 7000 and Wellfleet Com- 





munications, Inc.’s Backbone Concen- 
trator Node, which cost roughly $35,000. 
“We’re hitting some congestion prob- 
lems in some of our servers, and it 
sounds like the 2500 may be an ideal and 
relatively inexpensive way to solve that 
problem,” said a network manager at an 
East Coast bank who asked not to be 
named. “It also appears to have the po- 
tential to take the place of routers in our 
network in certain instances as well.” 


On the agenda 

The 2500 and 2016 are the first in a series 
of switching products 3Com plans to roll 
out during the next 18 months. The fol- 
lowing are also scheduled to be released 
next year: 

eA LinkSwitch Ethernet switch for de- 
partmental and workgroup applications 
in both 10M bit/sec. and 10/100M bit/sec. 
models. 

@Cellplex 1200 and 2000 Asynchronous 
Transfer Mode (ATM) switches for data 
center applications. 

@100Base-T and ATM interfaces for the 
LANplex 2500. 

@ Ethernet, FDDI, 100M bit/sec. Ethernet 
switching and an ATM interface for the 
LANplex 6000 enterprise hub. 

Token Ring-to-ATM and FDDI switch- 
ing for the LinkSwitch are planned for 
the first half of 1996. 

Analysts said these products will give 
3Com ajump among major internetwork- 
ing vendors in terms of offering custom- 
ers the broadest range of switching prod- 
ucts possible. However, competition in 
this market is fierce and nearly every 
vendor is scrambling to deliver switching 
products during the next year or so. 





Vendors team to resolve support puzzles 


By Jaikumar Vijayan 





As users continue to roll applications off their main- 
frames and into distributed, heterogeneous hardware 
environments, several desktop vendors and service 
providers are banding together in an attempt to provide 
multivendor customer support. 

Last month, forexample, Dell Computer Corp., Novell, 
Inc., Keane, Inc. and SAP AG of Germany became the 
latest members to join the Customer Support Consor- 
tium. A muliivendor organization established in 1992 
by such industry heavyweights as IBM, Digital Equip- 
ment Corp., Iniei Corp. and Hewlett-Packard Co. as well 
as 21 other companies, the consortium is developing a 
model called Solution-Centered Support (SCS) to en- 
able its members to support multivendor hardware and 
software environments. 


Keeping up 
“Vendors increasingly are finding it hard to stay ahead 
of the customer-support curve” in such environments, 
said Sheliey Benton, director of the consortium. 

“There has been an increase in call volume, an in- 
crease in the complexity of the product support re- 
quired, and there is this whole multivendor thing” that 
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members of the consortium are trying to work out, she 
added. 

“We have just rolled a large system off the mainframe, 
and the learning curve so far has been tremendous,” 
admitted John Smith, manager of end-user computing 
at Kennametal, Inc., a manufacturer of carbide cutting 
tools in Latrobe, Pa. 

The company, which is attempting a worldwide shift 
to client/server computing, is looking for vendors that 
can provide global multivendor support. 

“There are a whole lot of issues involved as you move 
into distributed computing — communications issues, 
security issues, where to place the data, how to retrain 
programmers,” all of which require support, Smith 
said. 

According to a recent study on the independent/mul- 
tivendor services marketplace by Dataquest, Inc. in San 
Jose, Calif., systems vendors are increasingly begin- 
ning to revitalize their traditional service businesses 
and are jumping on the multivendor services bandwag- 
on. While much ofthe activity still revolves around hard- 
ware maintenance services, customers are now asking 
for value-added services that extend beyond just hard- 
ware and software support, the report said. 

Toward that end, the consortium is trying to pool in- 


formation and customer-support techniques from dif- 
ferent vendors in an effort to build the SCS model. 

For instance, consortium managing member Symbol- 
ogic Corp. recently demonstrated a software technol- 
ogy, code-named Resolve, that will allow group mem- 
bers to capture, store and reuse the information used 
to resolve a particular customer-support problem. That 
information can then be used by customer-support de- 
partments to build databases that consortium mem- 
bers can share. 


Multivendor services 


Key findings regarding the multivendor services market 

from a Dataquest study earlier this year include the 

following: 

@ Independent/multivendor services are in transition as 
providers evolve strategies and offerings to meet changing 
market demands. 

@ Much of the multivendor services activity is based on 
hardware maintenance even though users are asking for more. 
@ The majority of multivendor sites currently contract with an 
independent/multivendor service provider. 





Here’s a novel idea. 


If you've been trying to 
figure out how to squeeze 
better returns 
from your 
IT investment. 
you should call 
Siemens Rolm® 
We can help 
protect your 
investment 
because our phone 
systems work within your 
existing LAN, PC, or mainframe environment. We can 
also help your business run a lot 


more efficiently. Adding thousands to 


Senate your bottom line. 
world’s largest private : 
ceovetericulcel aula The IT department for Collin 

manufacturer. We ~ Z 
have the technologyto © County, Texas couldn’t agree more. 
help your business = x i " ae 
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work more efficiently 


worldwide. 


they had to service a county that was 
growing fast. Rather than subject this influx of callers 


to busy signals and long hold-times, their IT department 
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chose to install 
a Rolm phone 
system. Now they can 
easily handle the 
increase in incoming calls and transmit 
data through those same lines. 
The result: an improved data transmission 
system that will save them $50,000 annually, not 
to mention an additional $60,000 on their annual 
phone bill. And they estimate they'll save two million 
dollars over the next ten years when they take into 
account the increased volume of calls. 

If you'd like to help your company reduce costs. 
increase revenues or improve customer service, call the 
phone number below. We'll be glad to send you our free 
booklet entitled “101 Ways To Make Or Save Money 
With Your Phone System? And, of course, it’s a free call. 


See, we're already saving you money. 


SIEMENS 


SSI Beet 
ROLM Communications 
1-800-ROLM-123 ext. CW15 
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Ups, downs at Lotus 
Rumors that Oracle Corp. 
might be among the con- 
tenders interested in buying 
Lotus Development Corp. 
sent Lotus’ stock shooting 
up 7% last week; neither firm 
would comment. Separately, 
Lotus is claiming victory in 
an age-bias case despite a 
$275,000 court award toa 
former employee for wrong- 
ful dismissal. 


SVG, Canon off 

Silicon Valley Group, inc. 
(SVG) and Japan’s Canon, 
Inc. have called off a deal to 
allow Canon to jointly make 
SVG’s Micrascan and lithog- 
raphy system and sell it in 
Asian markets. 


Foiled again 

The Software Publisher’s 
Association last week an- 
nounced settlements total- 
ing $450,000 against two 
companies for pirating soft- 
ware from more than 50 
group members. 


DSP income, sales up 
DSP Technology, Inc. re- 
ported net income of 
$290,000 for the third quar- 
ter ended Oct.31, up 254% 
from the same period last 
year. The company posted 
net sales of $3.5 million, up 
54% from the third quarter 
last year. 


SHORT TAKES Corporate 
Software, Inc. has received 
government approval to buy 
800-Software, Inc....Thom- 
as Vanderslice will become 
president and chief execu- 
tive officer of M/A-COM, Inc. 
following Allan Rayfield’s 
resignation. ... Andyne 
Computing Ltd. launched 
an initial public offering of 
its stock on NASDAQ.... 
Asante Technologies, Inc. 
has settled SynOptics Com- 
munications, Inc.'s patent 
and copyright violations 
suit.... AT&T Global Infor- 
mation Solutions sold its 
specialty printer business to 
Axiohm IPB. ...Knowl- 
edge Ware, Inc. stockhold- 
ers have approved its acqui- 
sition by Sterling Software, 
Inc. 


Marketing strategies 


IBM works to drop big iron look 


Client/server unit needs to sharpen user awareness 


By Craig Stedman 





Two years after it was formed and 12 
months after its management was shaken 
up, IBM’s Worldwide Client/Server Com- 
puting Group gets a C on its report card 
from analysts. Its attempts to 
improve IBM’s standing in the 
client/server world rate high 
marks for effort, but more 
needs to be done to earn a 
higher grade. 

To push that grade up, ob- 
servers said IBM must do a 
better job marketing its client/ 
server efforts outside of its 
traditional data center cus- 
tomer core and focus more 
on reaching department- 
level managers and small 
businesses. 

Quantitative measure- 
ments of the client/server 
group’s performance are hard 
to come by because its main role is to pro- 
vide marketing and technology support to 
IBM’s product and sales units rather than 
to generate revenue. 

Analysts said the client/server group 
has helped IBM shuck some of its main- 
frame-centric image, at least with large 
IBM-friendly shops. It also gets kudos for 
shepherding IBM’s Open Blueprint, a set of 
distributed computing specifications re- 
leased last spring, and for creating a client/ 
server advisory system for IBM’s sales 
force. In addition, the client/server group 
had a role in developing an upcoming sys- 
tems management suite, code-named Kar- 
at, that will combine IBM and non-IBM 
products in pretested packages. 

“They've been working very hard at it 
and are better off than they were a year 


IBM’s Martin Clague 
says he ‘is more in- 
terested in the hearts 
and minds of custom- 
ers than revenue’ 


ago,” said Amy Wohl, editor of the “Trends- 
Letter” newsletter in Narberth, Pa. But she 
added that customers “still don’t automat- 
ically look at IBM as a vendor that they have 
to consider for client/server buys.” 

The lack of recognition increases out- 
side of big iron data centers, 
and a key task for the client/ 
server group is to get IBM in 
position to round up more 
than the usual suspects, ana- 
lysts said. “They've got a bit of 
market awareness at this 
point, but I’m not so sure that 
a department manager or a 
small business owner would 
know that,” Wohl said. 

“It’s hard for me to say that 
it has been a bang-up suc- 
cess,” agreed Peter Burris, an 
analyst at International Data 
Corp. in Framingham, Mass. 
“The ultimate test is whether 
in a couple of years things like 
mainframes and the AS/400 will be readily 
accepted as participants in the client/serv- 
er market.” IBM needs that to happen to 
turn those systems back into growth plat- 
forms, Burris added. 


Keep in touch 

The client/server group’s only direct con- 
tact with the outside world comes through 
its involvement in IBM’s open systems cen- 
ters, which do prototyping, application de- 
velopment, network design and other work 
for customers. 

MEMC Electronic Materials, Inc. in St. 
Peters, Mo., figures its time at the U.S. open 
systems center in Dallas shaved six 
months off the conversion of its main- 
frame-based order and production man- 
agement system to the RS/6000, said Ed 





Wehner, manager of business information 
systems at the maker of silicon wafers. 

“We did most of the real work ourselves, 
but having a one-on-one relationship made 
it easier to resolve problems,” Wehner 
said. ““We had the experts right there, and 
they had a direct pipeline into the develop- 
ment lab.’”” MEMC “got our money’s worth” 
for the $35,000 in fees it paid IBM over three 
months, he added. 

IBM officials said the Dallas facility 
and eight satellite sites in the U.S. led to 
$200 million in product and service reve- 
nue in the first half of this year. Through 
September, 
meanwhile, the 
company counted 
about 1,800 cus- 
tomer “engage- 


Breaking 1,000 
IBM's Client/Server 


Advisor System has 
templates 
documenting more 
than 100 real-world 
client/server 
installations, some 
with customer names 


ments” at the 50 
open systems 
centers it oper- 
ates worldwide. 
That number 
sounds impres- 
sive, Wohl said, 


attached. Martin 
Clague, general 
manager of IBM’s 
Worldwide 
Client/Server 
Computing Group, said 

he hopes to increase 
that number to 1.000. 


but it is hard to 
tell how meaning- 
ful it is because 
the engagements 
“could be any- 
thing from a day 
to six months.” 

Martin Clague, 
general manager 
of the client/serv- 
er group, conceded that it still has to do bet- 
ter, especially at the departmental level. 

“It blows my mind that some vendors are 
perceived to be more advanced than we are 
[when they] only have piece parts of the 
whole equation,” Clague said. One of the 
Top 3 priorities for next year is to continue 
to work on bulking up IBM’s image with 
customers, he added. 








Broadband PCS licenses go on the block 


By Michael Fitzgerald 


Curreiutly, rival cellular carriers switch calls 





Let the drooling stop and the bidding begin. 

Today the Federal Communications Commission 
will kick off its auction for broadband personal com- 
munications services (PCS) licenses. The much- 
awaited licenses, covering 51 regions of the country, 
are expected to net several billion dollars for the U.S. 
Treasury when the bidding is complete, probably by 


early next year. 


In many cases, vendors want the licenses in order 
to help them flesh out their cellular networks. Groups 
such as the Bell Atlantic Corp./Nynex Corp/US West, 
Inc/AirTouch Communications, Inc. partnership 
need licenses in specific areas to develop a stand- 
alone nationwide wireless network for voice and 


data. 
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Afull80% of the 
U.S. population is 
interested in wireless 
services offered by PCS 
networks, according to 
astudy by BIS Strategic 
Decisions. Home users 
are more interested 
than work users, with 
34% saying they would 
like wireless for home 
use only and another 
20% saying they would 
like it for both home 
and mobile coverage. 


among themselves when their users travel, or roam, 
outside the home carrier’s region. 


Price uncertainty 

PCS, which some have called “Poor man’s Cellular 
Service,” was created by the U.S. government to give 
consumers lower pricing on the wireless voice and 
data spectrum. Because narrowband auctions drew 
much higher bids than expected, some fear that a 
feeding frenzy over licenses will make this goal eco- 
nomically impossible for license winners. 

“The demographics of building out that technology 
could literally mean that prices will not drop,” said 
Tim Bajarin, president of Creative Strategies Re- 
search International, Inc., a market consultancy in 


San Jose, Calif. 
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It's not just information you need. It's a way to 
make it usable. A way to organize, manage, and 
share the information, so you can act. Not be acted 
upon. Introducing Lotus* Notes Express:® the power 
of e-mail. plus four customizable Notes® collabora- 
tion applications. Notes Express lets your entire 
organization work together more effectively, 
whether they are using Notes, ccMail™ or other 


LAN-based e-mail systems. 


Oe 
DISCUSSION DATABASES 
Say you want to track a competitor's movements 
or you want to plan strategy with your team. Notes 
Express discussion databases allow you to work 


together to share the latest competitive intelligence 


or brainstorm ideas, even when youre apart. 
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NEWS DATABASES 
Express News databases give you up-to-the- 


minute information on late-breaking news, and 


In Canada. call 1-800-GO-LOTUS. ©1994 Lotus Development Corporation, 55 Cambridge Parkway. Cambridge. MA 02142. Lotus, Lotus Notes and Working Together are registered trademarks and ccMail is a trademark of the Lotus Devel 
All companies are registered trademarks of their respective companies. All rights reserved. *Prices gcod for quantities of 100 or more. 
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The COMPETITION is 
ORGANIZING AROUND 


YOU. Does your E~MAIL 


SYSTEM give you all 
the AMMUNITION 


YOU NEED? 
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access to research from industry analysts. Or you 
can publish the latest company information to keep 


everyone up to speed. 
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REFERENCE DATABASES 

Keep your salespeople and customers current 
about the latest price changes and product specifi- 
cations with Notes Express reference databases 
customized to suit your needs. Publish important 
company information on hiring policies, government 
regulations and tax law changes. Or give your mobile 
sales force the latest sales presentations to make 


them more effective while they travel. 


Notes Express will transform your e-r 

a force to reckon with. If you're currently using Lot 
cc:Mail or other LAN-based e-mail systems. you 
the collaborative power of Notes Express for 


If you dont have e-mail it's still a bargain at $99*/seat 


EXPRESS PHONE BOOK 
Now everyone can get instant access to important 
contact information including employee directories, 


customer contacts, approved suppliers and indus- 


NOTES EXPRESS MAIL 


try contacts. 


Notes Express includes the only cross-platform 
client-server e-mail product available today. If 
youre just getting started with e-mail, Notes Express 
offers a completely integrated messaging system, that 
allows you to send, receive and respond to messages, 
even while using other Notes Express databases. 

In today's competitive business environment, 
successful companies must become increasingly 
more responsive to the needs of their customers 
and the movements of their competitors. Let Notes 


Express give you the ammunition you need, by calling 


1-800-828-7086, ext. A349 
Lotus 


Working Together’ 


or by contacting a Lotus 


Business Partner for details 
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™ This scene is alittle too familiar. 


o Please send me more information cbout Legent's 
distributed systems management products and strategies 


Operating systems used: 


Network operating systems used 
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Fax back to 508 836-5643 or call 1 800 676-5468 extension 2501 
‘and we'll fax you @ technical overview the same business day. 
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Back in the I5th century, this was a generally 


accepted view of Hell. Today, of course, we can 


see how inaccurate it really is. Not one person, for instance, is shown trying 
to manage a corporation's distributed systems. You can probably forgive 
the artist for this oversight. But you may be wondering when someone will 
deliver the management software that can help you take care of this mess. 
At Legent, being that someone is what we're all about. And so far, our 
efforts have resulted in the most extensive set of industrial-strength, 
distributed systems management tools available. We’ve also developed an 
open architecture called XPE™ that we think is pretty remarkable (some of 
the toughest analysts in the industry tend to agree). XPE lets our software 
work together across almost anything you can wire together, regardless of 
function or platform, from mainframes to UNIX workstations to PC LANs. 
Which means you can manage your distributed systems from the platform 
of your choice, something our customers tell us has definitely made their 
lives easier. Is it Paradise? No, not yet. But we can promise you one thing: 


It’s a lot better than where you are right now. 














Mata 
Unsafe at any speed 


In acurrent advertisement, Intel 
CEO Andrew Grove says, ““There 
are two kinds of companies: the 
quick and the dead.” 


I wonder why the company didn’t heed its chair- 
man’s advice as it stumbled toward one of the bigger 
public relations gaffes in this industry? 

Intel has allowed the sale of some 2 million flawed 
Pentium processors despite the fact that it knew of 
the problem months ago. In fact, Intel is still selling 
them, although you don’t have to buy computers that 
have them if you don’t want to. 

If you own Pentium-based machines, Intel says, you 
have little or nothing to worry about because the flaw 
will produce an error only once every 9 billion math 
operations or so. But some of the chatter flaming over 
the Internet the past couple of weeks says otherwise; 
some writers suggest that certain conditions can pro- 
duce a much higher incidence of error. The truth is, 
no one knows — not even Intel. 

But in answer to “What did 
you know and when did you 
knowit?” there is no lack of 
clarity. Intel knew there was a 
problem months ago and acted 
as ifit hoped no one would find 
out. Once the cat was out of the 
bag— courtesy of a math pro- 
fessor and a trade publication 
that blew the whistle loudly — 

Intel’s hubris-laden reaction 

was that it would replace bad 

precessors only if individual users could prove that 
they “qualified” for replacement. In other words, you 
must prove you will work on applications that might 
be compromised by the flaw. 

That’s ridiculous. Who can say what applications a 
computer might tackle during its life span? If a buyer 
chooses Pentium, his applications will probably ex- 
tend beyond word processing and electronic mail. 

And what about liability? What if an application 
compromised by the faulty chip causes some financial 
or personal loss? If Intel knew it was selling faulty pro- 
cessors, might it be as liable as any other manufac- 
turer that knowingly sells products that later produce 
a liability situation? 

The company could have turned this into a positive 
experience by immediately falling on its sword (most 
people can sympathize with problems that could go 
wrong when you pack a million-plus circuits on an 
inch-square chip) and offering to replace what would 
likely have been very few chips for users who wanted 
to bother. But nooo00000. 

Anyway, Intel is already paying plenty for its inac- 
tion. Rival chip makers said they stand ready to help 
beleaguered Pentium users. Pentium sales during this 
prime buying season could slacken. At press time, the 
stock market was exacting its own form of punish- 
ment on Intel. And finally, this situation stands as 
probably the biggest blot yet on Intel’s reputation as 
a maker of the highest-quality components and acom- 
pany that backs those products to the hilt. 

On second thought, maybe there are three kinds of 
companies: the quick, the dead and the arrogant. 


alpina 
Bill Laberis, Editor in Chief 
Internet: blaberis@cw.com 
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Automation 


In “Renovate (Don’t obliter- 
ate)” [CW, Nov. 7], Ron Berry 
lists five categories of tools that 
are of interest to organizations 
engaged in “renovation proj- 
ects for legacy applications.” 
Missing from the list is what our 
customers have found to be 
critical enabling technology for 
migrating legacy applications 
to open systems: automated 
software testing capability. 
Automated testing solutions 
ean help predict the perfor- 
mance of mission-critical appli- 
cations when they are rehosted 
to Unix servers. For example, 
one of our customers in the 
managed health care business 
created a 5,000-user test bed 
using simulated users to make 
sure that a key software system 
would function under real-life 
conditions. 
John J. Kiley 
President 
Performance Software 
Newburyport, Mass. 


Sealed down 


“Memo’s mainframe E-mail does 
Windows but misses on attach- 
ment feature” [CW, Oct. 24] is mis- 
leading on at least two counts. 

The use of a 1-to-5 scale could 
mislead casual readers who com- 
pare Memo to LAN-based E-mail 
systems in the preceding article. 
Using the same scale (1-to-10) as 
in that article shows Memo to be 
rated significantly higher than the 
LAN-based market leaders. 

Also, our location and phone 


number are listed incorrectly. The 

correct information is Verimation, 

Inc., Woodcliff Lake, N.J. (201) 391- 
2888. 

Adam Sroczynski 

President 

Verimation, Inc. 

Woodcliff Lake, N.J. 


Long shot 


It is easy to agree with Ben Rothke 
that MS-DOS is outdated [“Micro- 
soft’s operating system no longer 
on top,” CW, Oct. 24]. But betting 
one’s company on Linux 1.0, a 
Unix clone, is not as clever as the 
product might be. Good luck, Ben. 
Paul-Andre Desjardins 
Quebec 


Quest for meaning 


Too often, database designers 
worry only about storage and ac- 
eess without concern for the 
meaning behind the data [“What’s 
the meaning of this?” CW, Oct. 17]. 
Computer professionals should 
realize that the field of epidemiol- 
ogy has been dealing with the 
meaning issue for along time. 

“Code creep” (how field names 
change over time so that the same 
data is coded differently), ascer- 
tainment bias, selection bias 
and other issues all have implica- 
tions for drawing conclusions 
about business and hospital sys- 
tems. 

Let us hope that we do not have 
to reinvent their wheels but that 
wewilluse their insights and tools. 

Henry P. Lehmann 

Director, medical informatics 

Johns Hopkins University 
School of Medicine 
Baltimore 


Phone companies 
team against fraud 


Local exchange carriers, regional 
Bell operating companies and in- 
terexchange carriers are teaming 
and actively fighting crimes in the 
area of toll fraud [‘“Toll fraud rings 
in high cost,” CW, Oct. 10]. 

Ameritech recently signed a 
fraud sharing agreement with two 
major carriers to combat credit- 
card fraud andis part of two indus- 
trywide teams investigating ways 
to foil calling-card and call-for- 
warding abuses. 

Early results of the teams are 
encouraging and include the 
Greensboro, N.C., grand jury in- 
dictments detailed in the story. 
Ameritech is also working to pre- 
vent the often overlooked area of 
subscription fraud, in which indi- 
viduals use false or illegally ob- 
tained information to secure di- 
rect-dial telephone service. 

Jerry Ostergaard 
Manager, 

Market communication 
Ameritech Corp. 
Hoffman Estates, Ill. 
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Viewpoint 


Do Bill and Ted need an excellent standard? 


o what the heck is wrong with Bill and 
Ted’s excellent PCs anyway? Well 
nothing if you’re renting a movie. But 
if you’re trying to build a corporate 
LAN that is reliable, consistent and 
performs at an economical price, then 
you may have a problem. 

One of the good things about mainframe 
computing was the broad-reaching consisten- 
cy of standards. I could walk into a company 
that had thousands of identical terminals at- 
tached to a central machine and know exactly 
what everyone had access to. In the world of 
client/server computing, everything is poten- 
tially a little bit different on everyone’s LAN. 
The desktop hardware might be based on Intel 
architecture but from different makers. My 
graphics package isn’t the same as my neigh- 
bor’s; I have to export to his format for him to 
edit my material. Take 10 variations in soft- 
ware multiply by 10 variations in hardware, 
and you have a hundred different scenarios to 
deal with. 

This is not the way to run information sys- 
tems. Paul Hoedeman, CIO of Allied Signal 
Aerospace, put it this way: “Standards in the 
corporate environment must avoid the incon- 
sistencies found in the myriad of what I call Bill 
and Ted’s excellent PCs — the all-this-and- 
more-for-$995 brands.” 


Eric R. Singleton 


Software is no exception. To achieve consis- 
tency, reliability and performance, many orga- 
nizations establishing standards opt for bun- 
died desktop suite packages. Allied Signal 
started with Gartner Group’s “tier-one” PCs 
(Compaq and IBM) as a baseline desktop hard- 
ware standard and 
Microsoft's Office 
product as a core 
business application 
suite on the PC. Es- 
tablishing these two 
standards in the be- 
ginning allows us to 
further evolve our 
standards at all lev- 
els of the corpora- 
tion. 

The core product 
argument makes 
sense, but what about specialized niche prod- 
ucts? There are many with great utility, but it 
is critical to choose products that conform to 
ever-changing de facto industry standards. 
We have been looking at object-oriented data- 
base products lately and reading the product 
literature is not enough. Calls to bleeding-edge 
users of specialized products reveal richer 
information about their characteristics, 
allowing us to choose the right product that 


dovetails with our vision. 

Puttingall ofthisin place is great, but getting 
it there can be yet another challenge. It can be 
easy if you’re building a network from scratch. 
But if you are trying to introduce new stan- 
dards to an existing client base, you may need 

the diplomatic skills 
of Kissinger and the 
patience of a saint. 
Where I worked pre- 
viously, I once did 
something as simple 
as switching from 
one E-mail package 
to another, and al- 
though the new pack- 
age was better (per- 
formance, features, 
interface — every- 
thing), I got more 
than one nasty look until everyone settled in 
with it. 

Do you have a choice on standardization? 
Not really. If you want to grab economies of 
scale and recapture one of the better aspects 
of mainframe computing, establishing stan- 
dards in this new distributed world is for you. 





Singleton is director of information systems at Allied 
Signal Technical Services Corp. in Columbia, Md. 








Old rules apply in marketplace of the future 


veryone’s getting into the act — Mi- 
crosoft, AT&T, Commercenet, Apple, 
America Online and so on —they’re 
all vying to host electronic markets 
and promising to secure credit-card 
transactions and authentication 
services. You don’t want your com- 

pany to be left at the 

starting gate as more 

nimble competitors 

race toward the pot of 

gold in electronic com- 

merce. But before you 

bet your company’s fu- 

ture on one of these 

horses, you should re- 

alize there’s more to 

creating a viable mar- 

ketplace than secure 

transactions. Much 

more. 

I envision electronic marketplaces being 
used first for lots of business-to-business 
transactions: Purchasing office furniture and 
software, booking travel, buying market re- 
search and consulting services, submitting re- 
quests for proposals and receiving proposals. 
And sure, we may also go on-line to order gro- 
ceries, buy games for our kids and send flow- 
ers to our loved ones. 

What makes a good marketplace? First, you 
need a critical mass of buyers and sellers. The 
marketplace you select should be the place 


Patricia B. Seybold 


customers go as a first resort to find the prod- 
ucts and services they need. And in order to 
attract good customers, you’ll need to have a 
lot of good, high-quality products to choose 
from at a variety of price points. Many early 
attempts at electronic markets have failed be- 
cause these two basic conditions were not met. 
There are several 
more subtle ingre- 
dients as well. I 
learned most of 
these from the late 
Phil Salin, whose 
Amix in 1991 was 
the first electronic 
marketplace I en- 
countered. Before 
launching their 
pioneering but 
probably prema- 
ture offering, Phil 
and his colleagues carefully researched the 
role markets have played in economic sys- 
tems. 

The second essential ingredient in a viable 
marketplace is the opportunity for indepen- 
dent evaluations and for customer dialogue 
and discussion. Picture market day in a small 
town in southern France. Everyone comes to 
the market. Not only do they buy and sell es- 
sentials, they also compare notes on who has 
the best mushrooms and whose truffle prices 
are outrageous. And, of course, there are usu- 


Many early 
attempts at 
electronic 
markets have 
failed because 
two basic 
conditions were 
not met. 


ally one or two shrewd buyers whose opinions 
and endorsements are sought by many. The 
ability for customers and critics to openly eval- 
uate the wares offered is a fundamental prin- 
ciple of a viable marketplace. 

The third important marketplace compo- 
nent is the ability for disgruntled buyers to 
seek recourse. A viable marketplace must 
have a recognized mechanism for resolving 
disputes among buyers and sellers. The Amix 
market included a provision for resolving dis- 
agreements. When you registered with the 
market, you agreed to submit to binding arbi- 
tration if that ever became necessary. 

Fourth, no marketplace is complete if it 
doesn’t support negotiation. Buyers and sell- 
ers need to be able to haggle over conditions of 
mutual satisfaction, including money, terms 
and conditions, delivery dates and evaluation 
criteria. 

Finally, in a viable marketplace, customers 
can make requests for products and services 
not currently offered and have a reasonable 
expectation that someone will turn up with a 
proposed offering to meet that request. In 
short, an electronic marketplace is an interac- 
tive information service that supports the 
entire procurement process. Don’t settle for 
less. 





Seybold is president of Patricia Seybold Group in Bos- 
ton. Her Notes address is Patricia Seybold@PSOCG. 
Her Internet address is PSeybold@PSGroup.com. 
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Wo 
Mi mea (cy 
your next network 

should perform. 


(But try telling that 
to IBM and Microsoft} 


Now that you’re about to spend time 
and money on a next generation 
network, the last thing you want is a 
product that’s not all there. Unfor- 
tunately, that’s exactly what our 
competitors are trying to sell you. 
Because while your next network 
will need to perform way beyond file 
and print, those basics are all IBM 
and Microsoft can deliver today. And 
the truth is, even those aren’t up to 
NetWare standards 


Network Users. THE VOTE IS IN. 


IDC Jan-June 1994 Server Network 
Operating Systems Node Shipments* 
Novell: 72% / Banyan: 7% / Microsoft: 7% / 
IBM: 7% | DEC: 3% / Other: 4% 


PROMISES ARE NICE BUT 
THEY CAN’T RUN A NEXT 
GENERATION NETWORK. 


So what do the other guys deliver? 
Little more than a promise to provide 
you a fuil service network operating 
system somewhere down the road 
(the high-tech version of “the check 
is in the mail”). Or maybe they can 
point you to a third party vendor. 
But that’s not enough to run the 
net-work you need today. 

You see, while IBM and Microsoft 
are just beginning to offer basic file 
and print services, networking require- 
ments have been cruising ahead. In 
fact, networking with 32-bit NetWare 4 
today encompasses much more than 
just local workgroups and file and 
print, it’s evolved to create a distrib- 
uted network that speeds timely 


information directly to the people who 
need it. At the moment they need it 
most. That kind of feat demands a 
proven product, not just a promise. 
And right now Novell’s NetWare 4 
is the only one that can deliver. 


WHY YOU NEED WHAT 
WE'VE GOT: THE 
MAGNIFICENT 7 EXPLAINED. 


Networking today means being 
able to hook up with people and infor- 
mation anytime, anywhere with a single 
login. It means sales people on portable 
computers can let the home office know 
what's up with sales in Dubuque. In 
minutes instead of weeks. It means a 
key player on the road can keep collabo- 
rating with folks at home to get that 
business plan in the banker’s hand 
tomorrow. 

Working like this requires seven 





crucial services from your network. One 
must is a directory service. No more look- 
ing for data in all the wrong places. 
Simply log in to the network once to get 
the info you need the moment you need it. 
Built-in messaging lets you use most 
of the popular groupware packages such 
as E-mail, calendaring and others. Better 
yet, because it uses the same directory as 
the network operating system, you’re 
blessed with a single-point-of-administra- 
tion that saves time and money. 
Multiprotocol routing with NetWare 
gives you software-based routing (no new 
hassles, no new hardware) for connecting 
your network with the rest of the world. 
That way, not only do you get the info you 
need anytime, anywhere, but you can 
collaborate with anyone, anywhere. 
Network management with NetWare 4 
lets you manage your entire 
network from a single-point-of- 
administration. And to make 
things even easier, our graphical 
MS Window’s management utili- 
ties reduce repetitive, multistep 
tasks to a simple click of a mouse. 
Security with NetWare 4 
allows administrators to control 
access to sensitive information 
within a distributed environment. 
In fact, it was designed to meet 
the National Computer Security 
Center’s Class C2 Network 
Security criteria. Your information 
can’t get much safer than that. 
And last but certainly not 
least, file and print—the services 
that started it all. Only NetWare 4 offers 
data migration, suballocation and com- 
pression so you won't have to buy extra 
hardware like the other vendors require. 
Simply put, our file and print services 
beat IBM and Microsoft cold on both per- 
formance and cost. 





555 DAYS UP, 0 DAYS DOWN: 
ONLY NETWARE 4 IS ROCK 
SOLID TODAY. 


Perhaps the nicest thing about 
NetWare 4 is that it doesn’t just sound 
good, it works. And there’s nothing like 
months of solid performance and happy 


P - : 


yl 
| cl 


Services 


HD oimcoy EGE 
2 wey messing MS 


3 Multiprotoco! Routing mae 
4 Network Management im cla 


users to prove it. Folks tell us NetWare 4 
is a product they can count on today as 
well as tomorrow. Others report that it has 
given them stability and performance and 
has proven itself in business critical 
applications. But the comment we hear 
most is that, quite simply, NetWare 4 is 
doing everything they need it to do. And 
that’s good enough for us. 





NOVELLS SUPPORT ENGINEERS 
OUTNUMBER MICROSOFT'S 50 TO 1. 
WHO WOULD YOU RATHER 
CALL FOR HELP? 





Buy NetWare 4 and when you call 
for help you'll get answers, not a run- 
around. Only Novell has over 47,000 
Certified Novell Engineers (and 60,000 
more in training) working with 20,000 
Novell authorized resellers. Not to 


NEXT GENERATION NETWORK SERVICES. 


READY OR NOT? 


Novell NW a aE 
NetWare 4 


Yes. 
Yes. 
Yes. 


mention a veritable arsenal of everything 
from technology and solution partners to 
systems consultants and integrators. 
The point is, we don’t sell you the product 
and disappear. 


NETWARE 4 ISN’T JUST EASY, 


IT’S VIRTUALLY RISK-FREE. 


It’s true. In fact, no other migration 
path is this easy and risk-free. On top of 
having the same basic architecture we’ve 
always had, NetWare 4 also features 
built-in migration tools so you can 
upgrade now. Backward compatibility to 
NetWare 3 means that applications 
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written for NetWare 3 run on NetWare 4. 
And because you can manage NetWare 3 
from a NetWare 4 server you can transi- 
tion at your own pace. installation is 
more hassle-free thanks to NetWare 4’s 
simple install option. Even administration 
is a breeze because NetWare 4 lets you 
make all those routine, repetitive tasks in 
one intuitive step. 





BUT WAIT, THERE’S MORE. 
HOW DOES A 300% RETURN ON 
INVESTMENT AND A 
FREE UPGRADE SOUND? 


Fewer hassles mean fewer dollars. 
Research shows that approximately 70%**of 
the cost of a network is administering and 
managing the network and its applications. 
By simplifying the administrative load, 
NetWare 4 slashes the cost of 
administering your network by 
roughly 25%". Customers who 
added these savings to those 
garnered by eliminating addition- 
al hardware expenses have report- 
ed up to a 300% return on their 
investment in NetWare 4. Better 
yet, if you buy 4.02 now we'll 
upgrade your network operating 


system free through March, 1995. 
What a deal. 





THE TRUTH 
AND NOTHING BUT 
THE TRUTH. ALLINA 
FREE BROCHURE. 





We'll be the first to admit that this is 
a lot of information for one ad to carry. 
And believe us, it’s not all we have to 
say on the subject. The way we stack 
up against the competition is impres- 
sive. The product we've built over the past 
11 years is proven. And you can get the 
nitty gritty details on all of it by calling 
1-800-554-4446 now. 
NNOVELL 


NetWare 4 


The only network 
ready for tomorrow, today. 
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HOW DELL GIVES 
YOU TRUE EIGHT-HOUR 
BATTERY LIFE: 


The lithium ion battery in the Dell” Latitude 


XP™ notebook packs more juice into the 
! / same amount of space as older batteries. 
The Dell Latitude™ notebook, our value-priced 
model, provides up to 8 hours* by 
simultaneously supporting 2 NiMH batteries’ 
oa | Our exclusive power management 
software is designed to dynamically 
; adjust energy consumption. 
Dell’s engineering expertise combines 
advanced battery technology with power 
management software to give you higher 
performance without sacrificing battery life. 
(*Actual battery life will vary depending on 
nature and frequency of use and configuration.) 
ed DELL LATITUDE XP 
cl IntelDX2™ 50MHz System 


(PICTURED SYSTEM) 


9.5" Dual Scan Color Display 
8MB RAM (36MB Max RAM) 
340MB Hard Drive 
New Smart Lithium Ion Battery 
3-year Warranty’ 


$3199 


Business Lease’: $118/Mo. 
Order Code #300182 


DELL LATITUDE 
IntelDX2 50MHz System 


9.5" Dual Scan Color Display 
4MB RAM (20MB Max RAM) 
200MB Hard Drive 
“Dells Latitude series of laptops a Second NiMH Battery — $99 more 
is breaking battery life records”: a x (Required for extended battery life) 


Laptop Buyers Guide : ‘ y t D $2299 


Business Lease: $85/Mo. 
Order Code #600022 


Well, well, well. Looks like the office 
laggards of the world have just met their 
nemeses. In the form of the Dell Latitude 
and the Latitude XP notebooks and their 
eight hours of battery life’ 

So, call today to 
order your share of 
these true nine-to- 
fivers. And for once, 
experience eight full hours of work. 


With absolutely no excuses. 


DOLL 


300 553 6046 MONDAY-FRIDAY 7AM-9PM CT * SATURDAY 10AM-6PM CT * SUNDAY 12PM-5PM CT 
= KEYCODE #12002 * CANADA* CALL 800-387-5755 * MEXICO CITY* CALL 800-228-7811 


Quote from Laptop Buyers Guide and Handbook, Vol. 12, No. 9, p.26. *Prices valid in the U.S. only. Some products and promotions may not be available outside the U.S. Prices and specifications subject to change without notice. Business leasing arranged by Leasing Group, Inc. *Latitude 
is powered by a NiMH battery, with the option of replacing the diskette drive with a second NiMH battery. tFor a complete copy of our 3-year Limited Warranty, please write to Dell Computer Corporation, 2214 W. Braker Lane, Bldg. 3, Austin, TX 78758. The Intel Inside logo is a registered 
trademark and IntelDX2 is a trademark of Intel Corporation. L ell disclaims proprietary interest in the marks and names of others. ©1994 Dell Computer Corporation. All rights reserved 
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PeriectOffice 3.0 proves 
to be well worth the wait 


By Howard Millman 


WordPerfect/Novell, Inc.’s PerfectOffice 
3.0 addresses the drawbacks of its pre- 
decessor, PerfectOffice, produced by 
WordPerfect and Borland International, 
Inc. Instead of limited selection and mar- 
ginally integrated applications, Perfect- 
Office 3.0 offers a fluidly 
integrated collection of 
robust applications. 

We ran a beta release 
of  PerfectOffice 3.0 
through a succession of 
tests to assess its ease of 
use and suitability to a 
task. Aside from the iso- 
lated problems we expect in any early be- 
ta, there is alot to like in this powerhouse 
product. 

All of the applications present a uni- 
form graphical interface with a consis- 
tent look to tool bars, pull-down menus 
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PerfectOffice 3.0 uses OLE to link Quattro Pro and Word- 


Perfect 


and key dialog boxes. The applications 
share a spell checker, thesaurus, draw- 
ing module, grammar checker and file 
manager. 


Helping the user 

Interactive “coaches” and “experts” 
lead users through routine tasks. “Up- 
grade experts” help users of earlier re- 
leases or competitive products learn 
new keystrokes and commands. 

PerfectOffice 3.0 employs Microsoft 
Corp.’s Object Linking and Embedding 
(OLE) 2.0 as the interapplication drag- 
and-drop data vehicle. In our tests, we 
successfully moved objects between 
WordPerfect 6.1 and Borland’s Quattro 
Pro. 

However, running a small DOS pro- 
gram in the background caused consis- 
tent out-of-memory errors. Errors per- 
sisted despite the use of a 66-MHz Intel 
Corp. I486DX2 test machine with 16M 
bytes of RAM. WordPerfect recommends 


8M bytes of RAM for OLE 2.0 operations. 
Closing the DOS program eliminated the 
problem. 

Editing an embedded OLE 2.0 object 
starts by double-clicking on the target 
object. In OLE 1.0, this action launched 
the source application, a time-consum- 
ing and not-always-successful event, es- 

pecially if someone 
moved the source appli- 
cation from its original 
location on the hard 
drive. OLE 2.0, however, 
accelerates the edit be- 
cause it uses only the 
source application’s me- 
nus and tool bars, leaving 
the currently loaded application in con- 
trol. 

OLE 2.0 depends on PerfectOffice’s 
Desktop Application Director to facili- 
tate switching among applications. Sim- 
ilar to Microsoft's Office Manager, this 
customizable strip of 
pop-up mini-icons al- 
so provides fast ac- 
cess and switching 
among all Perfect- 
Office applications. 

The product is 
available in three 
configurations. Stan- 
dard Suite includes 
an upgrade to Word- 
Perfect 6.1, Quattro 
Pro 6.0, Presenta- 
tions 3.0, InfoCentral 
personal information 
manager 1.1, Envoy 
1.0 file viewer and the 
GroupWise 4.1 elec- 
tronic-mail, calendar and schedule ap- 
plication. 

Standard Suite costs $259 for up- 
grades, $299 for competitive upgrades 
and $659 for retail buyers. 

Professional Suite includes the pre- 
ceding six applications, plus Borland’s 
Paradox 5.0 and Novell’s Visual App- 
Builder 1.0. 

Professional Suite costs $359 for up- 
grades, $399 for competitive upgrades 
and $859 for retail buyers. 

In an innovative and possibly contro- 
versial variation on the suite marketing 
theme, WordPerfect wil! offer a Select 
Suite that enables users to select just the 
applications they want. Select Suite 
ships on a CD-ROM that contains all Per- 
fectOffice applications as well as third- 
party applications and selections from 
WordPerfect’s Main Street consumer 
line. Purchasers call an 800 number to 
unlock the ones they want. 

PerfectOffice, page 41 
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McAfee opens doors on 
wide-area metering tool 


By William Brandel 





Wide-area metering products that will 
help users determine their software 
needs as well as manage their current 
software are now rolling out. But users 
say vendors must tackle a number of 
issues before they can achieve any of 
the hyped-up savings that vendors 
promise. 

One new product is SiteMeter 5.0 from 
McAfee Associates, Inc. in 
Santa Clara, Calif. SiteMeter 
represents a new breed of 
wide-area metering prod- 
ucts that will enable soft- 
ware management across 
the enterprise from one 
spot. 

This approach is appeal- 
ing to sites such as House- 
hold Credit Services, Inc. in 
Salinas, Calif. Household 
plans to use SiteMeter 5.0 to 
measure PC software use by 
its 4,000 end users nation- 
wide, said Dale Gundersen, 
a communications analyst at the compa- 
ny. Gundersen said that because SiteMe- 
ter supports IP in addition to IPX on No- 
vell, Inc.’s NetWare, he will 
be able to monitor simulta- 
neously all of Household’s 
PC software use. 


Tryingit out 
Gundersen is beta-testing 
the product on two servers 
in Household’s Salinas 
headquarters and said so 
far the product has exhib- 
ited all the capabilities ex- 
pected for the two servers. 

But it is the enterprisewide capabili- 
ties that have users such as Gundersen 
excited about wide-area metering. By us- 
ing local-area metering at its Salinas 
site, Household has already saved 
$60,000 in software licenses, Gundersen 
said. 

“If one server is not using the licenses 
and another needs them, we can just let 
the other server have the licenses,” Gun- 
dersen said. “And this is before we use it 
globally on a wide-area network.” 

The wide-area scope of metering to de- 
termine how much software is actually 
used appeals to users. 

“Balancing license usage between 
servers has been an issue for users,” 
said Ki Wilson, a senior microcomputer 
manager at Stone Container Corp. in Chi- 
cago. “I could see some savings from 
sharing licenses within the U.S. But lam 
not so sure this would work internation- 
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information systems 
managers said they 
purchase most of their 
application software 
licenses ona 
one-per-desktop 
basis. 
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ally across different time zones.” 

Wilson added that much guesswork 
and many intangibles must be addressed 
to achieve international license floating. 
Floating is when a license based on one 
server is “floated” to another to be used 
there. 

Prominent among the issues that us- 
ers will face in trying to float licenses is 
what kind of terms their license agree- 
ment ties them to. In other words, users 
may have to change their li- 
cense terms when they re- 
new to allow for floating. 
And with Microsoft Corp.'s 
Windows 95, the next ver- 
sion of Windows, and appli- 
cations that run on it ex- 
pected in 1995, it may be a 
good time for users to do 
that. 

But Wilson said Windows 
95 may cause users to spend 
more money, not less, on 
software licensing. 

“When you consider that 
Windows 95 multitasks and 
that end users will be running different 
applications in different sessions at the 
same time, this does not free up those li- 
censes to be [used] in the 
enterprise,” Wilson said. 


Usage hurdles 

Most software usage today 
is restricted by the laws of 
where it was purchased. 
Moreover, Wilson said, it is 
not clear to him why Ger- 
man-language software 
would appeal to users in 
China, for example. 

And there remains the practical mat- 
ter of whether the technology works 
throughout the enterprise and across 
time zones. 

“The technical problems are based on 
the existinginfrastructure of networks,” 
said Russell Frye, president of Frye Com- 
puting, Inc. in Boston, a maker of net- 
work management applications that in- 
clude metering products. “Are these built 
to facilitate a real-time view of applica- 
tions usage? Then there is the speed-of- 
light physics limitation. If I want an ac- 
curate account of how many simulta- 
neous Lotus 1-2-3 users are on the net- 
work, I can’t really do it.” 

Until the McAfee product begins pro- 
duction (it is slated to ship this week) it 
will be difficult to determine whether in- 
ternational metering and floating will 
work. Beta users contacted for this story 
have not set up the product on an inter- 
national basis. 
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New notebooks show promise 


By Michael Fitzgerald 





New notebooks trotted out at Comdex/ 
Fall ’94 will not hit the market for some 
time, but they show significant improve- 
ments over today’s technology. 

Texas Instruments, Inc. hopes to vault 
from its position as a high-end notebook 
maker to become the biggest seller of 
Pentium notebooks. At Comdex in Las Ve- 
gas, it showed the TravelMate 5000 note- 
book, which officials said will be released 
at the end of January. The 5000 uses Intel 
Corp.’s 50/75-MHz Pentium and the Pe- 
ripheral Component Interconnect bus, 
runs on dual lithium ion batteries and 
has built-in serial infrared wireless com- 
munications. 

Standard features on the notebook in- 
clude a 10.4-in. active-matrix screen and 
an 810M-byte hard drive with a variety of 
multimedia features. TI has not an- 
nounced pricing. 


Adding on 

Panasonic Personal Computer Co., which 
gained modest momentum in the market 
recently, brought out a full-motion video 
pack for its V41 notebook with built-in 
CD-ROM. Panasonic also added a pas- 
sive-matrix color screen model to the V41 
family. 

Sharp Corp., which has been an also- 
ran in the notebook market, introduced 
products that may turn some heads. The 
company showed the PC 8700 and PC 
8900 with a prototype infrared technol- 
ogy that can send at 4M byte/sec., or four 


pages per minute — significantly faster 
than the current Infrared Data Associa- 
tion (IRDA) standard. 

Sharp has proposed its technology as 

anext-generation standard for the IRDA, 
and its new notebooks will trade data 
with Sharp’s Wizard handheld. The note- 
books will also have a 
version of Cirque 
Corp.’s GlidePoint 
Trackpad finger 
mouse, 16-bit stereo 
sound and either an 
8.4- or 10.4-in. active- 
matrix color screen. 
Comeback kid 
Meanwhile, Unisys 
Corp. re-entered the 
notebook business 
following its large systems brethren Dig- 
ital Equipment Corp. and Hewlett-Pack- 
ard Co. [CW, Nov. 14]. 

Unisys’ new Travel Asset Series note- 
books weigh 4.2 to 4.9 pounds but have 
full-size keyboards and use up to a 25/75- 
MHz DX4 chip. Pricing ranges from 
$3,034 to $5,407, depending on configura- 
tions. Unisys’ 6.3-pound Travel Partner 
notebooks cost $3,785 to $5,610. 

The rash of notebooks with high-pow- 
ered features is a response to an expect- 
ed corporate user move to replace desk- 
tops with notebooks, said Bruce 
Stephen, an analyst at International Da- 
ta Corp. in Framingham, Mass. 

“Corporate belt-tightening will drive 
this, as [companies] move to one PC per 








PerfectOffice 


CONTINUED FROM PAGE 39 


Of the applications in PerfectOffice, 
the most improved is WordPerfect 6.1. 
Among the many improvements are in- 
creased performance, a more intelligent 
grammar checker and a “make it fit” fea- 
ture that expands or collapses text to 
make it fit in an allotted space. 

Myriad less dramatic improvements 
will help simplify life at the keyboard. 
These include an undo and redo function 
to reverse the last 300 actions, a paste 
function that cleans up extra or missing 
spaces during a cut-and-paste operation 
and a simple paste operation that con- 
forms the appearance of pasted text to 
surrounding text. 

New features in Quattro Pro include in- 
cell editing, Messaging Application Pro- 
gramming Interface (MAPI) and Vendor- 
Independent Messaging (VIM) support 
and Help enhancements. 

Enhancements to Presentation pro- 
vide interactive assistance in designing 
aslide show. 

InfoCentral improvements include a 
simplified method of adding new objects 
to already-selected objects, exchanging 
calendar and task information with 
GroupWise and scheduling recurring 
events. 


Envoy, a VIM- and MAPI-compliant doc- 
ument transmission technology lets re- 
cipients view and annotate, but not edit, 
documents in their native format. Envoy, 
like GroupWise 4.1, requires a network. 

PerfectOffice 3.0 offers administrators 
two network installation modes. The 
Corporate mode lets administrators pre- 
select settings for all users. A Profession- 
al mode enables individual users to se- 
lect their own program settings. 

Object Exchange Technology includes 
Publish and Subscribe services. With 
this technology, users can link objects re- 
siding locally to a remote data source. 
When the source (publisher) changes the 
data, the subscriber’s data updates auto- 
matically. 

Users can readily connect to different 
servers by clicking on a Network naviga- 
tion button in the File Open dialog box. 
Future versions of PerfectOffice will con- 
tain Component Integration Laborato- 
ries’ OpenDoc technology, which will pro- 
vide cross-platform access in addition to 
cross-application integration. 

More than any other vendor, WordPer- 
fect puts its products through more face- 
lifts and name changes than someone in 
the Federal Witness Protection Program. 
But this time it was worth the wait. 


Millman is a principal at Data Systems Services 
in Croton, N.Y., aconsultancy that specializes 
in information systems services. 


Unisys’ Travel Asset Series note- 
books weigh 4.2 to 4.9 pounds and 
have full-size keyboards 


employee,” Stephen said. 

A number of other mobile products al- 
so appeared at Comdex. Motorola, Inc. 
showed its Envoy personal digital assis- 
tant, which is based on General Magic, 
Ine.’s Magic CAP operating system. The 
1.6-pound, 5'/ by 6-in. product was dem- 
onstrated with sever- 
al applications, in- 
cluding one that runs 
Notes over the Ad- 
vanced Radio Data In- 
formation Services 
network. Freestyle, a 
forms-based develop- 
ment and run-time 
tool from Software 
Partners, Inc. was 
used as a front end, 
and RealWorld Solu- 
tions, Inc.’s Intelligent Mobile Server was 
used as the back end. 

Envoy, a sleekly designed product with 
a hinged, fold-over screen, will probably 
be announced late this month and ship 
early next year for less than $1,499. Pan- 
asonic showed its prototype General 
Magic personal digital assistant, which 
it plans to release in mid-1995. Sharp also 
briefed users on its K-PDA, which sourc- 
es said is its next personal organizer. 





Telebyte Technology, Inc. has an- 
nounced Model 277 FlexMode Fiber Optic 
Modem, an asynchronous fiber-optic mo- 
dem. 

According to the Greenlawn, N.Y., com- 
pany, Model 277 FlexMode Fiber Optic 
Modem’s optical interface can operate in 
point-to-point or ring configurations. 

The modem’s electrical interface can 
operate in point-to-point or multidrop 
configurations. 

Model 277 FlexMode Fiber Optic Mo- 
dem costs $285. 

> Telebyte Technology 

(516) 423-3232 





Clearlook Corp. has announced Clear- 
look 1.1, an OS/2 word processor. 

According to the Burke, Va., company, 
Clearlook 1.1 provides a flexible, cellular 
structure and multithreading of docu- 
ments. 

Features include a multilingual spell 
checker within the same document, 
autonumbered footnotes as the user 
writes and text transformation features 
for mail merge, envelope printing and ta- 
bles of content. 

Clearlook 1.1 costs $199. 

> Clearlook 

(703) 425-1163 
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s, We Mean Business. 


Taking care of business. It’s what 


you need in a server. And it’s why your 


business should call ours. 

For 10 years we've been 
packing power into some of 
the world’s best portable PCs. 
Now we're doing the same for 
larger computers. Like the 
ones that run your workgroup, 
or even your whole company. 

Fact is, we’ve made it 
our business to be one of the 
most connected computer com- 
panies in the world, and that’s 
why we can offer a full range of 
reliable, fault-resistant servers. 
ves SO Z-SERVERS are easy to 


@ SunSoft 


ws) bs 
ed 


ronment, from computers to operating 


systems to applications. 


ZENITH 


install, maintain and upgrade. 
Plus, they're designed to work 


with everything in your envi- 


INTRODUCING 
THE HIGH-PERFORMANCE 
Z-SERVER GT: 


Up to four Pentium 
90MHz CPUs 


Upgradable to P6 


Intel Multi Processor 
Specification 1.1-compliant 


BALANCED I/O DESIGN 


PCI and EISA bus slots 


Dual Wide & Fast SCSI-2 disk 
controllers standard 


Up to | GB ECC memory 


RELIABLE 


Hot removable hard 
disk drives 


PCI RAID controller 
Server management features 
3-Yr. limited warranty 


3-Yr. on-site service 


But we don’t stop there. We also 


deliver the dependable service and sup- 


port you need. What’s more, 
our remote management tools 


give you the power to mon- 


“itor hardware, diagnose prob- 


lems, set alarms and perform 
preventative maintenance 
from any PC on the network. 
You'll find we work well with 
budgets, too, which means you 
get all the performance users 
are asking for, 

at the price 

your account- 


ing department 


pentiu 


ROCESSOR 


demands. 


For more information and all the 
specs, give us a call today. Because 
once you put the power of Z-SERVERS 


at your side, hey, you’re in business. 


1-800-289-1320, Ext.5145 


DATA SYSTEMS 


Make The Connection" 


Copyright © 1994, Zenith Data Systems Corporation. “Make The Connection” is a trademark of Zenith Data Systems Corporation. Contact Zenith Data Systems for status on certification and 
copies of certification reports. Intel Inside is a registered trademark and Pentium Processor is a trademark of Intel Corporation. All other trademarks are property of their respective holders 











Getting IBM 


software support 
has just 
eotten simpler. 


Before 


We asked what you wanted in IBM soft- 
ware support, and the first thing we heard 
was, “Make it easier, quicker, more direct.” So 
now it is. 

Now, a single phone number gets you 
access to the right IBM experts fast, whether 
it’s for simple usage questions or in-depth 
systems analysis, for almost any IBM system 
you have. 

You can build your own sup- 
port plan, choosing from the full 


range of IBM Support Family services, and pay 
only for what you need. 

You can get the same level of support 
across your entire business with just one sig- 
nature on one contract. 

And you said you were serious. So are we. 
Satisfaction is guaranteed or your money back. 

To learn more, call us today. We think 

aan youll like what you hear from 
us, because it’s what we heard 
from you. 


For more information about IBM software support call: 


1800 742-9235 


©1994 IBM Corporation 

















LANs 
SERVERS 
SOFTWARE SOFTWARE FOR GROUPS 


Workeroup Computing 


“IT’S BEEN STICKER 
SHOCK FOR US.” 
— David ASOFSKY, 
CaRSON GRouP 
(SEE STORY BELOW) 





Jean S. Bozman 


Hardware 
mixers 


The announce- 
ments at Com- 
dex/Fall 94 
about Micro- 
soft’s Win- 
dows NT’s 
being put on 
more RISC 
platforms, in- 
cluding Pow- 
erPC systems, were just a taste of 
the fundamental changes in sys- 
tems buying that IS managers will 
face starting next year. New gen- 
erations of mix-and-match hard- 
ware platforms and operating sys- 
tems are on the horizon, and users 
will have to learn to work in the en- 
vironment they create. 

Rather than shopping for the 
best Unix-RISC server or even the 
best Intel PC server, users will 
soon be able to order just about 
any combination of operating sys- 
tems and hardware. The offerings 
include hardware based on Intel 
chips, Sun Microsystems’ SPARC 
chips, IBM/Motorola/Apple Pow- 
erPC chips, Mips Technologies’ 
chips and Digital’s Alpha chips. 

Systems vendors will provide a 





choice of operating systems, much 
as restaurants offer a menu. Even 

IBM has agreed to factory-load its 

OS/2 or AIX Unix systems or Sun’s 
Solaris system on PowerPC work- 

stations next year. 

Things are bound to be confus- 
ing at first as users try to sort out 
the best combination of platform 
and operating system for their 
business. But the advantages will 
be there, too — once the dust set- 
tles. For one thing, users will be 
able to install standard hardware 
platforms and then change operat- 
ing systems and applications at 
will as business conditions 
change. Others will standardize 
on operating systems, such as 
Sun’s Solaris or Windows NT — 
and feel free to change their hard- 
ware as needed. 


Shifting gears 

Applications, not operating sys- 
tems, will drive IS decisions more 
than ever before. So it will become 
more important to decide on Lo- 
tus’ Notes or Microsoft’s Office 
suite than to worry about whether 
Notes runs on Unix or whether 
Office will run on RISC. 

Some users saw the change 
coming last year, as they pondered 
an Intel-only strategy, forexample, 
or standardized on Unix systems 
—no matter what the hardware 
platform. “Operating system nir- 
vana would be where I did not have 
to worry about what the chip was, 
and I did not have to worry about 
what my operating system was,” 

Bozman, page 65 








Sun/Syb 


ase combo 


bests Mac in speed 


Financial firm picks speedier system for number crunching 


By Mark Halper 


The company decided it needed Sun’s speed 





Fast-growing, New York-based financial con- 
sulting firm The Carson Group provides some 
hard evidence that users do indeed want faster 


hardware. 

After growing up as a devout us- 
er of Apple Computer, Inc. sys- 
tems, the 5-year-old company ear- 
lier this year brought in a Sun 
Microsystems, Inc. SPARC 10 serv- 
er as a database server and a Sun 
Classic workstation as a front end 
toit, accessing a Sybase, Inc. data- 
base. 

According to Carson partner 
and analyst John Papa, the selec- 
tion went against the company’s 
wish to stay with Macintosh sys- 
tems, which are easier to use and 
less expensive than Unix equip- 
ment such as the Sun/Sybase com- 
bination. 

“One of the reasons we looked at 
the SPARCstations was to be able 
to crunch larger volumes of data,” 


Papa said. “We also wanted to do that in the 
most economical fashion and ease-of-use fash- 
ion, sowe wouldn’t need someone whois a Unix 


expert.” 


In the end, number crunching won out when 
Carson spent $35,000 on the two Sun boxes and 


and power to support an expansion of services. 

Carson, which analyzes stock performance 
for its clients, was at that time expanding the 
number of companies it compares with its cli- 
ents from about 1,000 to 5,000. The increase 





oF 


Carson Group partners David Asofsky (left) and John Papa: 
Had Apple hardware been up to the task, the firm would 
have spent one-tenth what it spent on the Sun server 


Apple. 


was too much of a burden for even the fastest 
PowerPC-based system then available from 


“We could crunch the data on the Mac, but 


another $18,000 on a limited Sybase license. 


we didn’t want to crunch it in a week. We want- 
ed to crunch it in a day,” 


said Carson Group 
Sun, page 65 











Mae software enables multimedia data distribution 


By Suruchi Mohan 


In an attempt to stay ahead of the 
pack, Emotion, Inc. has added soft- 
ware distribution functionality to 
video editing in a new Macintosh 
product called CreativePartner. 
CreativePartner is distribution 
and collaboration software for vid- 
eo. Gerry Machi, chief executive of- 
ficer of the Palo Alto, Calif., compa- 
ny, said he has added two features 
to his software to distinguish it 
from the myriad authoring and ed- 
iting tools on the market today. 
CreativePartner now can dis- 
tribute video, sound and photo- 
graphs over aLAN anda wide-area 
link using Ethernet and Token 
Ring LANs and frame relay over a 
wide-area network. 
CreativePartner also performs 
destination checking to see if the 
destination has enough space to 
accommodate a video file or if the 


Please add 
American flag! 


cessor c 
al ai col 0 al Ar 
CreativePartner gives users a real- 
istic distribution mechanism 


file already exists. It also tracks 
transmissions, and in the event of 
a link failure, picks up from the 
drop-off point. 


That’s entertainment 

Although the product has great po- 
tential for a wider business mar- 
ket, it will be immediately impor- 
tant in the creative content 


industry, such as advertising and 
entertainment, said Cheryl Ball, a 
program director at Business Re- 
search Group in Newton, Mass. 

Although a niche product right 
now, CreativePartner does add 
something to the state of the art in 
multimedia data distribution, Ball 
said. It gives users a realistic dis- 
tribution mechanism and works 
the way people do in a given envi- 
ronment. 

Users said the software distri- 
bution feature of CreativePartner 
is a boon in an industry where us- 
ing courier services to send video 
tapes back and forth is the norm. 
“Tt collapses cycle time and de- 
creases the turnaround time” for 
advertisements, said Fred Smith, 
CEO of Leap Partnership, an ad- 
vertising agency in Chicago. Smith 
added that there are three ways to 
communicate about video — let- 
ters about videocassettes, a phone 


One step 
ahead 


Young & Rubicam 
came late to 
technology, said ClO 
Nicholas Rudd. Yet, 
ironically, the data 
types the advertising 
agency uses — video, 
sound, graphics — are 
about 10 years ahead 
ofthe curve. 


COMPUTERWORLD 


conversation with the client and 
physically sending the tape. Crea- 
tivePartner eliminates all of these 
by sending files over the network 
and allowing users to annotate 
them. 


Faster than flying 

Nicholas Rudd, chief information 
officer at Young & Rubicam, Inc., 
an advertising agency in New 
York, said there is definitely a 
business case to be made for using 
the product: It saves a lot of travel 
time. 

Rudd said travel time for two or 
three employees visiting a local cli- 
ent translates to more than one 
employee day. With CreativePart- 
ner, those employees can send a 
video clip to the other end of town 
and get an answer back quickly. 

The product, which is available 
now, costs $7,500 for a five-user 
system 
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THE LEADER IN 
UM CHIP SYSTEMS? 


_ (IT’S NOT WHO YOU THINK IT IS.) 





“Dell is a major force in the industry's transition 


to the Pentium processor: 


YNDREW S. GROVE, PRESIDENT & CEO, INTEI 


1 *P, 


’Source: Workgroup Technologies, ©1994 Market M *s World 1/94 issue, p.1. * Prices valid in the U.S Some products and promotions may not be available outside the U.S. Prices and specifications subject to change without notice. “Business leasing arranged by Leasing Group, 
IntelDX f I n n. FORTUNE 500 is ar n of The Time Inc. Magazine Company. tFor a complete copy of our 3-year Limited Warranty, please write to Dell Computer Corporation, 2214 W. Braker Lane, Bldg. 3, Austi:, TX 78758. Dell disclaims 


According to a recent report 
from Workgroup Technologiesé Dell 
has shipped more Pentium™ chip 
systems worldwide during 1994 than 
either IBM or Compaq. 

So just how did we become the 
leader in Pentium chip systems? 

First of all, we offer a complete 
line of Pentium chip systems. Which 
lets you choose the 60, 75, 90 or 
10OMHz system that best matches 
the job at hand. 

And instead of being distracted 
by non-standard technology, we've 
committed to the Pentium processor, 
the next generation standard. Which 
ensures you a platform that’s ready 
to handle powerful new applications, 
like Windows95, when they arrive. 
Plus, our partnership with Intel 
means that you can count on our 
continuing leadership with the 
Pentium processor standard. 

Also, a recent InfoWorld article’ 
reports that the performance of 
Windows95 is enhanced by the 
Pentium processor. And that 
individual applications can show 
“as much as 60%” improvement 
when run on a Pentium chip system. 

Even Intel® has run benchmarks 
which conclude that a 60MHz 
Pentium processor delivers a 170% 
performance improvement over a 
66MHz [ntelDX2™ 

By leading the way with new 
technologies like these, it’s no wonder 
that Dell has become a $3 billion, 
FORTUNE 500” company. 

So call us. Because it’s just smart 
business to move to Pentium chip 
systems. And even smarter business 
to move to Dell. 


OPTIPLExX 


DELL* OPTIPLEX™ 560/L 
60MHz PENTIUM™ 
PROCESSOR-BASED SYSTEM 
© 8MB RAM/270MB Hard Drive 
e 256KB External Cache 
e VS14 Monitor (14" CRT, .28mm) 
e Plug-n-Play Capable 
e 3-year Warranty 


$1799 


Business Lease’: $67/Month 
Order Code #300247 


DELL OPTIPLEX XL 575 
75MHz PENTIUM 
PROCESSOR-BASED SYSTEM 

@ 8MB RAM/540MB Hard Drive 
e 256KB External Cache 
© VS14 Monitor (14" CRT, .28mm) 
© PCI Local Bus 
© 64-bit Local Bus Video 
e Plug-n-Play Capable 
© Energy-Star Compliant 
e 3-year Warranty 


$2279 
Business Lease: $84/Month 
Order Code #300275 


DELL OPTIPLEX XMT 590 
90MHz PENTIUM 
PROCESSOR-BASED SYSTEM 
(SYSTEM NOT PICTURED) 
© 8MB RAM/540MB Hard Drive 
e 256KB External Cache 
© Ultrascan™ 15ES Monitor 
(15" CRT, .28mm) 
© PCI Local Bus 
© 64-bit Local Bus Video 
e Plug-n-Play Capable 
¢ Energy Star Compliant 
@ Mini Tower Model 
e 3-year Warranty 
$2755 


Business Lease: $102/Month 
Order Code #300276 


MONDAY-FRIDAY 7AM-9PM CT * SAT LOAM-6PM CT 
SUNDAY 12PM-5PM CT * CANADA* CALL 800-387-5755 
KEYCODE #12003 * MEXICO CITY* CALL 800-228-7811 


Inc. Intel is a registered trademark and the Intel Inside and Pentium Processor logos, Pentium and 


(800) 553-6054 


proprietary interest in the marks and names of others. ©1994 Dell Computer Corporation. All rights reserved. 





There must be some reason why 30,000 CFOs 


use our software to keep sock of these. 


In fact, there are lots of reasons why Platinum 
financial software has been the first choice of so 
many companies for almost a decade. And Editor's 
Choice of PC Magazine again and again. 

Not to mention the most popular client/server 
solution available today. So whether you need 
client/server financials for NetWare? Windows NT 
or UNIX* platforms, there are more than 30,000 
reasons to rely on us. 

To hear the top ten, just call us at 1-800-414-7878. 


pis PLATINUM’ 


The Financial Software Company™ 


© 1994 Platinum Software Corporation. All names and trademarks are properties of their respective owners. > 
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You've probably heard a lot about the 
industry’s transition to component 
software. This transition has no doubt 
raised many questions about how your 
organization can take advantage of this 
revolutionary way of computing. But 
“revolutionary technologies” too often 
mean starting from scratch — you want to 
benefit from new technology, but not at the 
cost of replacing your current hardware, 
software and training investments. 

Component Integration Laboratories, 
Inc. (CI Labs) exists to help the industry 
make a smooth transition to component 


software, while protecting customers’ and 


developers’ investments. CI Labs, with its 
sponsor and member organizations, is 
working to deliver the infrastructure that 
will bring component software to the major 
computing platforms early next year. 

Deiivering a new level of computing 
power and flexibility, component software 
will benefit many people. It will let end 
users manipulate data and tools more easily, 
help IS managers create customizable 
applications in heterogeneous environ- 
ments, and give software vendors a path to 
greater differentiation and a better return 
on their investment. 

CI Labs believes that the industry needs 


a true, cross-platform, component software 


architecture based on robust technologies 


provided by organizations working together, 
to create a common standard. CI Labs, a 
non-profit, vendor-neutral association, is 
open to everyone. Your company is invited 
to join us and help lead this transformation. 
Please contact us if you would like to learn 


more about our organization and its goals. 


Jed Harris 


President 


For more information, contact us at Component Integration Laboratories 
P.O. Box 61747, Sunnyvale, CA 94088 (408) 864-0300 
or E-Mail to info@cil.org 
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Introduction 


As companies prepare to compete in the 21st century, the ongoing movement to align infor- 
mation technology with business has become a top priority. Although enterprises continue to be- 
lieve that information systems are key to corporate competitiveness in the global economy, they 
are questioning their old assumptions about technology. 


According to the Harvard Business Review, successful companies commercialize two to three 
times the number of new products as their competitors of equal size. They also compete in twice 
as many geographic markets, and bring products to market twice as fast. 


As businesses re-engineer, develop new virtual relationships with suppliers and strive to closely 
bond with their customers, they scrutinize their existing software and application development 
practices. Many executives feel that their heavy investments in technology have not paid off and 
have also failed to allow their companies to respond to new market demands. 


One result of this dissatisfaction with information technology is the realization that, while the 
U.S. economy has made a transition from an industrial/manufacturing phase recognized for its 
mass production and reliability, to an information-based economy marked by increased cus- 
tomization and discovery of market niches, the software industry has remained largely a cottage 
industry wherein products are hand-crafted by programmers. And although mass-produced 
“shrink-wrapped” software has had a significant impact on the end-user community, it has had 


little influence on the “industrial strength” application development practices in most large orga- 
nizations. 


Despite a variety of new software technologies such as CASE, RDBMSs, 4GLs and objects, the 
so-called software crisis — runaway costs, abandoned projects, ill-performing systems — which 
we have been hearing about for the past 30 years has not gone away. If anything, it has become 
worse due to business complexities that make U.S. programmers churn out twice as much code 
today as they did in 1970. The situation has also been exacerbated by the increased amount of 
software in most consumer products, which is doubling every two years. 


Studies have shown that a typical software development project overshoots its schedule by 
50%. And for every six new large-scale systems put into produc- 
tion, two get canceled. Recent notable failures include the Califor- 
nia Department of Motor Vehicles abandoning its seven-year, 
$44.3 million project, and a Fortune 50 insurance company walk- : 
ing away from a five-year, $100 million investment. According to a I l ai 
recent survey of 24 leading Fortune 500-1000 companies by the Wa 1 : 
IBM Consulting Group, 55% of software projects cost more than 
expected, 68% overrun their schedules, and 88% have to be sub- 
stantially redesigned. 


This White Paper is written by Natasha Krol and David Yockelson of META Group, Inc., Westport, Conn. 
For more information on the White Paper Program, please call 508-879-0700. 
©1994 All rights reserved by CW Custom Publications, 375 Cochituate Road, Framingham, MA 01701. 
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How can companies rely on technol- 
ogy to support their business needs? 
The overall thinking among business 
people is that software development 
takes too long, costs too much and 
produces brittle, inflexible systems 
that impede rather than enable busi- 
ness applications. Both busi- 
ness and technology 
communities agree 
that the current 


method for devel- 


oping and adapt- an 
ing software must aC 


change. 


At the heart of this 


change is a shift from 
the current craftsmanship 
paradigm — programs built to 
order from project to project — to 
that of an organized industry centered 
around the production of software 
components distributable across het- 
F erogeneous desktops and networks. 
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Stereo Components 


Software components can be compared with vari- 
ous modules comprising a stereo system: a tuner from 
Bang and Olafsen, CD player from Sony, cassette 
deck from Nakamichi and an amplifier from Tech- 
nics. Through previously agreed upon interfaces and 
well-delineated functions, which are packaged as 
foolproof black box components, these modules cre- 
ate a true mix-and-match environment. 

With stereos, consumers assemble the system 
themselves. Unfortunately, with today’s software sys- 
tems, users in Fortune 1000 companies have enough 
difficulties in using it let alone building it. 

Also, a stereo system is created with heteroge- 
neous components that have been manufactured by 
different vendors in different countries at different 


times. For instance, an amplifier may have been 
manufactured several years before or after a CD 
player. In the world of traditional software develop- 
ment, simply upgrading to a new software version is 
viewed as a major inconvenience and disruption. |m- 
plementing an operating system or DBMS can easily 
be a decade-long process. 

Software components are defined as prefabricat- 
ed, pre-tested, selfcontained, reusable software mod- 
ules — bundles of data and procedures — that per- 
form specific functions. Two examples of specific 
functions are: business-related — customer service, 
claim processing, inventory, FDA submission; or 
housekeeping — report generation, fax, print. 


Component Software 
and Business Processes 

Business Process re-engineering, 
defined as the radical design of busi- 
ness practices, has been described by 
The Wall Street Journal as the most 
important initiative in American 
business for the past 25 years. 

As companies re-engineer their 
businesses to support new market 
demands, they discover the impor- 
tance of horizontal core value-added 
processes spanning multiple depart- 
ments and legacy applications. 

One of the difficulties of imple- 
menting these cross-functional 
processes is that it requires tighter 


integration of previously unrelated 
“stove-pipe” information systems 
and a new uniform model of how, 
for example, customers relate to 
product, product relates to sales to 
marketing, etc. As companies devel- 
op new applications supporting core 
value-added processes, they will be 
looking to component-based soft- 
ware to provide an architectural so- 
lution to codify, enforce and inte- 
grate them. 

The idea behind components is 
to create either corporate or line of 
business (LOB) reservoirs of pre-ap- 
proved modules that have generic 
functionality satisfying a large por- 
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tion (70% to 90%) of new applica- 
tions, fine-tuning and custom-tai- 
loring a smaller amount of code 
(10% to 30%). 

The benefits of such software de- 
velopment practices will be realized 
both on the business and technical 
sides. Components will enable the 
following: 

* faster time to market, since the 
bulk of an application is already 
there 
* reduced expenses because applica- 
tions do not duplicate existing func- 
tions and are not written from 
scratch 
* code reuse — the Holy Grail of 
software development 
* quick response to changing cus- 
tomer needs and competitive pres- 
sures 
* increased customization, ad- 
dressing emerging market seg- 
ments 
* consistent interpretation of busi- 
ness rules codified within compo- 
nents 
* modularized large-scale efforts, 
reducing failure rates 
* fine-grained integration beyond 
“Band-Aid” interfaces 
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* malleable systems that grow with 
business, e.g., adding a “Pacific 
Rim” con ent to a series of inter- 
national insurance components 

* higher quality, reliable systems via 
pre-tested and pre-approved com- 
ponents 

* less complexity through self-con- 
tained black box modules 

* advantages in treating causes 
(components are fundamental 
“DNA” building blocks) rather than 
symptoms of application develop- 
ment 

* simpler testing and debugging, 
contributing to accuracy and ulti- 
mately to user satisfaction. 


Components: 
the Grand Vision 

The grand vision behind compo- 
nents is the establishment of a com- 
ponent industry where software will 
be built, sold and bought by way of 
components, as opposed to applica- 
tion programs. According to this vi- 
sion, systems will be assembled 
rather than written from scratch. 
Business users will visualize and con- 
ceptualize their business applications 
in terms of components that interact 
with each other, just like customers 
interact with products, sales people 
interact with consumers and enter- 
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prises interact with suppliers. 

However, this vision is a long w: 
away from reality. An evolving soft- 
ware industry trying to address the 
economics of components has many 
questions to answer: 

* how much is a component worth? 

* how does a company account for 
development costs? 

* how do vendors set prices? 

* how do companies measure re- 
turn on investment? 

* how should components be classi- 
fied: vertically, horizontally, by data 
type or by application? 

* how should components be pack- 
aged? 

* what are appropriate distribution 
channels: retail, systems integrators, 
the Internet or VARs? 

* what are the mechanisms for 
quality assurance? 

* what amounts of training and 
support are required for corporate 
applications? 

* how should components be li- 
censed? 

* who are the customers: system 
programmers, application program- 
mers, business users or ISVs? 

* what are the component cate- 
gories? 

* what are the standards — de jure 


Source: The META Group 


versus de facto — and how are they 
introduced and enforced, by com- 
mittees or in the market? 

The component industry will not 
develop overnight. It will take mul- 
tiple iterations of multiple initiatives 
within the vendor, user, academic 
and systems integration communi- 
ties. Vertical industries and the U.S. 
government will also have to agree 
on common ways to answer the 
above questions. 


Object Technology and 
Component Software 

The idea of components is not 
new. In the past, several technolo- 
gies including expert systems (Neu- 
ron Data, Inference) and advanced 
mainframe development environ- 
ments (Sapiens, Huron) attempted 
to institutionalize component-based 
development. More recently, object 
technology has been introduced into 
Fortune 1000 companies with the 
view towards creating internal high- 
ly reusable environments augment- 
ed by plug-and-play ISV libraries 
providing either vertical (insurance, 
pharmaceutical, manufacturing) or 
horizontal (HR, accounting, general 
ledger) functions. And despite the 
tremendous progress made by ob- 
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ject technology in the comm«crcial 
markets, the original vision has not 
become a reality. 

The major benefits reported from 
the use of object technology have 
been ease of use and rapid applica- 
tion development. However, large- 
scale reusability, which provides the 
foundation for component develop- 
ment, has never materialized. In 
general, the percent of reuse from 
application to application across de- 
partments is around 10%, and enter- 
prise wide it is almost nonexistent. 
The following inhibitors have con- 
tributed to the lack of reusability: 

* Tool and language based solutions 
— developers tied to the specific 
programming language or tool, like 
a particular version of C++, previ- 
ously used. 

* Source code dependence — devel- 
opers’ inability to update or cus- 
tomize an existing product without 
access to the proprietary source 
code. 

* Release to release updating — de- 
velopers forced to recompile code for 
each updated version of a product. 

In addition, these inhibitors have 
produced the following results: 

* Lack of a universal object model 
accepted by ISVs as an underlying 
foundation for building compo- 
nents. 

* Lack of commercial C++ and 
Smalltalk libraries beyond GUIs, 
communication protocols and 
mathematical/graphical functions 

* Lack of sophisticated browsing 
tools, dictionaries and repositories 

* Lack of internal skills, culture, 
discipline and appropriate reward 
mechanisms 

The OpenDoc™ architecture for 
component software is an attempt 
to establish a commercially viable 
object-oriented computing model 
by building consensus among soft- 
ware vendors. 


OpenDoc Component Software 
The evolution of software from 
monolithic and centralized to dis- 


tributed client/server applications 
has driven the creation of flexible 
programs (from a content and de- 
velopment standpoint) that can 
communicate over a network. Fur- 
ther, corporate organizations are 
also evolving into distrib- 
uted entities, with teams 

of workers united 
across heterogeneous 
computing plat- 
forms. Clearly soft- 
ware is becoming 
network-centric, 
and developers 
must take that into 
account when build- 
ing applications. The 
OpenDoc architecture was 
created with the goal of enabling 
interoperability among heteroge- 
neous computing platforms. 


Cl Labs and 

OpenDoc Technology 
Announced officially in 1993, the 

OpenDoc architecture was initially 

considered a component contender 

to Microsoft’s Object Linking and 

Embedding (OLE) purely by the 


The 
OpenDoc 
architecture was created 
with the goal of enabling 
interoperability among 
heterogeneous computing 


platforms. 


weight of its parents: Apple, IBM 
and WordPerfect. 

In 1993, those companies found- 
ed Component Integration Labora- 
tories (CI Labs) which will facilitate 
the evolution of the OpenDoc stan- 

dard for component soft- 

ware and integration. Cl 
Labs is currently com- 
prised of Adobe, 
Apple, IBM, Lotus, 
Novell (including 
WordPerfect, the 
Novell Applications 
Group), the Object 

Management Group 

(OMG) and Taligent. 
This non-profit organi- 

zation is charged with the 
management of the OpenDoc archi- 
tecture specifications and the valida- 
tion of OpenDoc implementations. 

This is a different tack than that 
taken by Microsoft, CI Labs fore- 
most competitor, which is the exclu- 
sive creator, governor and distribu- 
tor of OLE specifications. However, 
Microsoft’s ownership in market 
share of the desktop, be it through 
operating systems or applications, 


Cl Labs Driving OpenDoc Standard 


Cl Labs is an open venture that anyone can join. The value of Cl 
Labs membership is in being able to take advantage of the OpenDoc 
technology. Cl Labs members will build, manage and jointly evolve 
the OpenDoc architecture through their collaborative efforts. 

There are currently two types of membership within Cl Labs: mem- 
bers and sponsors. While any company can be either type, members 
cannot nominate or serve on the board of directors, the governing 
body for the organization. However, they may participate in Open- 
Doc’s direction through technical review, alpha and beta testing of 
software, and other software development activities over time. 

Both types are fee-based, with members and sponsors paying an 
annual fee proportional to their revenues. Sponsors pay an addition- 
al fixed fee. In either case, Cl Labs membership means an early look 
at, and access to technology that has the potential to define future 
software products. 
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What is OpenDoc? 


The OpenDoc component software architecture is 
a set of technologies and services attempting to pro- 
vide a cross-platform component software develop- 
ment environment. 

The OpenDoc architecture was constructed with 
various technologies supplied by Cl Labs’ Sponsor 
companies to create a collective functional baseline 
for OpenDoc component software and represent its 
inherent capabilities, such as dynamic linking, object 
messaging, network-capable scripting and persistent 
object storage. Apple Computer is contributing 
Bento™, Open Scripting Architecture (OSA), Open- 
Doc Compound Document Services and OpenDoc 
Component Services. IBM is supplying its System Ob- 
ject Model (SOM) technology. WordPerfect, the Nov- 
ell Applications Group, is providing its Component 
Glue™ Technology, enabling interoperability 
between OLE and OpenDoc components. 

For the founders of Cl Labs, return on investment 
will entail a head start on OpenDoc source code. For 
example, IBM is developing OpenDoc for OS/2 and 
AIX; Apple is developing it for Mac OS; and Word- 
Perfect is developing it for Windows. 


OpenDoc Component 
Services 

OpenDoc technology goes 
beyond the concept of the doc- 
ument. OpenDoc Component 
Services is a set of platform-in- 
dependent libraries that enable 
developers to create custom 
applications from multiple com- 
ponents, including record-ori- 
ented data. 

From a user’s perspective, 
OpenDoc Component Services 
is comprised of parts, such as 
part editors or part viewers, that 
use or manipulate components. 
An OpenDoc part viewer, for 
example, provides the function- 
ality that enables data within a 
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functions. OpenDoc part editors, 
examples of components. 

part: A portion of a 

of data (e.g., text, graphics, spreadsheets 

runtime, a part editor that manipulates that data. 

decument: A user-organized collection of parts. 


part to be viewed. An OpenDoc part editor can dis- 
play and change the data within a part. OpenDoc 
parts are built to allow in-place editing, or the manip- 
ulation by a user of data in a part without leaving the 
context of the compound document or application in 
which the part is displayed. OpenDoc Component 
Services facilitates the creation and system-level ma- 
nipulation of parts via a built-in storage mechanism 
called Bento. 


Storage Services (Bento) 

Bento, available in over 100 products, including 
Lotus 1-2-3®, provides the persistent storage mecha- 
nism necessary for OpenDoc parts to be shared dy- 
namically among users and applications. Bento not 


OpenDoc Component Software Architecture 
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What is OpenDoc? (continued) 


only permits the data to be detached from the application, 
but goes one step further. It does not require the parts 
themselves to be governed by a particular application. In- 
stead, Bento relies on the ability of OpenDoc parts to com- 
municate with one another via SOM. 

The hierarchical nature of Bento storage, combined 
with a self-contained index, allows OpenDoc parts to be 
very complex, as well as addressable to and from other 
storage mechanisms and applications that understand the 
Bento structure. This is especially important considering 
the compound nature of documents created with Open- 
Doc parts and services. Not only can Bento track the 
identity and location of parts within documents, but it also 
controls the movement of data, e.g., file saves, in and out 
of the parts. The hierarchy of these parts and subsequent 
data relationships within a document are tracked by the 
index kept within Bento, a reflection of the user’s logical 
construction of parts. 


OpenDoc Compound Document Services 
With OpenDoc Compound Document Services, docu- 
ments need not travel over networks to provide 


benefits. Rather, it is their ability to act as shells (or con- 
tainers) for collection of parts that makes them important. 
OpenDoc containers act as arbitrators (rather than con- 
trollers) for OpenDoc parts. They do not dictate part edit- 
ing and viewing interaction so much as they provide ser- 
vices enabling these functions to happen. This allows the 
user to edit in place different kinds of content in multiple 
formats. 

Compound Document Services defines how OpenDoc 
parts interact, not act, within documents. Take the exam- 
ple of the following two products created with OpenDoc 
Component Services: a financial application developed in 
Smalltalk and a charting component built in C++. Neither 
product need identify its intrinsic functionality to the other 
to interoperate; rather, the language-neutral characteristics 
of SOM allow both parts to communicate with each other. 

In contrast to the document created with OpenDoc 
parts, an OLE container acts as a boundary and gover- 
nor for the “objects” within it. A part, in OLE’s case, 
might be a VBX (Visual Basic Custom Controls), an OCX 
(OLE Custom Controls), or in the future, a component en- 
capsulated via Visual Basic. OLE objects must act accord- 


Managing Enterprise 


Enterprise business doc- 
uments such as claims, manuals and 
forms are becoming the primary 
paradigm for capturing corporate 
information. As such, they are chal- 
lenging the dominance of record-ori- 
ented data. 

This is apparent by the amount of 
money and time spent by corpora- 
tions managing a combination of 
paper and electronic documents. For 
example, document management 
consumes 40% to 60% of the aver- 
age worker's time, 20% to 40% of a 
typical company’s labor costs, and 
12% to 15% of corporate revenues, 
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including document creation, man- 
agement and distribution. 

Necessarily, compound document 
technology, or the assembly of elec- 
tronic document-like components 
which could include images, video 
and text, will become an overall 
framework for managing and dis- 
seminating various non-record-orient- 
ed information. Further, the evolving 
information highway infrastructure, 
especially the Internet, will provide a 
foundation for the distribution of 
electronic documents. 

From an OpenDoc perspective, 
this represents an important opportu- 


nity in the near term. The construc- 
tion of compound documents, along 
with the management of their con- 
stituent components, presents several 
challenges. How can the compo- 
nents be made to work together and 
exchar.ze data? How are the com- 
ponents distributed over a network? 
Must users have applications at their 
desktop to deal with these compo- 
nents? How can users on different 
computing platforms share com- 
pound documents? 

The OpenDoc standard is in an 
ideal position to answer these ques- 
tions and ultimately deliver superior 





ing to logic and physical capabilities presented to them 
by the container. Further, the individual properties of an 
OLE object must be understood by its contain- 

er to be recognized. The reason OLE was 
architected in this manner is that it was 


designed to enhance the communi- 
cations between applications in 
Microsoft's desktop product suite. 
This architecture choice made in 
the past may prove to be inade- 
quate for general purpose com- 
ponent development or distrib- 
uted computing. 


OpenDoc Automation Services 
The Open Scripting Architecture 


(OSA) provides network-capable script 

ing through OpenDoc Automation Ser- 
vices. OSA automates interactions among com- 
ponents and scripting languages, and ultimately, 
applications. In the long term, OSA will enable “off the 
shelf” components to be scripted together to create cus- 
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The hierarchical nature of 


Bento storage, combined with a 


self-contained index, allows OpenDoc 


parts to be very complex, as well as 


addressable to and from other storage 


mechanisms and applications that understand 


the Bento structure. This is especially 
important considering the compound 
nature of documents created with 
OpenDoc parts and 


services. 


Business Documents 


solutions. To understand why, it is 
important to first understand that the 
compound document is actually a 
collection of components. Today’s 
compound document is typically 
comprised of static, non-modi 

data that is used more for presenta- 
tion than for interaction. 

Microsoft's OLE 2.0 addresses 
this situation by permitting multipie 
applications to be linked within the 
framework of a single document. 
However, electronic publishing and 
dissemination require documents to 
travel through networks while retain- 
ing their ability to be edited. Cur- 


zently, OLE does not provide this 
function, which relegates it to desk- 

The OpenDoc standard, designed 
from the beginning as a network- 
ready architecture, will enable fine- 
grained components, actually appli- 
cations in their own right — part 
editors in OpenDoc lingo — to trav- 
el the network and share informa- 
tion with other components across 
platforms. Further, OpenDoc parts 
will be able to converse with other 
applications via their inherent script 


ing capabilities and language-nev- | 


tral characteristics. These features 


tom workflow solutions. In addition, OSA’s scripting-lan- 
guage neutral model will enable any scripting language 
(REXX, LotusScript, AppleScript) to be used to 

construct structured workflow applications. 


OSA is based on standards, i.e., 
defined nouns and verbs, that make 
the ability to script across applica- 
tions and parts consistent, and 
control them via commands de- 
livered through an overlying 
scripting language. However, 
applications must publish their 
actions and features to be script- 
able, and while OpenDoc devel- 
opers will do this as a matter of 
course to make their parts more ac- 


cessible and valuable, it is not clear 
whether the majority of application devel- 
opers will expose enough functionality to make 
scripting widely usable, especially if they do not rapidly 
code to OpenDoc specifications. 
OLE Automation, Microsoft's closest parallel to OSA 


will also make it much easier to 
track and manage whole documents 


and/or their parts. 


Tomorrow's document manage- 
ment applications will be able to 
talk directly to the components and 
provide version, security and work- 
flow applications while offering 
users the capability to build new 
documents from reusable parts. 
OpenDoc component software, 
while providing document-oriented 
services, will actually take com- 


pound document management fo the 
next level. 
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What is OpenDoc? (continued) 


within OLE, faces the same functionality problem, but will 
have the advantage of a large number of OLE-enabled 
applications with which to link from the get-go. Currently, 
OLE Automation is difficult to implement. Further, OLE Au- 
tomation is not recordable. 

In contrast, OSA offers recordability, enabling macro 
creation and attachability in addition to pure scripting. 
OSA attachability will provide a link to non-OpenDoc ap- 
plications by allowing them to be attached via embed- 
ded objects. OSA scripts are also network-aware as op- 
posed to the desktop-awareness of OLE Automation, 
making it possible for users to create sophisticated dis- 
tributed applications. 

Consider that in current workflow 
systems, applications are after- 
thoughts launched by the recipi- 
ents of tasks involving them, 
e.g., a document that must be 
approved. Imagine, through 
OpenDoc services, applica- 
tions automatically sending 
work to each other. Or con- 
ferencing systems that can 
schedule multiple-user ses- 
sions by reading the calendars 
of the participants. Or human 
resources systems that automati- 
cally send out 401K update forms 
by E-mail on employee anniversaries. 
OSA will extend the capabilities of process- 
oriented workflow systems by enhancing interappli- 
cation communications without burdening the user. 


Object Management Services (SOM) 

OpenDoc parts can be described as granular applica- 
tions capable of communicating with each other as 
peers. OpenDoc parts have no preconceived notion of a 
client or a server; developers build parts that can be 
viewed and edited across platforms, assuming the devel- 
oper has built the editor and/or viewer for each intended 
platform. Further, the developer need not worry about 
defining communications methods among parts. 

A fundamental part of the OpenDoc architecture is 


Imagine, through 
OpenDoc services, applications 
automatically sending work to each other. 
Or conferencing systems that can schedule 
multiple-user sessions by reading the calendars 
of the participants. Or human resources systems 
that automatically send out 401K update forms by 
E-mail on employee anniversaries. OSA will 
extend the capabilities of process-oriented 
workflow systems by enhancing interap- 
plication communications without 


burdening the user. 


IBM's System Object Model (SOM). The use of SOM as 
the underlying object model for OpenDoc provides the 
following benefits: 
© Component inheritance and subclassing. Component 
developers do not need to supply source code to allow 
their components to be subclassed. Further, SOM allows 
fixes and enhancements to be made to a component with- 
out the need to recompile pre-existing applications that 
are clients to that component. 
® Language-neutral components. A component can be 
implemented in one language, subclassed in another lan- 
guage, and included in an application written in yet a 
third language. 
For distributed computing to be suc- 
cessful, it should not matter where a 
component is located. SOM’s ob- 
ject distribution framework pro- 
vides transparent access to re- 
mote components anywhere on 
a network. Further, the distribu- 
tion framework is extensible, 
allowing services such as secu- 
rity, transactions, and naming 
to be added by IBM or by ISVs. 
SOM is fully compliant with 
the Object Management Group's 
Common Object Request Broker 
Architecture (CORBA). Thus, Open- 
Doc components will not only be able to 
access other OpenDoc components across a 
network but will also be able to access other CORBA- 
compliant systems and services as they are developed. 
OpenDoc and its proponents must be able to exploit 
Microsoft and OLE’s lack of presence in server applica- 
tions across the network while providing connectivity to 
desktop applications. Although OpenDoc for OS/2 will 
fulfill this requirement, OS/2 does not have sufficient 
desktop presence to win major ISV support. Microsoft's 
ownership of the desktop through its Windows operating 
system and growing stable of OLE-enabled applications 
will not be effectively engaged without the ability to dis- 
tribute components across networked hardware and soft- 
ware platforms. 


WRITTEN INDEPENDENTLY OF COMPUTERWORLD 





Component Software 


EE 


Distribution over a network is intended to be a major 
differentiator between OLE and OpenDoc component 
software. While OLE 2.0 does not have this capability, 
subsequent versions that tie to Cairo, Microsoft's future 
(1996) server operating system and acknowledged OLE 
engine, will. 

Still, the Microsoft argument is just that: a Microsofi- 
centric future, based on OLE-enabled applications on 
Windows desktops, Cairo server, etc. The message is 
clear — Cl Labs founders have about a year to deliver 
distributable components via OpenDoc before Microsoft 
lowers the boom. 


OpenDoc Interoperability Services 

Despite its challenges, the OpenDoc standard does 
possess an ace in the hole. In addition to bringing the 
OpenDoc standard to Windows, WordPerfect’s other 
major task as a Cl Labs founding sponsor is making 
OpenDoc components interoperable with OLE 2.0 ob- 
jects (and beyond). WordPerfect has accomplished this 
by using the published OLE specifications to develop an 
interoperability layer to the OpenDoc architecture, result- 
ing in full two-way compatibility between OLE objects 
and OpenDoc components. 

The development of this capability, the Component- 
Glue technology, means that OpenDoc parts can be em- 
bedded in OLE objects or applications. OpenDoc parts 
appear as OLE objects to the Windows registry and OLE 
objects can be embedded in OpenDoc containers. This 
capability is meant to allow OLE-enabled desktop objects 
to communicate easily with distributed OpenDoc parts. 
Secondly, ComponentGlue provides OLE automation and 
OCX compatibility between OLE and OpenDoc parts. 

Functionally, an OLE object does not gain OpenDoc 
characteristics by being embedded in an OpenDoc con- 
tainer; it is merely an encapsulation and a way for both 
types of objects to coexist and exchange information. 
However, this relationship does offer several economies. 
First, because of the reduced overhead involved in cod- 
ing to the OpenDoc specifications, ISVs and corporate 
developers can use the OpenDoc standard simply as an 
easier way to implement OLE. 

While this is not likely to happen among the major 


ISVs that committed to OLE 2.0 to ensure that they will 
not be left behind by Microsoft, it does present an oppor- 
tunity to those ISVs that have less development bandwidth 
and find coding to the OLE specification a burden that 
they cannot handle. Early ISV reports have indicated a 
less significant development effort and a significant gain 
in functionality in coding to the OpenDoc rather than the 
OLE specification. 

The ComponentGlue technology is a necessary path to 
interoperability between OpenDoc parts and OLE ob- 
jects. For Cl Labs and its founders to try to forcibly dis- 
place OLE among ISVs and corporate developers would 
be a fatal mistake. Further, ComponentGlue lets develop- 
ers leverage the experience gained coding to Microsoft's 
OLE specification and learning about components. 

Interestingly, Novell is an example of a company that 
could benefit in this way. Facing competition from both 
Microsoft and Lotus in the software suite wars, Novell 
has realized that its stovepipe set of applications — 
WordPerfect, QuattroPro, GroupWise, SoftSolutions and 
Envoy — must be able to communicate with each other 
and with other applications over the network. With App- 
Ware having all but died on the vine, Novell recently 
announced that it was discontinuing development of the 
Foundation — which leaves Visual AppBuilder and re- 
sultant ALMs without a true home, so to speak. Novell 
realizes that it must evolve its product set to a more uni- 
fied set of components. 

Moreover, Novell would enjoy implementing a solu- 
tion that would not keep it tied to Microsoft, since the two 
have become fierce competitors at the desktop, on the 
LAN and in other environments. The OpenDoc architec- 
ture presents a perfect opportunity for Novell to retrofit its 
applications into communicative components that lever- 
age the network while not locking itself into a proprietary 
Microsoft OS future. Further, the ComponentGlue technol- 
ogy could enable Novell to capitalize on OLE develop- 
ment investments while keeping an eye toward the future. 


For more information, contact us at 


~ Component Integration Laboratories 
_ P.O. Box 61747, Sunnyvale, CA 94088 (408) 864.0300 
ge or E-Mail to info@cil.org 
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The problem is, 
Microsoft objects 
do not currently 
fit the true 


component model. 
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gives OLE a dedicated end-user 
channel as well as a making it < 
tual “must-include” for ISVs. In- 
deed, many ISVs 
have developed to 
OLE specifications, 
but it is far and away 
Microsoft that has 
made the most use of 
OLE in linking its 
various software 
products. The diffi- 
culty of coding to the OLE 2.0 speci- 
fication is well known in the indus- 
try and has forced many ISVs to 
consider whether or not to OLE-en- 
able their products. 

OpenDoc component software 
has not yet gained as much support 
as OLE. Introduced just as most 
ISVs were beginning to understand 
the implications of OLE 2.0, the 
OpenDoc standard has so far been 
limited in acceptance by virtue of its 
early 1995 scheduled arrival date. CI 
Labs argues that the OpenDoc spec- 


vir- 


ification provides the easiest path to 
OLE. Since OpenDoc components 
will be referencable by applications 
as OLE objects, they seem to be 
right. OpenDoc component soft- 
ware is not an “either/or” imple- 
mentation decision. 


Will OLE Eclipse the 
OpenDoc Standard? 

To look at the future from a Mi- 
crosoft point of view, it is necessary 
to revisit the past and explore the 
history of OLE. In many ways, OLE 
will be bound by the legacy of Mi- 
crosoft applications and Microsoft’s 
desire to control the desktop via the 
operating system, application devel- 
opment tools and the applications 
themselves. If Microsoft were 100% 
successful on all counts, there would 
obviously be no need for OpenDoc 
services, and Redmond, Washington 
would be the center of the universe. 
However, heterogeneity of hardware 
and software deployment, the grow- 


OMG and Connect: Paving the 
Component Highway 


The relationship between OMG and Connect, a $12 million start- 
up in Cupertino, Calif., is an early example of the new electronic 
commerce paradigm for objects. These two organizations will jointly 
provide a method of delivering object libraries over the Internet, en- 
abling the entry of components onto the information superhighway. 

To accomplish this, Connect will provide its “Virtual Private Net- 
work” technology for repository, delivery and billing. Interested com- 
panies such as ISVs and independent developers using Unix servers 
with Connect’s proprietary environment will be able to provide Inter- 
net users the ability to view an available component index, obtain an 
on-line demo, retrieve components on a purchase or rental basis, and 
initiate the appropriate billing using a credit card or other options. 

For its part, OMG will offer the Interface Definition Language (IDL) 
standard as the way for components to interact. The main idea is that 
software companies, e.g., library vendors, who are currently publish- 
ing information about their products in trade publications, will put 
their wares on Connect and let users test-drive them before they buy. 
This scenario enables a more visible, efficient, immediately gratifying 


way of distributing components. 


ing requirement for distributed 
components and peer communica- 
tions, and the inventiveness of other 
vendors create the need for alterna- 
tive strategies. 

Microsoft has tried to evolve its 
strategy from what could be viewed 
as a developer of monolithic, static 
applications to a developer of inter- 
active components. The problem 
is, Microsoft objects do not cur- 
rently fit the true component model. 

Instead, Microsoft has attempted 
to re-engineer its existing set of 
products to mimic the way compo- 
nents should work, at least at the 
desktop. Its COM defines the way 
Microsoft components, or compo- 
nents that meet Microsoft stan- 
dards, behave. By definition, this 
means Windows and Intel. Al- 
though there are OLE implementa- 
tions for Macintosh and emulations, 
e.g., Insignia Solutions for Unix, 
these are not nearly as robust as the 
Windows alternative. 

Microsoft has recently tried to 
augment its integration strategy by 
partnering with Digital Equipment 
Corporation and Candle Corpora- 
tion to submit a specification to the 
OMG to link OLE and COM to 
OMG’s standard for interoperability, 
the Common Object Request Broker 
Architecture (CORBA) 2.0. Mi- 
crosoft has previously been averse to 
working with OMG, lest the specter 
of interoperability among objects 
and language neutrality via OMG’s 
Interface Definition Language spoil 
its control. As a result, it is wise to 
take these seemingly conciliatory ef- 
forts with a grain of salt. 

Taking a step back, Microsoft has 
offered extremely worthwhile capa- 
bilities with DDE and OLE 1.0. Each 
tried to solve the problem of com- 
munications between applications 
— although again these were appli- 
cations in a Windows environment. 
DDE was meant to allow Windows 
applications to exchange informa- 
tion programatically without having 
to rebuild them. OLE 1.0, which al- 
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lowed the user to dynamically con- 
trol this exchange, often introduced 
more confusion and problems than 
benefit due to its resource require- 
ments. If anything, OLE arrived too 
early (pre-486, lots of m y; etc. ) 
to be extremely useful. 

However, the introduction of Vi- 
sual Basic Custom Controls (VBXs) 
through Visual Basic gave developers 
a taste of the future: modular Win- 
dows applications plugged into other 
Visual Basic applications. As de- 
scribed before, OLE 2.0 offers users 
such advantages over OLE 1.0 as 
drag-and-drop, edit-in-place, etc.; 
but still exists primarily as a con- 
structor of desktop compound doc- 
uments. Despite this, many IS 
playing to the prevalence of the Win- 
dows platform, have begun retro- 
fitting their products to 
take advantage of OLE 
2.0. Microsoft’s head 
start (as the owner 
of this technolo- 
gy) resulted in 
the Microsoft 
Office suite 
leading the pack 
in terms of OLE 
2.0 enablement. 

The next stop is 
OLE Custom Con- 
trols (OCXs), which will 
essentially replace VBXs as 
pluggable components. Microsoft 
will likely add mechanisms that en- 
hance reusability and team develop- 
ment capabilities, features that have 
been lacking in Visual Basic. These 
are critical if Visual Basic is to be the 
strategic product for creating cus- 
tomer OLE objects. By linking Visu- 
al Basic, OLE Automation, OCXs, 
the Microsoft Office applications, 
the Windows ’95 desktop operating 
system, and Cairo, which will be the 
central control point, i.e., server for 


Inherent technical 


advantages enabling faster 


time to market, reusability, and 

easier software distribution are 

convincing reasons to seriously 
investigate component 


software. 


onent Software 


all Microsoft objects, users will the- 
oretically achieve Microsoft object 
nirvana. However, there are several 
holes in this scenario. They include 
coding to the OLE specification, 
conversion of VBXs to OCXs, the 
lack of non-Microsoft linkage for 
OLE automation (unless, ironically, 
built by the OpenDoc team), no na- 
tive Unix or OS/2 support at the 
server or client, and the requirement 
for Cairo. All these contribute to the 
strength of the OpenDoc position 
and the argument for its need. 


Distributed Computing 
with Components 
It is important to consider the re- 
quirement for components to ad- 
dress each other as peers. In a dis- 
tributed computing environment, 
applications should not have 
to adjust to the concept 
of clients, servers or 
hosts. They should 
merely communi- 
cate with each 
other as linguistic 
equals, sharing 
data where neces- 
sary and yielding 
application control 
to the peer that re- 
quires data for manipu- 
lation at a particular mo- 
ment in time. 
In the early stages of the compo- 
nent software evolution, applica- 
tions are still restricted by the no- 
tion of clients and servers. For 
example, an application is an OLE 
client and/or server, and the way 
that it communicates with other 
OLE clients or servers must be well 
defined for each instance. Such or- 
ganizations will have difficulties 
supporting the requirements of dis- 
tributed, peer-to-peer, heteroge- 
neous environments. 


The Bottom Line: 
The Impact of Components 

The implications of a component- 
based software industry are far- 
reaching and will manifest them- 
selves in ways that we have yet to 
understand. Business and technology 
drivers are rapidly pushing both cor- 
porate developers and ISVs to build 
component software. On the business 
side, there is a paradoxical require- 
ment for high-level, networked-based 
distribution concomitant with tighter 
integration at the application level. 
Inherent technical advantages en- 
abling faster time to market, reusabil- 
ity, and easier software distribution 
are convincing reasons to seriously 
investigate component software. 

Component software will ulti- 
mately be the only way to success- 
fully implement application envi- 
ronments that can deliver the above 
advantages. However, like any tool 
or architecture in consideration for 
broad implementation, component 
software requires standards. The 
OpenDoc specification is one of a 
number of emerging standards in 
this area, and while its unique com- 
bination of technologies and tools 
presently gives it a technical edge 
over its competition, there are still 
many unanswered questions for 
OpenDoc component software and 
its rivals. How will distributed com- 
ponents be managed? How will ap- 
plications based on them perform? 
Will enough ISVs support compo- 
nent software development and de- 
livery? These questions must be an- 
swered over the next year to allow 
sufficient acceptance to be gained by 
the development community. 

OpenDoc component software 
will succeed by demonstrating its su- 
perior technology within commer- 
cially deployable applications devel- 
oped by the above communities 


The CI Labs logo is a trademark of Component Integration Laboratories, Inc. Apple, the Apple logo and Macintosh are registered trademarks of 
Apple Computer, Inc. OpenDoc and Bento are trademarks of Apple Computer Inc. ComponentGlue is a trademark of Novell Inc. Microsoft is a 
registered trademark and Windows is a registered trademark of Microsoft Corporation. OMG is a registered trademark of Object Management 
Group. OS/2 is a registered trademark of International Business Machines. UNIX is a registered trademark of UNIX Systems Laboratories, Inc. 


WRITTEN INDEPENDENTLY OF COMPUTERWORLD 








Component Software 





Bozman 
CONTINUED FROM PAGE 45 


said an IS manager at a large East Coast 
corporation. 

But many users are unsettled by the coming 
tidal wave of hardware/software combina- 
tions. They are waiting to see whether Micro- 
soft’s NT becomes strong enough and has 
enough applications to displace Unix. In that 
case, they could standardize on NT and NT- 
compatible applications. Others say NT is too 
limited to offer true open systems interopera- 
bility and are sticking with battle-tested Unix 
database servers for client/server computing. 


Flexibility key advantage 

For the largest of enterprises — those engaged 
in global businesses — the best benefit of the 
new choices will be flexibility. Some divisions 
may standardize on different operating sys- 
tems, and IS will no longer have to face painful, 
time-consuming hardware evaluations for 
each new application system that comes along. 
More than ever before, computer systems will 
be chosen according to the needs of the local 





Workgroup Computing 


Sun/Sybase combo 
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partner David Asofsky. 

Had Apple hardware been up to the task, 
Carson would have spent about one-tenth of 
what it spent on the Sun equipment, Asofsky 
said. “It’s been sticker shock for us,” he not- 
ed, adding that Carson faces further costs 
when it ties about 30 additional analysts in- 
to the Sybase database. 

Right now, Carson owns an eight-user li- 
cense. According to Papa, it will cost “prob- 
ably in the $10,000-plus range” to add those 
analysts to the Sybase system. Carson plans 
to do this in late December. 


Limited file size 

A database factor also helped sway Carson 
to go with Sun. Carson’s previous database 
management system, 4th Dimension from 
Cupertino, Calif.-based ACI US, Inc., had a 
file-size limit of 1G byte, which was too small 
for some of the files Carson needed. ACI has 
since made a quantum increase to 128G 
bytes. Also, 4th Dimension did not at the 





line 80-MHz Power Macintoshes based on the PowerPC 601 
chip [CW, Nov. 7]. 


The introduction caused some Apple users such as Peter 
Tittler, vice president of networks and technology at Avis, 


, 


“We could 
crunch the 
data on the 
Mac, but we 
didn’t want 
to crunch it 

in a week. 
We wanted 
to crunch it 

in a day.” 

— David Asofsky, 


partner at 
Carson Group 








Inc., to encourage Apple to put the faster 
processor in lower-end models such as the 
Power Macintosh 6100. 

Tittler noted that while users can use the 
110-MHz speed, many do not want to pay the 
$6,349 premium that goes along with the 
8100/110’s 2G-byte hard drive and expanda- 
bility. Apple is expected to offer moderate 
speed bumps in lower-end Power Macin- 
toshes in January; the 60-MHz Model 6100 
would nudge up to 66-MHz, for instance. 

According to Pieter Hartsook, editor of 
“The Hartsook Report” in Alameda, Calif., 
the 110-MHz processor is indeed generating 
significant system performance boosts. 
Early benchmark results indicate that the 
new systems perform about 30% faster than 
the 80-MHz 8100s, he said. 


Any speed better than none 

Although Apple plans a quantum perfor- 
mance leap by the middle of next year when 
it rolls out systems built on the next genera- 
tion PowerPC 604, a speed increase for now 


business unit. 
Thus, one significant consequence of the 


emerging hardware/software matrix is that IS 
is likely to lose even more of its power asa stan- 


dards-setter. More applications will be pur- 
chased rather than written by IS, and user 
groups will be able to set those applications 


down on standard platforms bought from sys- 


tems integrators or value-added resellers. 
“Users don’t care about the technology,” 
said one business unit manager at a large 


Los Angeles aerospace firm. “They want the 


application to work, and they want it to be 
seamless.” 





Bozman is senior editor, open systems, in Computer- 


world’s Burlingame, Calif., bureau. 


time offer a native Power Macintosh version of 4th Dimen- 


sion, although it does now. 


The two databases are now coexisting, with 4th Dimen- 
sion running on Motorola, Inc. 68040-based 
Macintosh Quadras supporting text-oriented 
data such as addresses and company profiles. 
Papa said Carson plans to license SQL Server 
from ACI, itself an SQL licensee, to give 4th Di- 
mension users concurrent access to Sybase. 
4th Dimension would then effectively serve as 
a front end to Sybase, thereby providing con- 
nectivity between the two databases. 

Asofsky and Papa are among the many Apple 
users who took note when Apple earlier this 
month unveiled a 110-MHz version of its Power 
Macintosh 8100 computer. The new model represented a 
nearly 40% processor speed boost over existing top-of-the- 


is indeed good news, Papa said. The company plans to test 
one of the new 8100s as soon as Apple makes the system 
available. Apple plans to start volume shipments this 
month. 

A combination of the faster processor and 
the native Power Macintosh version of 4th Di- 
mension could hold promise for future number 
crunching on the Power Macintosh, Papa said. 
He added ease of installation to his list of why 
he prefers Apple. “It only takes a few minutes to 
set upa Mac; it takes afew days toset upaSun,” 
he said. 

In the meantime, Carson remains committed 
to Apple hardware as its desktop system of 
choice for its 50 employees. It has standardized 
on the Power Macintosh 7100 and continues to run the Quad- 
ra-based 4th Dimension databases. 


Growth spurt 


Privately held Carson 
has grown into about a 
$10 million company in 

five years. Its original 

computer was an 
Apple li SE. 








Advanced Management Solutions has 
announced Schedule Publisher 4.2, proj- 
ect management software. 

According to the Houston company, 

Schedule Publisher 4.2 lets users ex- 
7 change, link or merge project data 
across multiple platforms. 

Features include Unix workstation 
support, a subproject option to break 
down larger projects and enhanced re- 
source processing capabilities. 

Prices start at $1,995. 

» Advanced Management Solutions 

(713) 871-9130 


Applied Voice Technology, Inc. has an- 
nounced CallXpress3 3.3, an OS/2-based 
computer telephony system, CallX- 
press3 E-Mail Access and CallXpress3 
Desktop for Windows 2.0, a LAN-based 
messaging product. 

According to the Kirkland, Wash., com- 
pany, CallXpress3 3.3 provides unified 
messaging, interactive voice response 
and a telephony user interface that lets 
users manage voice, fax and electronic- 
mail messages through a phone. 

The product creates message catego- 


ry queues so users can search desired 
message types instead of sorting 
through all messages. 

CallXpress3 E-Mail Access lets users 
directly access E-mail messages from a 
phone with text-to-speech capabilities. 
CallXpress3 Desktop for Windows 2.0 
lets users access and manage voice- and 
fax-mail messages from a desktop PC. 

Prices start at $3,000 for CallXpress3 
3.3, $2,200 for CallXpress3 E-Mail Access. 
Prices range from $50 to $100 per user for 
CallXpress3 Desktop for Windows 2.0. 

> Applied Voice Technology 

(206) 820-6000 


Advanced Visual Systems, Inc. has an- 
nounced a new release of the Application 
Visualization System (AVS), three-di- 
mensional visualization application 
software for Unix workstations. 

According to the Waltham, Mass., com- 
pany, AVS includes expanded graphing 
capabilities that provide production- 
quality graphing with hard copy output 
to users with all levels of data. 

AVS also supports numerous plot 
types and provides control of axes and 
annotation within plots. 

Prices start at $6,500. 

> Advanced Visual Systems 

(617) 890-4300 





et results like these when you 
migrate from an IBM mainframe 
to Unix. 


"We made the scheduled migration date. Could 
not have done it without Workstation products. 
Needed capabilities that vi and other products 
didn’t offer - only uni-XEDIT." ---Bellcore 


"More feature rich than alternatives...the 
uni-SPF development platform put it head and 
shoulders above anything else.” --Chrysler 


"Products were very portable and efficient. We 
don't believe there is anything else that will do 


the job. --A.C. Nielsen 


"Got our users up on new system instantly. 
The whole migration resulted in $1M per year 
savings. Got applications moved in 4 months. 
On target and on budget. ee 


1-800-228-0255 
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We'd Like To 
Set The Record Straight 
On Who Finished First 
In Client/Server 
_ Applications. 


Ranked #1 
Tete Neat 
rT Lao 
ees I all right here in black and white. SAP takes the checkered flag again as the worldwide leader in 
abo 3 ; 
client/server applications. Powered by the superior performance of R/3 — the first fully-integrated client/server 


software. From finance to manufacturing, sales to human resources, R/3 helps manage and streamline key business 
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* Based on total worldwide client/server applications software and maintenance revenues as reported by International Data Corporation, December 1994. ©1994 SAP America, Inc. 





operations for over 1800 major corporations around the world. In fact, 9 of the top 10 Fortune 500 companies count on SAP to 


put more people in the driver's seat with greater access to the information they need, enterprise-wide. So to find out how our 


integrated client/server solutions can give you a true competitive advantage, call SAP...ASAP. At 1-800-USA-1SAP, ext. 100. 





BANYAN ENTERPRISE SOLUTIONS — MESSAGING AND BEYOND ® 


Introducing e-wide e-mail. 


An enterprise e-mail system has to deliver more than messages. Users want an interface that’s customizable and easy 


to navigate. And management is looking to the e-mail front end to leverage a sizable investment in messaging infrastructure. 

= BeyondMail® 2.0 comes through on all counts. It’s a user’s fantasy come true, with a fully customizable 
ats interface, a rich text word processor (with spell check), and convenient viewers to read and print 

It runs with 

NetWare attachments. Plus private address books, message encryption, standard office forms, and a suite of time-saving 

MailMinder® features to automate and simplify mail handling. In addition, BeyondMail’s powerful scripting 

language offers a robust platform for mail-enabled workflow applications — within departments, or across the 

enterprise. Integration with line-of-business apps, mail-enabled database access, custom forms and more. 
BeyondMail plugs into multiple back end transports, including GMHS and MHS for NetWare. MHS for 

non-NetWare LANs, and Banyan Intelligent 

Messaging: Windows’ and DOS’ versions Call or write for our free Enterprise Networking Kit, 


including a free BeyondMail working demo. 


are available, with Macintosh and UNIX; bat iP 
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° ® Company — tea 
versions coming soon. Remote users can 
Address 


ay !| |b oe - 
also dial into the act with BeyondMail Remote Te fee City State Zip 
Introduce yourself to e-wide e-mail with BANYAN 1-800-828-2404 


Banyan Systems Inc., 120 Flanders Rd., Westboro, MA 01581 








° Banyan and the Banyan logo are registered trademarks and BeyondMail and MailMinder are trademarks of Banyan Systems. 
a free workin g demo. Call 1-800-828-2404. Other trademarks are property of their respective owners. 
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Paul Gillin 


Flame mail 
burns users 


Flame mail sucks. 
Sorry if that state- 
ment bothers you, 
but it embodies the 
kind of crassness 
that flame mail writ- 
ers display when 
they practice their 
obnoxious craft. A 
crude minority of on-line residents, often 
operating anonymously, seems bent on 
spoiling the experience for the rest of us. 
Flaming undermines the true value of in- 
teractive electronic media, and its prac- 
titioners should be ostracized by the ra- 
tional majority. 

Flame mail has been on my mind be- 
cause of my recent experience as a vic- 
tim of flaming. I participated in an active 
discussion on a CompuServe forum on 
the topic of whether OS/2 gets the press 
coverage it deserves. The forum consist- 
ed largely of OS/2 users, so the tenor of 
the discussion was naturally pretty 
slanted. I waded into the discussion as a 
member of the media to present an un- 
popular view — that OS/2 doesn’t get as 
much press as Windows because read- 
ers want to read more about Windows 
than about OS/2. 

Judging from the reaction, you would 
have thought I had insulted the pope. 
While most forum members debated the 
issue civilly, I got about a half-dozen eye- 
ball-burning flame letters. Iwas accused 
of being an arrogant media snob so out 
of touch with the realities of the market 
that it was incredible I was even able to 
hold my job. Or I was so pitifully ignorant 
of the technology and the issues that I 
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This free booklet h 
the right connectio 


inking remote UNIX systems to IBM hosts 
can be a challenge. There are many issues 


‘0 consider: 


Do you have a traditional SNA/SDLC network, 
or do you use TCP/IP, APPN, or X.25 as your net- 
work backbone? Do you need Token-Ring support? 

Are your UNIX systems linked to LANs? Are 


fou moving to client/server? 


Do you access 3270/5250 applications inter- 


actively, use batch (RJE), or do both? 


Do you need programming interfaces such 
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had no business holding an opinion in the 
first place. One letter writer likened me 
to the French aristocracy before the rev- 
olution and inquired snidely, “Care for 
some cake?” 

No, thanks, fathead. AndI don’t care 
for your obtuse attitude, either. The fact 
is, if knew less about the on-line world, I 
might be inclined to simply tune out the 
whole discussion and write off OS/2 en- 
thusiasts as a bunch of crybabies. Fortu- 
nately, I've been around the cyberworld 
long enough to know that some flaming 
is anecessary evil and flamers are a mi- 
nority. But a newcomer might not be so 
understanding. 

Among on-line fanatics, a certain 
amount of flaming is considered inevita- 
ble and even good fun. But most neo- 
phytes would be shocked and disturbed 
to be subjected to the kind of personal- 
ized abuse that flamers like to heap on 
their victims. Like disruptive demonstra- 
tors at a political rally, flame mail writers 
ruin the experience of a much larger 
group and ultimately damage the credi- 
bility of their own cause. 

Lately, flame mailers on the Internet 
have been ganging up on the rookies 
from America Online who are making 
their first tentative forays into the Use- 
net newsgroups. I guess the thinkingis if 
you can scare them away, they'll leave 
you alone and won't come back. 

While it’s true that some of the AOL 
newcomers should be better schooled in 
*netiquette, the appropriate response to 
their gaffes and stumbles should be to 
help them, not insult their heritage. 
That’s only going to get them mad at you 
and your infantile cohorts and keep them 
out of the mainstream of discussion. 

Flame mail writers are like school 
yard bullies who use their fists because 
they lack grace and tolerance. Settlers of 
the electronic frontier should treat them 
like the thugs they are. 


Gillin is Computerworld’s editor. He can be 
flame mailed at MCI Mail 575-4120; CompuServe 
76537,2413; America Online paulg256; and In- 
ternet pgillin@ew.com. 


as HLLAPI, APPC/CPI-C/LU6.2, and LUA/LU0? 


How do you manage your network? How do 
you distribute programs and files to your remote 


UNIX systems? 


concisely explains your alternatives. Easy-to- 
understand configuration diagrams help you 
match the right solutions to your needs. 





Do you need to automate your file transfer 
applications, as in nightly polling of remote sites? 

CLEO can help you sort it all out. Our UNIX- 
to-IBM Connectivity Solutions Guide clearly and 





Prepare for ATM 


Early adopters say users should get involved now 


By Stephen P. Klett Jr. lots. Despite interoperability hassles re- 
lated to immature standards and the 
high costs currently associated with 
ATM, each of these companies said it be- 
lieves ATM is the networking technology 
of the future and that any early experi- 
ence will pay off in the longrun. 

Possible initial uses for ATM include 
collapsed LAN backbone, metropolitan- 
area network connectivity and high- 
speed server applications. 

Early adopters advised forming close 
partnerships with vendors. “If you're go- 
ing to walk on the ATM side of town, 
choose your friends wisely and walk in 
groups,” Boyd said. 


BEFORE GETTING STARTED WITH ATM, 
USERS SHOULD DO THE FOLLOWING: 


Most _ observers 
agree that Asyn- 
chronous Trans- 
fer Mode (ATM) 
will not be ready 
for prime time for 
another two years. 
But it is already 
time to prepare for its arrival, according 
to severalearly adopters. 

Many users have been holding back 
from using ATM because the high-speed 
networking technology commands a 
high price tag and lacks mature stan- 
dards. Most vendors offer first- 
generation products, and only a 
few, including Fore Systems, Inc., 
are rolling out second-generation 
products. However, few ATM 
products from different vendors 
will work together, and the soft- 
ware to manage them on an enter- 
prise level is lagging [CW, Nov. 21]. 





Poll internal users to understand business 
needs and concerns 


Start from the inside out — understand the 
architecture 
Now is the time 


Ironically, early adopters are urg- 
ing users to get involved with 
ATM now for precisely these rea- 
sons. 

“Why get started with ATM 
now? The answer is simple: time,” 
said John Boyd, chief networking 
technologist at Northeast Utili- 
ties in Hartford, Conn. Northeast 
is testing ATM for a LAN back- 
bone application. Boyd added 
that companies need to get ATM prod- 
ucts rolled out and train people to use 
them, “so you can deliver it to your end 
users... when it’s mature.” 

Northeast Utilities, Bankers Trust Co. 
in New York and Amoco Corp. in Chicago 
are among the growing number of com- 
panies embarking on aggressive ATM pi- 


Come up with an exhaustive list of features 
and functions for an ATM pilot 


Determine a minimum set of requirements 
for the initial deployment 








Understand the network management issues 
Define the pilot configuration 


Ask vendors to price the pilot configuration 
Source: Bankers Trust Co., New York 


David Beering, staff teleeommunica- 
tions analyst at Amoco, concurred. His 
company has a “very small” information 
systems team of 15 people, “so we recog- 
nized early on the need for outside par- 
ticipation,” he said. Amoco’s ATM Re- 
search and Industrial Enterprise Study 

ATM, page 73 


elps you make 


To order your free copy, call 
1-800-233-2536 (fax: 313/662-1965). 
Or write to us at 3796 Plaza Drive, 
Ann Arbor, MI 48108. 


CLEO 


CLEO Communications 

A Division of Interface Systems, Inc. 

Available worldwide! In Europe, call 

Interface Systems International in Slough, 

England, at +44-0753-81 1888 (fax: +44-0753-81 1666). 
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How to listen to your 
e-mail when you’e miles from - 
our computer. 


(Or civilization, for that matter.) 


© 1994 Novell, Inc. Novell GroupWare, GroupWise and InForms are trademarks of Novell, Inc. SoftSolutions is a registered trademark of SoftSolutions ‘Technology Corporation, a wholly owned subsidiary of Novell, Inc 





Important documents are streaming across your desktop. Appointments are changing 
by the minute. And you? Well, you're stuck in Flatsnake, Nevada, where the height of tech- 
nology is a’49 Packard with Dyno-Glide transmission. Fortunately, someone at your office 
has installed GroupWise 4.1, with the optional ‘Telephone Access Server featuring a unique 

text-to-speech translator. Meaning you can access your e-mail, 
appointments and tasks with nothing more sophisticated than a 
telephone. GroupWise also enables you to set up rules to auto- 
matically file, delegate or forward your messages. You can, for 


instance, review a document on the phone and have it faxed to its 


next destination. While none of this will make your short stay in Flatsnake any more enjoyable, 


it can make it more productive. Call 1-800-370-9010 for your nearest certified reseller or to 


learn more about Novelle GroupWare; the perfect way to put people together with information. 


GroupWise 





TCP/IP 


Applications 
For Windows. 


Network Your PC To The 
World With Chameleon. 


oie Luana 


FIP 


cy 


Telnet 
NEWTNews 


ot 


» 2 
Diagnostic 
Center 


BEST VALUE. 

Chameleon is a TCP/IP Windows software 
suite that offers more applications than any 
other product. It provides you with a 
comprehensive Windows solution for 
TCP/IP networking. 


SEVEN INTEGRATED SOLUTION 


SUITES. 

Chameleon includes seven integrated 
solutions suites: terminal emulation, e-mail, 
file and printer sharing, remote access 
network utilities, administration tools and an 


FIP Servet 


; “ isual Script 
FS Visual Script Visue’ 
NewPRO Editor Play 


that allow you to access information on Unix 
networks, mainframes, minicomputers, 
PC-based LANs and WANs, and the Internet. 


HOME, OFFICE AND REMOTE 
INTERNET ACCESS. 


Take the hassle out of navigating the Internet 
with Chameleon’s easy-to-use Windows 
interface. Access Internet resources anytime, 
anywhere. Search gopher space, read and 
post to news groups, download shareware, 
multi-media files and documents all with the 
Click of a button 


APPLICATIONS 
INCLUDED: 
Terminal Emulation 
Telnet: VT100, VT200. TVI, 
TN3270, TN5250, Visual Script 
Editor and Player 
File Transfer and Printer Sharing 
FTP Client and Server 
TFTP 
LPR/LPD 
NFS 
Electronic Mail 
SMTP Mail with Mime 
Phone Tag 
Windows interface to IBM 
PROFS mail 
Internet Access 
Gopher 
Newsreader 
Whols 
Network Utilities 
Ping 
Finger 
DNS Client and Server 
Networking Tools 
TCP/IP Stack 
Diagnostic Center/Trace 
Agent 
Custom 


Sept. 1994 Sept. 1994 


easy point-and-click interface into the Internet. | NetManage Chameleon includes WinSock 


SEAMLESS ACCESS TO OTHER TCP/IP and is 100% DLL. Chameleon - 
HOST SYSTEMS. requires only 6KB memory and installs in FEINETMANAGE 
Chameleon includes more applications just 5 minutes. 

(408) 973-7171 


e- ae sales@netmanage.com 
World Wide Web: www.netmanage.com 


© 1994 NetManage Inc., 10725 North De Anza Boulevard, Cupertino California 95014, U.S.A. Fax: (408) 257-6405. Specifications are subject to change without notice 





Enterprise Networking 








RAM Mobile touts wireless products 


By Michael Fitzgerald 


LAS VEGAS 





@ The arcane wireless world of RAM Mo- 
bile Data USA L.P. took shape recently 
when the company released a variety of 
new initiatives. 


These include development tools from 
Research in Motion Ltd. to help users 
build applications to run on RAM Mobile 
Data’s network; certification of Rock- 
well, Inc.’s modem chip set to run on RAM 
Mobile Data’s network; and an agree- 
ment with Racotek, Inc., a wireless ser- 
vices company in Minneapolis, to reseil 
RAM Mobile Data’s network starting in 
first quarter 1995. 

Further, Ericsson GE in Cotowa, N.J., 
released Version 14 of its Mobitex net- 
work, over which RAM Mobile Data runs. 
Among its new features are host group 
addressing, which builds in network du- 
plication — an important security fea- 
ture. 

“These are the kinds of things we need 
in the market,” said Andrew M. Seybold, 
editor in chief of “Outlook 
on Mobile Computing,” a 
newsletter in Brookdale, 
Calif. Seybold said wireless 
has struggled in part be- 
cause vendors have failed to 
integrate their networks 
with terminals and develop- 
ment tools. 

Analysts and users cited 
the development tools from 
RIM in Waterloo, Ontario, as 
the most important pieces of 
the announcement. 

The two tools, RAD-I/O 
and RAD-AT, help shield de- 
velopers from some of the in- 


network: 


modem 


What you need 
Five elements users 
need to use RAM 
Mobile Data’s 


@ Portable terminal 
@ Application software 
@ Wireless radio 


@ Connectivity 
between the RAM 
network and a host 
© Communications 
software at the host 


tricacies of the Mobitex network. In par- 
ticular, RAD-AT, which lets RAM Mobile 
Data’s network use the standard PC AT 
command set, will let developers avoid 
having to write to the 
complex Mobitex Asyn- 
chronous Communica- 
tions (MASC) protocol 
that currently controls 
modem transmissions. 
The RAD-I/O tool al- 
lows users to transfer 
files simply by dragging 
them to the RAD-I/O icon 
and dropping them 
there, according to Mike 
Lazaridis, RIM’s presi- 
dent. Plus, with its RIO 
Access Interface layer, 
RAD-I/O will also allow 
applications to connect 
to Delrina Corp.’s Win- 
Fax software to ex- 
change documents be- 
tween PCs and RAM 
Mobile Data’s network. 
“RAD-AT will help 
erase the Ericsson wireless 
modem issue, which is caus- 
ing a lot of problems for us- 
ers,” said Tony Bamonti, a 
director of software busi- 
ness development at Wire- 
less Telecom, Inc. in Engle- 
wood, Colo.  Ericsson’s 
wireless modems use a pro- 
prietary protocol, which is 
also difficult to write appli- 
cations for, observers said. 
“These are some ad- 
vanced tools for Mobitex 
and should be a good base to 
establishing a real develop- 
ment standard within the 


i Local 
switch § 


network,” Bamonti said. 

The new Rockwell chip set for RAM Mo- 
bile Data, the RC32ACM, gives RAM Mo- 
bile Data packet radio access as well as 


RAM Mobile Data network facts 


Network Control Center 


RAM Mosite DaTa’s NETWORK 
FOLLOWS THE SAME BASIC RULES 
AS OTHER WIRELESS NETWORKS, 

WITH CONNECTIONS TO 
LAND LINES. MESSAGES 
CAN MOVE FROM A CAR 
PHONE, LAPTOP OR 
DESKTOP PC THROUGH 
TRANSMISSION 
TOWERS. 


wireline V.32 bis data modem capabili- 
ties and V.17 Group 3 fax/modem capa- 
bility. Five vendors — Diablo Research, 
Inc., Novalink Technologies, Inc., Aether- 
Works Corp., Apex Data, Inc. and Yokowo 
America Corp. — said they would devel- 
op radio modems based on the Rockwell 
chip set. 


On the way 
Delivery is expected in the first half of 
1995, and modem prices should drop to 
$500 or less, a significant decrease from 
today’s RAM Mobile Data’s modem pric- 
ing. 

Users said additional competition in 
the modem market was one thing work- 


ing in RAM Mobile Data’s favor in the 
wireless market. 

“The technology is at a price point 
where it’s affordable ... and with prices 
coming down, it’s really 
time to” pursue using 
wireless, said Frank Di- 
Orio, product service 
manager for customer 
service at Eastman Ko- 
dak Co. in Rochester, NY. 
Kodak has a 500-unit pi- 
lot under way with RAM 
Mobile Data’s network. 

The release of the 
Rockwell chip set “is a 
real coup for RAM,” said 
Alan Reiter, editor of the 
“Mobile Data Report” in 
Alexandria, Va. “This 
stuff is not fluff for 
them.” 

RAM Mobile Data offi- 
cials said the company 
plans to concentrate on 
improving the level of in- 
tegration in its network 
offerings in the foreseeable future. 

“We're focusing on development tools, 
modems and infrastructure develop- 
ment ... because as we look forward, 
[these things] will be crucial to the devel- 
opment of the network,” said Martin Lev- 
etin, RAM Mobile Data’s senior vice pres- 
ident of systems and technology. 

Still, some point to RAM Mobile Data’s 
tiny installed base and the looming shad- 
ow of the rival Cellular Digital Packet Da- 
ta protocol and say RAM Mobile Data’s 
efforts may not be enough. 

“Tt’s a fascinating set of announce- 
ments, but it’s a race against the clock, 
and that’s ticking off fast,” said Mike 
McGuire, an analyst at Dataquest, Inc. 








ATM 


CONTINUED FROM PAGE 69 


— also called the Aries project — involves more 


than 15 vendors and is recognized as one 
largest ATM pilot projects in the world. 


From a physical perspective, users consider- 


ing ATM should prepare their networks 


stalling a fiber backbone and Category 5 cable 


to the desktop. They should also 
simplify their network infrastruc- 
ture by using enterprise hubs and 
pooling routers. 


Education is key 
More importantly, early adopters 
advise users to educate them- 
selves as much as possible about 
ATM and how it can best be ap- 
plied to their business. 

“Most end users truly do not un- 
derstand what their business pro- 


cess and needs are — we are our own worst en- 
emy,” said E. W. Bud Huber, general manager 
at Hughes Electronics in Los Angeles and 
chairman of the Enterprise Network Roundta- 


ble. “However, even if you have all the inf 


tion you need, making an informed decision 


[about ATM] is not easy.” 


“It’s definitely buyer beware,” agreed Far- 
rokh Billimoria, vice president of network engi- 
neering at Bankers Trust. “You're going to be 


ATM releases 


rollout several ATM products 
late next year. These products 
are based on internally devel- 
oped technology and technol- 


ofthe 


better off, and the industry is going to be better 
off, if you educate yourself. You can’t rely on 


vendors or consultants to do it for you.” 


by in- 
every 


“If you’re going 
ORWELL lie tite 


ATM side of 
town, choose 
Ne mth) 


WERT] War Lire RUE 


Teaco) ose 
See lin s ey Ze) 


Northeast Utilities 


@ Ask 


orma- 


There are more than 500 vendors that either 
offer or plan to offer ATM products soon. Nearly 


vendor’s approach is different in some 
way, such as buffering and conges- 
tion management schemes, switch 
design and standards confor- 
mance. 

“Each one is a trade-off on the 
other, and if you don’t understand 
the trade-offs, you’re going to 
make the wrong decision,” Billim- 
oria said. 

To play it safe, Billimoria ad- 
vises users to do the following: 
@Deploy ATM only where stan- 
dards are available. 


© Keep up to date on standards progress within 
the ATM Forum. 


for beta and general availability dates 


when talking to vendors. 
@ Understand your in-house skill set. 


CrossComm Corp. and Lannet 
Data Communications, Inc. last 
week became the latest net- 
working vendors to proffer 
road maps for migrating their 
users to ATM. 

CrossComm’s ClearPath Ar- 
chitecture is based on the com- 
pany’s XL router products, but 
it will also support future LAN 
and ATM switching modules. 

The Marlboro, Mass., compa- 
ny will start rolling out Clear- 
Path modules in the first quar- 
ter of next year. These will 
include ATM modules for col- 
lapsed backbone and edge- 
routing applications and LAN 
switching modules for Ethernet 
workgroup and microsegmen- 
tation switching. Pricing has 
not yet been set. 

Lannet, in Irvine, Calif., will 





ogy acquired via a partnership 
with Fore Systems, Inc. and 
from an equity stake in Hynet 
Ltd., an ATM start-up in Tel 
Aviv. 

Lannet will partner with Fore 
and Hynet to develop a range of 
integrated ATM modules with 
various interfaces to its Multi- 
Net line of hubs. The hubs are 
scheduled to be delivered in the 
second half of next year. Users 
will not have to upgrade the 
backplane of the MultiNet hubs 
to install the new modules. 

By the end of next year, Lan- 
net will deliver ATM-to- 
switched Ethernet and ATM-to- 
shared Ethernet modules as 
wellas an ATM edge adapter for 
its LANstack stackable hub 
line. Prices have not been final- 
ized. — Stephen P. Klett Jr. 
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bases, networks and your entire com- 
puting environment. PATROL is the 
industry’s first general purpose automat- 
ed management tool for open-systems 
environments. 

Only PATROL gives you control 
for today and tomorrow. Off-the-shelf 
management of all leading UNIX sys- 
tems, platforms and databases — 
Oracle, Sybase, Informix, Ingres and 
Rdb. And unlike other systems, its 
customizable open architecture lets 
you manage any application, even in- 
house programs. 


PATROL puts you in control. 


Total control. Of applications, data- 


Intelligent agents automatically 
manage events and, if they can’t cor- 
rect a situation, alert you BEFORE 
a problem gets out of hand. When 
you need to take action, PATROL’s 
intuitive object-based architecture 
lets you drill down for details and 
choose the best course. Either way, 
youre always in control. 

We'll be glad to put you in control 
today. Just call BMC Software and 
ask about our free PATROL trial 
program. 800 278-4262 or 713 918- 
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“THERE’S AN 
EMOTIONAL ARGUMENT” 
AGAINST HSM 
— GLEN McDeRMED, GARTNER GRouP 








Data methods slow to move to LAN 


By Mary Brandel 
= Mainframe users have become accustomed to hier- 
archical storage management (HSM) software. But 
winning over LAN customers has proved to be another 
matter. 


HSM software automatically migrates little-used files 
off magnetic disk and onto less expensive secondary 
storage media. When users want to access a migrated 
file, retrieval is also automated. 

This year, every major player in the PC LAN storage 
arena announced or shipped HSM packages for Novell, 
Inc. NetWare LANs. So far, few sites have adopted it, al- 
though experts forecast a booming market next year. 

“HSM is not catching on real fast, but that shouldn’t 
be a big surprise,” said Michael Peterson, an analyst at 
Peripheral Strategies, Inc. in Santa Barbara, Calif. 
“This is an emerging market, and we're going through 
anormal life cycle process.” 


Quelling HSM fears 

As part of that normal life cycle, a few vendors — Avail 
Systems Corp., Cheyenne Software, Inc. and Legato 
Systems, Inc. among them — have started to focus on 
products that ease users into HSM. Better interfaces, 
integration with backup software and magnetic disk 
versions are among the solutions. 

“There’s an emotional argument” against HSM, said 
Glen McDermed, a storage analyst at Gartner Group, 
Inc. Users fear long delays in accessing files, and “they 
don’t like Big Brother imposing standards,” said Jeff 
Koeberl, storage administration manager at North- 
western Mutual Life Insurance Co. in Milwaukee. 

Avail is attempting to quell the fear of slow access 
with its recently introduced magnetic disk-only version 


of Netspace HSM. In addition, Eastman Kodak Co. is ex- 
pected to ship a disk version of its software in the near 
future. 

Primary storage might be on a redundant arrays of 
inexpensive disks, or RAID, system, with files migrating 
to more conventional disks, McDermed said. 

This will help make HSM more acceptable because 
disk recall time is sig- 
nificantly faster, 
McDermed said. Plus, 
he added, “magnetic 
disk is gettingso cheap, 
why go to optical or 
tape?” 

Robert Wight, presi- 
dent of Avail, claimed 
that “our sales have 
skyrocketed” since the 
new version shipped. In 
five weeks, 1,000 units 
were sold — double the 
sales of the previous 
two quarters com- 


can pay for itself in a year 


Storage area 

Server backup/restore 
Archive 

New disk drives 

Off-line drives and media 


Total 
HSM software cost: 
Overall savings 


HSM spells savings 
Hierarchical storage management (HSM) software on NetWare LANs 


Annual cost per 

year without HSM_—s year with HSM 
$22,155 
$4,696 
$81,560 
$20,856 


$129,267 


*Four licenses at $15,000 each in a network of 850 workstations on 17 LANs 


with us that they want backup, archive and [HSM] prod- 
ucts in that order,” said Ed Cooper, vice president of 
marketing at Legato. 

“That’s certainly what we’re doing,” Koeber! said. 
“With archiving, you just identify things you're not go- 
ing to use anymore and get them onto other media. With 
HSM, you archive things even if you know they’re going 
to be used and then... 
take responsibility for 
making it available ina 
reasonable amount of 
. time.” 

Cost savings per 
Monitoring tools 
When it does introduce 
its HSM software, Coo- 
per said, Legato will al- 
so deliver tools that 
help users see where 
data is and how much 
data is on the various 
servers. 


$9,128 
$3,870 
$64,556 
$18,583 


, $96,137 


$60,000* 
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bined, he said. 

A second problem for NetWare users is making their 
backup software aware of the HSM process. ‘The ten- 
dency in the LAN environment is to do full backups,” 
McDermed said. “Every time you do that, you’re touch- 
ingevery file,” which changes the reference date so that 
nothing gets migrated. 

Cheyenne, Palindrome Corp. and Legato all claim to 
be developing HSM software that works with their cur- 
rent backup systems. 

But Legato said it will ease users into HSM by first 
introducing archival software for its Networker backup 
program later this month. “Customers are very clear 


Source: Peripheral Strategies, Inc., Santa Barbara, Calif. 


“We're creating a 
large storage pool that 
no one can see into,” Peterson said. “Until we give peo- 
ple viewers that they can manage in this big repository, 
they won't buy it.” 

But today, “nobody’s shipping that much” HSM soft- 
ware for NetWare, said Brian Ritchie, vice president of 
marketing and business development at Alphatronix, 
Inc. Alphatronix has a NetWare 4.0 version, and “‘accep- 
tance has been very slow,” he said. 

In fact, Alphatronix is beta-testing a magnetic disk- 
only version of its HSM software but only for Sun Micro- 
systems, Inc. Solaris environments. “Until we see sales 
activity [in NetWare], we won’t [port] it,” Ritchie said. 











Health agencies augment big iron to update databases 


British Columbian health care makes MPP shift 


Wisconsin system to scrutinize Medicaid bills 


By Craig Stedman 





Health care reform may be on hold in the 
U.S., but it lives in British Columbia, 
where control of the industry is being de- 
centralized. That has led the provincial 
government to undergo a risky proce- 
dure of shifting its medical claims data- 
base from an IBM mainframe to a mas- 
sively parallel processor (MPP). 

The British Columbia Ministry of 
Health in Vancouver had to do some- 
thing. The DB2-based mainframe’s data- 
base querying performance was not 
keeping up with the changes wrought by 
decentralization, which started in 1992 
and broadened health care control from 
asingle official to a committee of doctors, 
nurses, citizens and ministry officials. 

“We were getting questions from a wid- 
er audience and not meeting our clients’ 
needs very well,” said Jesse Davis, MPP 
project manager at the ministry. The wait 
just to get queries written was some- 
times as long as a month, he added. Ex- 
tracting and analyzing claims and pay- 


ment records on the province’s 3.3 mil- 
lion residents could take another week, 
and some complex queries were simply 
withdrawn because they would have tak- 
en even longer to complete. 

Enter MPP in the form of 
MasPar Computer Corp.’s MP- 
2 system. The MasPar ma- 
chine, combined with SAS In- 
stitute, Inc.’s SAS System data 
access and analysis software, 
performed significantly faster 
than the mainframe on a se- 
ries of query benchmarks devised by the 
Ministry of Health last year (see chart 
page 78). 


Persuading management 
However, persuading ministry officials 
to swallow the MPP medicine was not a 
simple task, especially with MasPar’s 
small size and its lack of a proven track 
record in commercial environments. “I 
myself had never heard of MasPar before 
being assigned to this project,” acknowl- 
British Columbia, page 78 


By Mitch Betts 





Like other states, Wisconsin has for 
years just paid its Medicaid bills — with 
almost no questions asked. About $2.3 
billion moves through the 
state’s health insurance 
claims pipeline each year. 
But that is about to change. 
The state is implementing a 
five-module, $5.8 million infor- 
mation system that will for the 
first time allow state officials 
to analyze data flowing through the Med- 
icaid pipeline, question expenditures 
and spot fraud. 

“Historically, we focused on pure 
transaction processing, so the goal was 
cost-efficient processing of health care 
claims. Data was just a waste by-prod- 
uct. Very little analytical processing was 
done,” said Kevin B. Piper, director of the 
Wisconsin Bureau of Health Care Fi- 
nancing in Madison. 

Although other states are implement- 
ing managed-care systems to curb esca- 
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lating Medicaid costs, Wisconsin is tak- 
ing a more aggressive and comprehen- 
sive approach, said Milford Sprecher, an 
analyst who tracks the state and local 
government market at Federal Sources, 
Inc. in McLean, Va. 

“Many states are just transaction 
houses [for Medicaid] because of re- 
source constraints, but Wisconsin has 
really stepped up to the plate on this,” 
Sprecher said. The federal government 
is paying 90% of the cost of the new Wis- 
consin systems. 

Sprecher predicted that other states 
will follow Wisconsin’s lead in the next 
few years. 

Wisconsin’s prime contract is with 
Unisys Corp., but the system will run pri- 
marily on a Hewlett-Packard Co. HP 9000 
system and Oracle Corp.’s Oracle Ver- 
sion 7.1 relational database manage- 
ment system. Most of the system will be 
implemented early next year. 

Currently, analytical data is fragment- 
ed, incompatible and incomplete, but the 

Wisconsin, page 78 
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Lets say compute} 


Some computers have The reason is simple. A more powerful 
nine lives left. Others dont. PC lasts longer, since it will still have 
That's why if you're buying plenty of horsepower when tomorrow's 
a PC today, you should only applications come along. And most new 
. . be considering Pentium™ Pentium processor-based systems also 
pentium processor-based PCs. include the latest PC technology — like 
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Pentium™ processor-based PCs 


rs have nine lives. 


PCI local bus for high-speed graphics and 
Plug and Play technology for easy expansion 
in the years to come. 


That, plus the fact that these PCs are now 


so affordable, makes this a great time to buy a in 
Pentium processor-based PC. Especially when ® 


you'll be getting a system that performs so well. 
Today. And several lives from now. For more 
information call 1-800-626-6788, Ext. 213. 
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edged Bruce Tyshynski, senior manager and adviser on the 
MPP program. 

The concerns were not out of line considering the recent fail- 
ures of MPP vendors Thinking Machines Corp. and Kendall 
Square Research Corp. 
MasPar has also been 
buffeted by the in- 
creased competition and 
flattened U.S. govern- 
ment demand that drove 
its rivals out of the hard- 
ware business, said 
Gary Smaby, president 
of Smaby Group, Inc. in Extract records 
Minneapolis. from database 

“They've suffered the Seat 

; - Three-way join 

slings and arrows along of multiple tables 
with their competitors,” 
Smaby noted. MasPar’s 
sales have been stuck at 
about the $20 million 
mark, leading to senior 
management changes, 
layoffs and a reduction 
in the vertical markets it targets from 12 to three, he added. 
But the move away from “a shotgun approach” may give the 
company a viable chance to survive as a niche vendor, he said. 


Table data 
by category 


260 million 


Two-step 
extraction of data 
from larger records 





System-back guarantee 

Tyshynski said he found a sponsor from outside the informa- 
tion systems department to help sell the ministry on the MPP 
project. He was also able to show a three-year payback on the 
investment, which was a requirement “because of the nervous- 
ness about using this technology,’ he added. 

As a final bit of insurance, Tyshynski persuaded BC Systems 
Corp., which handles data processing for the provincial gov- 
ernment, to agree that the Ministry of Health could revert to 
database querying on the mainframe for free if the MasPar sys- 
tem was not up to snuff. “It was a basic put-your-money-where- 
your-mouth-is proposition,” he said. 

Final approval of the project came early this year, and the 
4,096-processor MP-2 went on-line in August. The ministry cur- 
rently has about 40G bytes of data stored in flat files on the 
MP-2, representing 185 million claim records from the past four 
years, according to Davis. The system is front-ended by a Digi- 


Cut to the quick 


Results of query benchmarks written by the British Columbia Ministry 
of Health to compare IBM mainframe and MasPar MPP performance 


Source: MasPar Computer Corp., Sunnyvale, Calif. 


tal Equipment Corp. DEC 5000 workstation, which channels 
data updates from the mainframe to the MP-2 and also runs the 
SAS software. 


Mostly positive report 

The prognosis after the first four months of system use was 
generally positive, although some complications that require 
further attention have arisen, Davis said. 

Most queries run on the MP-2 in less than 30 minutes, allow- 
ing the ministry’s 20 re- 
search officers to do “in 
a day or a half-day what 
used to take them a 
week,” from writing a 
query to analyzing the 
extracted data, he said. 
As aresult, they can look 
at individual claims and 
client profiles much 
more readily than be- 
fore. 

The SAS software also 
lets the research offi- 
cers write more queries 
on their own rather than 
having to ask the IS de- 
partment for coding 
help, Davis added. 

“The research offi- 
cers can now do their jobs, and the systems people are back to 
doing systems stuff,” he said. 

On the flip side, though, SAS is “a huge product,” and training 
the research officers to use it has been a challenge in some 
cases, Davis noted. “A lot of change was thrown on their shoul- 
ders,” and the users are still “anywhere from being experts to 
being able to muddle through,” he said. 

In addition, large and complex queries can still take seven 
or eight hours to run on the MP-2, ‘“‘and some we just don’t do 
because they take too long,” he said. The ministry has indeed 
turned back to the mainframe, in some cases as a result of the 
slow performance on big jobs. 

MasPar and BC Systems are trying to tune the MP-2 for better 
throughput on complex sorts and look-ups, Davis said. The 
ministry also hopes to get a performance boost by moving the 
SAS software to a separate Digital workstation once a DEC 
OSF/1 version of SAS is available in the next month or so. 

“We're pushing the envelope more with the system, and 
we’re encountering the issues of ramping it up,” Davis said. 
“We're doing a lot of things that we couldn’t do before, but we 
want todo more.” 


16 hours 19 minutes 


2 minutes 6 seconds 











“We’re sitting on top of a $2.3 
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new system promises a single and com- 
plete database in one format, Piper em- 
phasized. He said the database will start 
at 350G bytes and will grow to 1T byte. 

Layered on top of the Oracle database 
will be end-user query and analysis tools. 
An executive information system will 
give managers aggregate data, while a 
decision-support system for “data junk- 
ies” will let state employees drill down to 
individual claims and doctors for de- 
tailed investigation, Piper said. 

Vendors of the analysis tools include 
Kenan Systems Corp. in Cambridge, 
Mass., and GMIS, Inc. in Malvern, Pa. An- 
alysts use Compaq Computer Corp. PCs 
running Windows. 

Another module will review the pay- 
ments for prescription drugs and the fi- 
nal module — to be implemented in 1996 
— will be an expert system for spotting 
fraud and abuse [CW, Sept. 13, 1993]. 
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Wisconsin’s Medicaid 
Evaluation and Decision 
Support project has the 

following elements: 


@ An executive information system and a 


decision-support system that will allow staffers 
to analyze all aspects of the Medicaid program, 
including expenditures, utilization, providers, 
recipients, quality of care, claims processing 


billion gorilla — the most compli- 
cated social welfare program ev- 
er created — and the politics of 
the situation require that we find 
answers in minutes, not weeks,” 
Piper explained. 


Developing for the future 





and operational statistics 





@ A central on-line relational database where 
virtually all Medicaid data will be stored 


& A drug utilization review system to monitor 
the prescription drug use of 500,000 recipients 


@@ An expert system to detect fraud and abuse 


The most challenging part of the 
project is making sure the system 
is adaptable because the Medic- 
aid program is constantly chang- 
ing, he said. Therefore, it is im- 
portant that analysts can view a 
wide variety of data elements in 








In general, the key benefit of the sys- 
tem will be to reverse the situation in 
which “analysts spend 90% of their time 
trying to get information out of the main- 
frame and only 10% usingit,”’ Piper said. 

Now it takes ‘‘a tremendous amount of 
programming” to extract data reports 
from the mainframe system, and ana- 
lysts may have to wait two or three 
months to get an answer, he added. 
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now-unforeseen ways. “We have 
to be careful not to lock out any data ele- 
ments,” Piper said. 

The second challenge is to make sure 
the diverse group of state employees who 
can benefit from the new system — any- 
one from auditors and clinicians to con- 
tracting officers — will fully exploit its 
powers. “This is definitely not an incre- 
mental improvement; this is a quantum 
jump,” Piper said. 
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"LOOK. IN HEAD-TO-HEAD PRICE/PERFORMANCE 
ORACLE TURNS TAIL.’ 


The results are clear: while Sybase has mastered real-world performance, Oracle has mastered 
the art of omission. It's no wonder Oracle has avoided head-to-head TPC-C competition. In 
another real-world benchmark on Sun, Sybase more than doubled Oracle's published back-up 
and restore rate — while maintaining high throughput for OLTP and decision support. For the 
hard numbers on mixed-load performance, call 14-800-SYBASE-1, ext. 6410. 
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No, this is not a 
dream sequence. 


You haven't nodded off. 
Our new workstation with 
its PowerPC” 601 micro- 
processor, running IBM’s 
version of the UNIX’ 
operating system, is quite 
real. As is its price: start- 
ing at $3,995. 

Believe it or not, the 
good part is just beginning. 

Our new PowerPC- 
based workstation delivers 
a level of performance pre- 
viously reserved for more 
expensive machines. In 
fact, in industry-standard 
benchmark tests, it out- 


performs comparable Sun” 


and HP* workstations 
by margins that will give 
them nightmares. 

Better yet, in this 
machine the performance 
of PowerPC has been united 
with IBM’s industrial-strength 
version of the UNIX operating 
system, AIX* So you can 
run databases, multimedia, 
accounting, application 
development, scientific 
calculations and over 
10,000 other applications 
more affordably than ever. 
(Just keep telling yourself 
this is not a dream.) 

When it comes to 
connecting our new work- 
station to your network, 


you'll find that AIX is 


There isa 
phi Ce Ke ateee 


open to happily coexisting 
with all kinds of computers. 
IBM and non-IBM alike. 
If you would like 
further interpretation, you 
can get information through 
the Internet via IBM’s 
Worldwide Web server at 
www.ibm.com, or by calling 
your IBM representative, 
IBM Business Partner or 


1 800 IBM-6676, ext. 619. 
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THE NEW $3,995 


PowerPC WORKSTATION 


RISC SYSTEM/6090° 


MODEL 40P 
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Computerworld Buyers’ Satisfaction Scorecard 


Of our 1900 clients worldwide, 
an impressive number are now 
up and running with Lawson 
client/server open enterprise 
solutions. On SYBASE® 
ORACLE® and INFORMIX£ 
According to Computer- 
world’s Guide to Client/Server 
Financial Software, an even 
more impressive number give us 
top scores in all six categories: 
Responsiveness of Service, Ease of 
Use, Overall Reliability, Reporting 
Capabilities, Interfacing with 
Other Applications and Quality 
of Support. In fact, Lawson was 
highest in overall satisfaction of 
all the companies surveyed. 
Call us at 1-800-477-1357 


extension 844, and find out why. 


LAWSON 


accounting human resources distrib&tion materials manQRawa Noel 


©1994 Lawson Software. SYBASE, ORACLE and INFORMIX are registered trademarks of their respective owners. 
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By Kim S. Nash 





Odds are that not too many people will put a copy of 
Oracle Corp.’s Oracle 7 package under the Christmas 
tree this year, but sales, promotions and other incen- 
tives to buy databases and related tools abound 
right now. 

The trick is recognizing a true bargain. 

Some promotions are clearly de- 
signed to get users to experiment 
with one product and then coax 
them to buy more expensive add- 
ons or related offerings. Gupta 
Corp., for example, employed that 
tactic with this summer’s SQLWindows 
Solo giveaway. 

By calling an 800 number, developers re- 
ceived a free copy of Solo, a single-user version 
of Gupta’s client/server development tool kit. The pro- 
motion was meant to give users a taste of Gupta prod- 
ucts and inspire add-on sales, according to Phil Ressler, 
vice president of corporate marketing. 


Climbing aboard 

Anecdotal evidence shows that users — and their pock- 
etbooks — are being drawn in, said Kevin Barnhill, 
founder of the Florida Gupta Users Group. Barnhill said 





he has noticed an uptick in the number of corporate and 
third-party developers evaluating Gupta products. 

“It used to be a little steep for users to get into” Gupta 
products, he said, noting that a full-boat SQLWindows 
Corporate Edition and related tools could cost up to 

$20,000. The addition of Solo and other price 
points let users buy into Gupta more gradually, 
he said. 

Computer Associates Interna- 
tional, Inc. was among this year’s 
early wheeler-dealers when it of- 
fered fresh price cuts of 50% and 

more on the Ingres database and devel- 

opment tools it acquired from The ASK 

Group, Inc. in July [CW, Sept. 12]. But to 

get the lower prices, users must buy 
=" products in certain predefined bundles 
called OpenIngres Success Packs. 

Meanwhile, rivals have rallied with discount pro- 
grams intended to lure Ingres users to other databases. 
For example, Informix Software, Inc. announced last 
month a dollar-for-dollar credit to Ingres users looking 
to jump ship. The plan lets users “trade in” the amount 
of money they have spent on Ingres database and de- 
velopment products for similar wares from Informix. 
Migration consulting is included in the program. 

Oracle last week stopped offering Ingres users dis- 
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Database deals lure buyers down pricey path 


PANEL CITES FLAWS IN IRS 


SYSTEMS PLAN, 86 
NEW PRODUCTS, 87 


counts on license fees for the Oracle 7 database and Co- 
operative Development Environment tools. 

However, those products are specifically excluded 
from another Oracle migration program. On the finan- 
cial and manufacturing applications side, users can get 


Competitive 
upgrade 


Oracle’s new Oracle 
for Windows database 
will be priced at $200 

when it ships this 
month — but only for 
people who send in 
the title page ofa 
competing product’s 
documentation 
manual. 


SQL Server databases. 


a discount from Oracle of up to 
50% of the license fees they 
originally paid to ASK for 
Manman or Manman/X appli- 
cations. That deal, which tops 
out at a discount of $500,000, 
is available through the end of 
this month. 

One caveat: Aftermarket 
maintenance is not included 
in the deal. 

One sale slated to expire be- 
fore Dick Clark’s New Year’s 
Rockin’ Eve ends is Sybase, 
Inc.’s $9,995 special on Repli- 
cation Server, an add-on prod- 
uct that synchronizes remote 


Would-be buyers should note, however, that to get the 
discount, they must purchase Replication Server with a 
100-user version of Sybase’s Workgroup SQL Server da- 
tabase. That product costs $19,995. 











Integrated budgeting may brighten holidays for Ames 


By Thomas Hoffman 
ROCKY HILL, CONN 





Behind the frantic scenes of the holiday 
rush, Ames Department Stores, Inc.’s fis- 
cal 1995 budget preparations are quietly 
under way — and going smoother than 


Also, the new system has “helped to 
speed up some budgeting components 
this year, such as the inclusion of on-line 
itemization,” said Gary A. Compasso, di- 
rector of financial systems at Ames. 

In the past, staffers in Ames’ treasury 
department had to input all the budget 


tions in the home of- 
fice. 

Under the new 
scheme, Ames’ de- 
partmental budget 
figures are sent from 
their PCs over Novell, 


ever. That’s because the $2.2 
billion discount retailer re- 
cently developed a budget- 
ing system to link a variety 
of departments and stream- 
line the budget reporting 
structure. 

Ames’ financial systems 
staff recently put the finish- 
ing touches on a two-year ef- 
fort to create an integrated 
budgeting system. The DOS- 
based system, which took 
eight months to develop, 
was designed using Comput- 
er Associates International, 
Inc.’s Clipper Version 5.2 ap- 
plication development envi- 
ronment. 


)\ SITE 


Ames 
Department 
Stores, Inc. 
Rocky Hill, Conn. 


Challenge: To integrate 
multiple departments 
with acommon 
budgeting system. 


Technology: Computer 
Associates’ Clipper 
Version 5.2 application 
development tool set. 


Easing the crunch 

The system has _ helped 
Ames’ treasury department 
reduce the amount of time it 
spends collating data from 
various departments. The 
department has used the ad- 
ditional time to analyze the 
figures more intensively and 
stay on schedule with its 
budgeting cycles. 


Results: Treasury 
staffers spend less 
administrative time 
collating budget data. 
This enables them to 
spend more time 
analyzing the data. 


data from other depart- 
ments—such as realestate, 
human resources and ac- 
counting — onto PC disks. 
Although corporate depart- 
ments were able to post 
their budgetary projections 
on the disks, transmitting 
the daia to a common re- 
porting mechanism was 
cumbersome and time-con- 
suming. 


Lean and mean 

The budgeting system rep- 
resents the first time Ames’ 
20 disparate file servers 
have been joined by a com- 
mon application. Ames is 
using a mix of IBM PS/2 
servers, AT&T Global Infor- 
mation Solutions’ Tower 
minicomputers and two 
Hewlett-Packard Co. 486- 
based processors. 

The development effort 
was aided by arecently con- 
structed 16M-bit corporate 
backbone consisting of IBM 
bridges and servers that 
connect a mix of worksta- 


Inc. NetWare LANs 
and are uploaded to 
the company’s CA- 
Masterpiece account- 
ing package that re- 
sides on the com- 
panys IBM 3090 
mainframe. 

The retailer could 
certainly use some 
help with its numbers. 
In its third quarter, 
which ended Oct. 31, 
Ames’ 306 outlets re- 
ported a 2% decline in 
same-store sales, a 
barometer most re- 
tailers use to gauge fi- 
nancial health. 

Although Ames emerged from Chapter 
11 bankruptcy protection in December 
1992 and has posted a modest profit this 
year, industry pundits remain wary 
about the retailer’s future. 

“The whole discount industry is under 
tremendous pressure because of the 
success of Wal-Mart and the fact that 
most department stores overexpanded 
due to poor business rationale in the 
1980s,” noted Thomas Friedman, editor 
and publisher of “Retail Systems Alert,” 


COMPUTERWORLD 


Gary A. Compasso, Ames’ director of financial systems, 
lauds the company’s streamlined budgeting system 


a monthly industry newsletter in New- 
ton, Mass. 

Perhaps a series of continued success- 
es will help put the retailer back on track. 
Users in Ames’ treasury department 
said the system has been a salvation for 
them. 

“The whole budgeting process this 
year has been made much easier with the 
new system,” said Marcia Winn, a senior 
financial analyst in Ames’ treasury de- 
partment. “Now, we have an entire audit 
trail that we can search back through.” 
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MAPPING & DATA VISUALIZATION Strategic Mapping, Inc. 


WORKFLOW PowerCerv 


nvirondimenet. 
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Panel cites flaws in IRS systems blueprint 


By Gary H. Anthes 
WASHINGTON 





Actions taken by the Internal Revenue 
Service to improve its Tax Systems Mod- 
ernization (TSM) program are necessary 
but not sufficient to ensure the project’s 
success, according to a National Re- 
search Council committee. 


The committee pointed to several im- , 


provements the IRS has made, some in 
response to earlier committee reports. 
For example, the IRS has developed a 
business vision document and a plan for 
reorganizing processes and people, cre- 
ated an architect’s office staffed with ex- 
perienced systems developers and be- 
gun to use “technology refreshment” 
clauses in contracts to reduce purchases 
of obsolete technology. 

However, the committee ‘continues to 
have very seri- 
ous concerns 
about the IRS’ 
ability to suc- 
cessfully com- 
plete, on time 
and within bud- 
get, all of the 
TSM plans as 
currently de- 
fined.” 

In particular, 
the committee 
said the IRS 
must improve 
its ability to do 
the following: 
© Define the overall architecture of TSM. 
e Adapt to and incorporate evolutionary 
changes in technology. 
© Manage a large number of related tasks 
over a long period of time. 

@ Adapt to changing funding levels. 
@Develop a mature software develop- 
ment organization. 

“It is very clear that development of a 
complex system like this involves a lot of 
organizational changes,” said 
Freeman, a member of the National Re- 
search Council’s Committee on Contin- 
ued Review of the TSM of the IRS. “Ini- 
tially, the IRS had the idea that they were 
going to develop a new system but that 
they wouldn’t much change the way they 
do business.” 

Now, Freeman said, the IRS has begun 
to address fundamental business pro- 
cess and organizational changes as part 
of the systems effort. 

Freeman, who is dean of computing at 
the Georgia Institute of Technology, was 
less complimentary about the tax agen- 
cy’s project management practices. “It is 
nota pretty picture,” he said. 

In particular, the committee faulted 
the IRS for its lack of a comprehensive 
systems architecture, or software struc- 
tural description (SSD), for the $7 billion 
TSM. “Without an SSD, it is impossible to 
evaluate the architecture or the design 
of a software system,” the committee 
said in its report. 

But Henry H. Philcox, the IRS’ chief in- 
formation officer, said the architecture 
for systems as they will look in 2001 is un- 


IRS CIO Henry Philcox: 
Report ‘does not re- 
flect anything that 
surprises us’ 
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der development and 

due for delivery by the 

end of the year. Then, 

“transitional SSDs” 

will be developed for 

each of the years be- 

tween 1995 and 2001 to give snapshots of 
the systems as old software is phased 
out. 


NEC Express RISCserver 


Symmetrical multiprocessing 
rect 
Ip to two 150 MHz RISC processors 


64-bit Vp4400™ MIPS RISC processor 
“ ® 
RAID with HOT Swap capabilities 
a, 
32/64 MB Standard RAM, 
expandable to 512 MB ECC 


to power on Capitol Hill. The report said 
the TSM budget was cut from $989 million 
to $650 million for fiscal 1995, which be- 
gan Oct. 1. 

Philcox said he views the cut as a tem- 
porary setback that will delay comple- 
tion of TSM by a year. But he expects Con- 
gress to approve a fiscal 1996 budget that 
restores spending levels. “Newt Ging- 
rich, for one, has been quoted as saying 
that government has not been adequate- 
ly funded for technology,” he said. 


The National Re- 
search Council report 
criticized the IRS for 
not making contingen- 
cy plans to deal with 
possible permanent 

cuts in the agency’s information systems 
budget, something that may be more like- 
ly now that the Republicans have surged 


Y RE 


TRY AN SMP NEC RISCSE 


- 


Powered by dual RISC processors and optimized for Windows Na 3.5, the NEC Express 


RISCserver™ provides unparalleled transaction performance in the SQL server environment. 
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Metasolv Software, Inc. has announced 
Application Security Library 2.1, an add- 
on tool to Metasolv’s PowerFrame prod- 
uct line. 

According to the Dallas company, Ap- 
plication Security Library 2.1 provides 
security to applications developed with 
Powersoft Corp.’s PowerBuilder. 





The Security Administration Library 
manages secured objects and authoriza- 
tions, and the Security Implementation 
Object links the applications to the Secu- 
rity repository. 

Application Security Library costs 
$1,495 per server. 

> Metasolv Software 

(214) 239-0623 





Qualix Group, Inc. has announced 
Smart DB WorkBench, a tool set for im- 


plementing Oracle Corp. database appli- 
cations. 

According to the San Mateo, Cailif., 
company, Smart DB WorkBench includes 
SmartLoader, SmartXray, SmartQuery 
and SmartDesigner. 

SmartLoader provides data conver- 
sion and data loading without coding; 
SmartXray reveals the schema of the 
database for any operation; SmartQuery 
lets users verify, update and delete data; 
and SmartDesigner lets users make 





-709-3434 
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property of their respective owners. ©1994 NEC Technologies, Ine. 
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leetronies, Inc. Windows NT is « trademark of Microsoft Corp. 
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changes in the database schema. 

Smart DB WorkBench costs $16,000 for 
the four-user product suite. 

& Qualizx Group 

(415) 572-0200 


AutoTester, Inc. has announced Test 
Station 2.1 and Test Library Manager 1.0, 
testing software for PC- and host-based 
applications. 

According to the Dallas company, Test 
Station 2.1 automates the creation, exe- 
cution and documentation of software 
tests. 

The product edits tests while the user 
is on-line within the application and is in- 


| tegrated with leading development tools. 


Test Library Manager 1.0 comple- 
ments Test Station by providing a cen- 
tralized database of test cases, simpli- 
fied test case maintenance and version 
control of all test library files. 

Test Station 2.1 costs $5,000, and Test 
Library Manager 1.0 costs $15,000. 

> AutoTester 

(214) 368-1196 
VisualTools, Inc. has announced For- 
mula One 2.0, a Microsoft Corp. Excel- 
compatible spreadsheet tool for Win- 
dows developers. 

According to the Lenexa, Kan., compa- 
ny, Formula One 2.0 lets developers cre- 
ate applications that require complex 
spreadsheet functionality. 

The product provides a link to Visual- 
Tools’ First Impression charting tool and 
includes a calculation engine optimized 
to make spreadsheet applications run 
fast. 

Formula One 2.0 costs $249. 

> VisuaiTools 

(913) 599-6500 


Mercury Interactive Corp. has an- 
nounced LoadRunner/XL and LoadRun- 
ner/RTE, multiuser system and perfor- 
mance testing tools for client/server 
applications. 

According to the Santa Clara, Calif., 
company, the tools give users an accu- 
rate view of an application’s functional- 


| ity and performance under peak load 


conditions. The products can synchro- 
nize multiple user actions to test for data 
integrity. 

LoadRunner/XL tests database serv- 
ers and simulates a large number of cli- 
ents interacting with the server. Load- 
Runner/RTE tests a terminal-based ap- 
plication by creating thousands of termi- 
nal-based virtual users. 

Prices for LoadRunner/XL and Load- 
Runner/RTE start at $30,000. 

> Mercury Interactive 

(408) 987-0100 


Product short 

Stylus Innovation, Inc. has announced 
that Visual Voice, Stylus’ telephony soft- 
ware tool kit, supports IBM’s Mwave 
technology. The product uses Mwave’s 


| telephony and fax capabilities to let us- 


ers build single-line phone applications. 
A Virtual Phone feature simulates phone 
and fax functions during development. 
Cost: $495. Stylus Innovation, Cam- 
bridge, Mass. (617) 621-9545. 
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CTY eeu tar Lm Laclede 


shim is a powerful thing. It can make aa ordinary 
seem extraordinary. It can make products that have 
real Limits seem desirable. And blind you to ones 
that can make you more productive. Hype can keep 
you. from Bo aan ile that Sapiens. Ideo works with 
more platforms Serre rrr than the application 
development products that you keep hearing Pes 
(Platforms from mainframes and minis to Unix and 


Windows. Databases from Oracle and. Sybase’ to 


Informix. Just to name a few.) Hype can make you 

think that something developed to work with what 

you have now is an acceptable Pree ta ae And Rene aoe 

oes forget. how quickly your environment meron aA 
can make you ignore Sapiens Ideo and sell you 
on products with high-priced marketing budgets. 


Hype is like that. 
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So, while the industry struggles to define 
a standard operating environment, we've 

eliminated the need for one. 
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... and all through the land, the nation’s mass retailers are 
calling on IS to help them make the most of this make-or- 
break profit season. More than any other time of the year, it’s 
a period when IS must truly shine. 


By Julia King 


HE FIVE-WEEK HOLIDAY SHOPPING 
season that officially begins the day after 
Thanksgiving can make or break most re- 
tailers. Behind each and every ring of the 
cash register are forecasting, inventory, 
distribution, point-of-sale (POS), credit authoriza- 
tion, even weather-tracking systems to help retail- 
ers make the absolute most of their once-a-year 


megaopportunity in the marketplace. 

For information systems, ‘tis the season of ultrahigh visi- 
bility. Successful systems performance can make for some 
shining moments of efficiency and translate into gold-clad 
examples of high return on IS investments. 

On the other hand, IS is at its most vulnerable. What may 
be a small glitch in June spells major disaster in November 
and December when large department stores, small special- 
ty shops, catalog operations and most other retailers post 
an average 40% of sales and be- 
tween 60% and 70% of annual net 
profits. 

Jim Miller’s anxiety level usual- 
ly starts to rise just after Hallow- 
een. The surge corresponds with 
final preparations for greeting 
ecard manufacturer Hallmark, 
Inc.’s busiest selling season. 

Between late October and Jan. 
1, thc Kansas City, Mo., company will stock and 
continually replenish the racks of some 13,000 
retail outlets with Thanksgiving, Christmas, 
Hanukkah and New Year’s cards from its line 
of some 40,000 different designs. Most orders 
will be generated from POS data, which also 
drives production, distribution and next year’s 
product development. 

“The idea of executing thousands of trans- 
actions on a daily basis, making sense of hun- 
dreds of requests for shipments, manipulating 
data and making sure distribution centers 


_Fercri 


and December, 
most large depart- 
ment stores, small 
specialty shops, 
catalog operations 


Talented IS staff is the key for a successful holiday season, says Rick Kish, 
vice president of information technology at Waldenbooks 


send out what they’re supposed to is what I have the most anxiety 
about,” says Miller, Hallmark’s vice president of information technology. 

For Hickory Farms, Inc.’s former Chief Information Officer Ron Koest- 
ner, the biggest worry during the holiday rush is communications break- 
downs. The $150 million specialty food retailer in Maumee, Ohio, rings 
up more than 80% of its annual sales in November and December. “A 
systems failure during peak season can cost $1 million a day,’ Koestner 
says. 

And at Toys R Us, Inc. in Rochelle Park, N.J., systems that support the 
terminals customers use to sean prices and check electronic gift regis- 
tries are what keep Eileen Gabriel up at night. 
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“We do approximately one-half 
of our business between Thanks- 
giving and Christmas. I lose sleep 
over the systems that directly af- 
fect customers,” says Gabriel, 
vice president of IS for the 1,000- 
store chain. 

“IS is extremely critical to ev- 
ery segment of retail today,” says 
Ken Morris, a partner at Custom- 
er Focused Technologies in Sara- 
sota, Fla., and former vice presi- 
dent of IS at May Department 
Store Co.’s Filene’s division in 
Boston and Lord & Taylor in New 
York. 

“Unless you work in retail, you 
don’t realize what the season 
means,” Morris explains. “MIS 
works like crazy between year’s 
end and Nov. 15 to put in systems 
that sometimes do 75% to 80% of 
retailers’ business in a 30-day 
stretch. Then, during that 30-day 
period, every muscle is exer- 
cised.” 


Making it work 

“The stress level goes up, but we 
take greater pride in meeting our 
deliverables during these six 
weeks than at any other time,” 


To minimize the risk of system disruptions, 
Kmart’s IS places a moratorium on system 
changes between mid-November and Christ- 
mas. Four or five years ago, Carlson says, IS 


- 
he idea of 


executing 
thousands of 
transactions on a 
daily basis, 
making sense of 
hundreds of 
requests for 
shipments, 
manipulating 
data and making 
sure distribution 
centers send out 
what they’re 
supposed to is 
what I have the 
most anxiety 
about.” 


— Jim Miller, 

vice president of 
information technology, 
Hallmark, 


had a “very close call” with disas- 
ter when it made what it thought 
was a small change in some com- 
munications software in the latter 
part of November. 

“Under normal volume consid- 
erations it probably would have 
been almost unnoticed,” Carlson 
says. “But all of a sudden our 
communications infrastructure 
slowed down, and there was an 
alarming increase in backlog of 
communications headed to 
stores. We had three or four days 
of high anxiety. Nobody jumped off 
a building, but we used every 
problem-solving technique and 
resource we had to solve that. 
Those were an exciting few days,” 
he recalls. 

Before the annual 
ums, final market 
testing is performed 
on Kmart’s massive 
sales and order pro- 
cessing systems, 
which conduct hour- 


moratori- 


‘W 
edo 








three hours old. This enables buyers to get hot 
products when and where they’re in demand. 


Let it snow, let it snow... 

Kmart buyers also have the benefit of knowing 
things such as when and where major snow- 
storms are due to hit. Data generated by a long- 
range weather forecasting system enables 
Kmart to better understand the seasonal com- 
ponent of product demand. 

“Weather affects us a huge amount, and 
we're trying to use some advanced weather- 
forecasting techniques to do a better job of pre- 
dicting what weather-related items will sell 
when and where,” Carlson says. Using a third- 
party software package for long-term weather 
forecasting, Kmart has been able to identify 
some weather-related retail paiterns, but work 
in this area has only just begun, he says. 

“If we know that the first two weeks of Sep- 
tember of next year are likely to be rainier than 
those weeks last year in northern Florida, and 
we know that sweaters sell more under those 
conditions, we can do a better job of being in- 
stock on sweaters,” he explains. “As we drive 
technology closer and closer to 
the business, we can actually see 
technology impacting customer 
service.” 

At Hickory Farms, the 17-per- 


ly sweeps of POS da- 
ta from 50,000 store- 
based terminals. 
Reports based on 
current POS data 
mean Kmart’s mer- 
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says David M. Carlson, former se- 
nior vice president of corporate IS we 
at Kmart Corp. in Troy, Mich., who 

now works on special projects for the company. 
Kmart processes an average of 20 million sum- 
mary transactions a day during the holiday 
erunch. On Friday mornings in November and 
December, weekly four-hour sales at 2,300 
stores have been known to increase system 
and network traffic by a factor of 50, Carlson 
says. 


Kansas City, Mo. 


chandise buyers can 
fy aia, replenish hot-selling 

items on a store-by- 
store basis. Bedtime Barbie may 
be a big seller in Boise, Idaho, but 
Saginaw, Mich., shoppers are keen 
on Soft Stuff Potato Heads. During 
the past decade, Carlson says 
Kmart has invested $1 billion in IS 
that allows its buyers to base new 
orders on sales data less than 


approximately 
one-half of our 
business between 
Thanksgiving 
and Christmas. I 
lose sleep over the 
systems that 
directly affect 
customers.” 


— Eileen Gabriel, 
vice president of IS, 
Toys R Us, 

Rochelle Park, N.J. 





moved out. 


ogies. 


whether their size is in stock. 


mated and institutionalized.”’ 


Morris says. 
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Pp OS data that retailers collect during the all-important 
holiday shupping rush remains highly valuable well af- 
ter the last Christmas cards have been marked down and 


“‘The famous black book in retail is the one that every smart, savvy 
salesperson has,” Morris says. ‘‘It has all of their clientele in it. What’s 
happening now is that individual salesperson’s initiative is being auto- 


For the most part, the automated black book systems are date-driven, 


“‘A salesperson can key in next week’s dates and get a listing of phone 
calls for the next week,” Morris explains. Getting data into the system 


2] 


In fact, “‘the real value of information systems is to pro- 
vide alternative selling opportunities when sales are slow,” 
says Ken Morris, a partner at Customer Focused Technol- 


Big ee 


For instance, an application might integrate data such as 
customers’ birth dates with their size, favorite color and 
fabric preferences. When business is slow, sales clerks could place high- 
ly targeted telephone calls to let shoppers know what’s on sale and 


Davio MARSHALL 


son IS team already knows to ex- 
pect their heaviest crunch in the 
two weeks preceding Christmas 
day. That’s because year after 
year, “most people wait until the 
15th or 20th of December [to place 
eatalog orders], then ship over- 
night. We’d ship 3 million gifts ina 
two-week time frame,” Koestner 
says. 

To speed up the delivery pro- 
cess, the company has estab- 
lished electronic links with over- 
night shippers such as Airborne 
Express in Seattle. Hickory Farms 
also sends shipments via FedEx 
Corp. 
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The Gift That Keeps On Giving 


Once mass retailers survive the hectic holidays, the data they have collected during that 
period is a major manufacturing and marketing tool for the remainder of the year 


during the holidays is especially important because of the 
huge volume of information that can be accrued during this 
period. More shoppers means more data, which in turn 
means more telephone calls that can be made during lulls 
in business over the rest of the year. 

Filene’s, where Morris formerly served as vice president 
of IS, began its automation efforts in 1986. He says other 
frontrunners to have developed systems in the last few 
years include combination catalog/store-based retailers 
such as J. Crew in New York and The Talbots in Hingham, 


key customer preferences. 


Mass. By integrating information about customers who shop both by cat- 
alog and in stores, these companies have been successful in identifying 


Now, Morris says, other IS organizations in the industry — driven by 
cutthroat competition and increasing pressure to show return on {S in- 
vestments — are beginning to step up their efforts in this area. Several 
specialty store clients are now in the process of automating their black 
book function, he says. 

The bottom line, Morris adds, is that all retailers must know their indi- 
vidual customers and know them well if they want to be around for the 
next holiday season. —Julia King 
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Transaction Processing Performance Council 
(TPC™) recently posted a record 1,649 
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of our Model 3575 servers running AT&T 
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In the dizzying world of client/server, 
that could make all the difference. Between 


a solution that saves you a bundle. Or one 
that costs you sleep. 








#1 in medium-scale system sales. 


We're not only the leader in server 
price/performance and reliability. 

According to IDC, we're also the leader 
in medium-scale Unix system sales? With 
163% growth last year alone. 





MEDIUM-SCALE UNIX SYSTEM MARKET SHARE 
AUS Bore einem eas 
HP 10.2% 
Sequent 8.6% 
Data General 7.1% 
SIM Genel alike 


IBM 64% 





Call us at 1 800 421-7942. 


So if youre planning to move to a 
distributed environment, give us a call. 

We'll send you our free Server Information 
Kit. With magazine excerpts and consultant 
reports. 

And make sure you put us on your short list. 

Youll be in good company. 





'TPC-A Benchmark Tests, July 1994. TPC-A, tps-A and TPC are trademarks 
of the Transaction Processing Performance Council. 

“UNIX Leapfrogs in Commercial Availability” ©1994 DH. Brown Associates, Inc. 

“Unix Systems Market, 1993-1998” ©1994 International Data Corporation. 

© 1994 AT&T Global Information Solutions. All Rights Reserved. 


a 


USE 


Now that NCR and AT&T are one, computing and communications have 
come together to help you get, move, and use information. 


Afal 


Global Information 
Solutions 








96 ComPUTERWORLD 


Management 








Christmas: 


CONTINUED FROM PAGE 92 


Hickory Farms uses a system provided by Air- 
borne to print Airborne labels and bar codes. As 
Hickory Farms scans packages, the system 
passes weights, electronic manifests and other 
information right into Airborne’s systems so 
Airborne knows what it has coming 
and can plan flights, Koestner ex- 
plains. 

For the first time this year, the lo- 
cal U.S. post office in Maumee will al- 
so receive Hickory Farms’ shipping 
manifests electronically. 

“We talked the post office into buy- 
ing a new system so they could re- 
ceive data electronically,” Koestner 
says. “In years past, a couple of peo- 
ple from the post office validated 
shipments [manually] as things 
went on the truck. I doubt they'll 
have near as much validating now.” 

In addition to its catalog business, 
Hickory Farms also sells its line of 
fruits, nuts, chocolates and other 
food items through 700 seasonal 
“center court” stores. Set up in malls 
and other shopping centers during the holiday 
shopping crunch, the outlets use cash registers 
rather than electronic POS terminals. Informa- 
tion about what’s selling is not available in sum- 
mary form on a daily basis as is the case with 
information from permanent stores 

Another stress point for Hickory Farms dur- 
ing the holidays is the payroll system. Seasonal 
stores mean an upturn in employees, which in 
turn mean additional payroll transactions, 
Koestner says. The company could cut 10,000 
payroll checks in a week during the season, as 
opposed to a week in May or June when it cuts 
100 fewer checks. 

Eventually, Hickory Farms intends to have on- 
line POS data available from its seasonal stores. 
But for now, POS data from its approximately 
150 permanent outlets and demand forecasts 
will continue to drive the company’s July 
through October production schedule. This in- 
formation will also drive product shipments 


Demands of the season 


Kmart processes an average of 20 million 
summary transactions a day during the 
holiday crunch. On Friday mornings in 

November and December, weekly four-hour 

sales at 2,300 stores have been known to 

increase system and network traffic by a 

factor of 50. 


Kmart 


Sears 


Get it while it’s hol 
During the past decade, Kmart has invested 
$1. billion in 1S that allows its buyers to base 
orders on sales data that is less than three 
hours old. This enables buyers to get hot 
products when and where they're in demand. 
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High anxiety 


Company 


Halimark 


Hickory Farms 


Toys R Us 
Waldenbooks 


Source: Company |S executives 


from 40 warehouses nationwide. For the last 
three years, all of this data has been processed 
by Advantis, a Dallas outsourcing company. 

One of the retailer’s weakest links has been 
having its mainframe in Dallas when its head- 
quarters is in the Toledo, Ohio, area, Koestner 
says. To strengthen that link, it has taken an ex- 
tra-cautious approach to data communications. 

“We'd have one line to [Advantis] during the 
regular year. During the season, we'd have three 


iteteetite titel pte) Outlets 


Greeting cards 13,000 


(40,000 designs) 
Specialty foods 


Discount retailer 2,300 


Mass retailer 1,000+ 


Toys/Clothing 1,000 


Books 


lines from three different cities 
connected separately through the 
Dallas/Fort Worth area, so if a tele- 
phone substation goes down, we'd 
still have access,” he says. 

Two years ago, Koestner says he 
had a close call when an MCI Com- 
munications Corp. line was acci- 
dentally cut somewhere outside of 
Hickory Farms. “It was a critical 
situation, but not quite as bad as it 
could have been. We switched to a 
firm in Denver to take orders, but 
we weren’t on-line.” 

Additional outbound telecom- 
munications lines are also a part of 
Chicago-based Sears, Roebuck 
and Co.’s seasonal IS strategy. In 
many markets, Sears guarantees 
next-day delivery of appliances 
and other items ordered before 5 
p.m. The process behind that prom- 
ise involves Sears personnel call- 
ing customers the night before to 
verify information on the 25,000 
daily deliveries the company may 
make in the weeks leading up to 
Christmas. 

However, a far bigger challenge 
for IS is keeping the company’s 
price management and credit au- 
thorization systems up and run- 
ning smoothly. This is especially 
tough on special sale nights when 
overall transaction volume can in- 
crease fivefold. 

“We carry over 1 million items at over 1,000 
locations. Keeping price files up to date can in- 
volve making up to $1 billion in price changes on 
asale night,” says CIO Joe Smialowski. 

To support the high volumes, Sears has in- 
creased its mainframe computing power to 
roughly 2,000 MIPS. At stores, DOS-based POS 
terminals are linked to two IBM PS/2 processors. 
The company also operates more than 150 Unix- 
based application servers, which are scattered 
across distribution sites and Sears’ three main 
computer centers in Schaumburg, Ill, Dallas 
and Columbus, Ohio. 


150 permanent 
700 seasonal 


“ll 
nless you 


work in retail, 
you don’t realize 
what the season 
means. MIS 
works like crazy 
between year’s 
end and Nov. 15 
to put in systems 
that sometimes 
do 75% to 80% of 
retailers’ 
business in a 30- 
day stretch. 
Then, during 
that 30-day 
period, every 
muscle is 
exercised.” 


— Ken Morris, 
partner at Customer 
Focused Technologies, 
Sarasota, Fla. 


Sears, similar to most other retailers, builds 
its systems expressly with the high-volume 
Christmas season in mind. “We formally go 
through stress testing to verify that we can sup- 
port upcoming volume estimates.” Smialowski 
says. 

Given the diverse high-volume computing en- 
vironment, “there are so many things that could 
happen,” Smialowski acknowledges. 

Price changes also are a major issue at Wal- 


For many retailers and mass merchandisers, the holiday 
season puts IS to the ultimate test of efficiency and 
endurance. The stakes can be staggering. 


IS challenge 


Thousands of daily transactions 


80% of annual sales and 3 million 
transactions in two weeks 


20 million daily transactions 
50,000 POS terminals 


25,000 daily deliveries 
50% of annual sales 
New POS system 


denbooks, Inc. in Stamford, Conn., 
which operates about 1,200 retail 
outlets nationwide. 

Shelf space is at an all-time pre- 
mium at the 3,000-sq.-ft. stores, es- 
pecially during the holidays. “So 
whenever books take off that you 
don’t expect to, or books die, you 
have to get them on or off the 
shelves very quickly,’ says Rick 
Kish, vice president of information 
technology. 

This year, store staffers will be 
using a new inventory system that 
incorporates laser data terminals 
(LDT) to speed the markdown pro- 
cess as well as several other inven- 
tory-related functions. The system 
was developed specifically with 
this year’s holiday rush in mind. 
Work on it began just after last 
year’s holiday rush was over. 

Before the system was fully 
rolled out in September, store 
clerks manually changed prices on 
individual books, based on twice- 
monthly, paper-based summary re- 
ports from corporate headquar- 
ters. The process was tedious and 
time-consuming, taking one clerk 
an average of 12 to 14 hours at each 
store. 

The LDT system, by contrast, 
downloads price changes from 
ee Stamford directly to a store-based 

PC and handheld scanning device. 
It allows clerks to simply sean books to change 
prices. 

Is Kish apprehensive about the system’s first 
holiday workout, which begins in just a few 
weeks? 

“We [in IS] have been through the fire now a 
number of times,” Kish says. “If you have talent- 
ed systems people, it makes all the difference in 
the world. I don’t have any major fears goinginto 
Christmas because we've pulled it out before.” & 


King is Computerworld’s senior editor, Mid-Atlantic bu- 
reau. 
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On the first day of Christmas, my manager gave to me... 


SEVERAL NEW BOOKS THAT CAN SOLVE THE PROBLEM OF WHAT TO GET 
THAT HARD-TO-SHOP-FOR TECHIE 


By Candee Wilde 





f nformation systems employees looking 
for some good books to curl up with ona 
long winter’s night have several new titles 
from which te choose. 

From client/server to consulting, virtu- 
al reality to the cartoon world of Dilbert 
and Dogbert, the variety of new book offer- 
ings is guaranteed to offer something for 
even the most hard-to-please techie and 
manager. 

So if the holidays hold promise of some 
quality reading time, here are select of- 
ferings that can help round out your holi- 
day wish list. 


How to be a Successful 
Computer Consultant 


(Third Edition) 
BY ALAN R. SIMON 


Ready to share tidings 
of computer comfort 
and joy with others? Do 
you feel stifled in your 
corporate IS environ- 
ment or anxious you'll 
find a pink slip in your 
Christmas stocking? If so, your guiding 
star could be beckoning you toward the 
path of computer consulting, and this 
book can help show you the way. 

From naming a new practice to devel- 
oping services, finding clients and set- 
ting fees, How to be a Successful Com- 
puter Consultant can help would-be 
entrepreneurs avoid some of the com- 
mon pitfalls that threaten a new enter- 
prise. Essential small business skills, 
such as financial record keeping and 
time management, are covered in detail. 

Alan R. Simon has completely revised 
this handbook, first published in 1980, to 
cover new technology and changing mar- 
ket conditions. New material covers ex- 
panding the existing enterprise, net- 
working standards, open _ systems, 
working in client/server environments 
and using object-oriented technology. 

The chapter on preparing a business 
plan is well organized and will help tech- 
nical specialists through potentially un- 
familiar terrain such as market research 
and analysis, evaluating risks and seek- 
ing financing. All in all, this book could 
be the perfect gift for the IS whiz who is 
ready to sally forth and test the consult- 
ing waters. 


(New York: 
McGraw-Hill, 
Ine., $19.95, 
267 pages) 


The Virtual Reality Primer 


BY L. CASEY LARUANI 


The problem with 
getting a grasp on 
virtual reality tech- 
nology is learning to 
distinguish what is 
real and what is vir- 
tual in the field itself. 
But don’t fret. L. Ca- 
sey Larijani guides 
you through this Roger Rabbit mix of 
what is and what could never be. 

And this is no expose on Mommy kiss- 
ing Santa Claus. Larijani has taken a 
hard look at howvirtual reality can be ap- 
plied in such fields as medicine, architec- 
ture, entertainment, manufacturing and 
education. 

The author begins by describing the 
converging computer technologies that 
are creating ‘a cartoon world you can 
get into.” But the potential of virtual re- 
ality is still very unclear, she says. While 
France, Germany and Japan have all 
made resources available for virtual re- 
ality research, developers are having a 
difficult time securing research money 
and government support in the U.S. 


MIS Manager's Appraisal Guide: 
Practical Guidelines and Forms 
for Evaluating and Appraising 


Your MIS Staff 


BY LOCKWOOD LYON AND 
FRED GLUCKSON 


(New York: 
Hill, Ine., 


74 pages) 


Ir conducting year- 
end performance ap- 
praisals makes you 
feel like Scrooge, a 
copy of this book might 
restore some holiday 
cheer. 

Lockwood Lyon and 
Fred Gluckson have written a guide to 
help IS managers evaluate the Bob 
Cratchets in their charge. But to judge 
their performance, managers must first 
understand exactly what their employ- 
ees do. Bah, humbug, you say? Don’t 
scoff. As systems become more special- 
ized and complex, this dilemma arises 
with surprising frequency. 

Lyon and Gluckson have therefore 
composed a practical, detailed and wide- 
ranging guide to help managers over- 
come this problem and conduct useful 
employee evaluations. 

Their advice: Base what employees get 


(New York: 
McGraw-Hill, Inc., 
$39.95, 290 pages) 


on what you see. Concentrate on observ- 
able and measurable activities rather 
than more general qualities, such as de- 
pendability, attitude or devotion. 

And beware the temptation to combine 
the spirit of Christmas past with the spir- 
it of Christmas presents. The authors 
warn that the common practice of lump- 
ing the appraisal and discussions of rais- 
es and bonuses together is a mistake. 

“The performance appraisal is a time 
for discussion of job effectiveness, not fi- 
nancial reward,” they say. 


Shave the Whales 


BY SCOTT ADAMS 


Ir you're con- 
vineed your boss 
is really The 
Grinch Who Stole 
Christmas, you'll 
no doubt want to 
get a copy of Scott 
Adams’ Shave the Whales. Whether 
you're an IS executive, a midlevel man- 
ager or a systems analyst, you're sure to 
find yourself represented in the pages of 
this latest Dilbert and Dogbert offering. 

Dilbert comic panels have quickly be- 
come the cubicle decor of choice among 
IS professionals, and Adams continues 
his irreverent look at techies and tech- 
nology in his fourth Dilbert book. Shave 
the Whales reprints many of the more 
popular strips from the Dilbert series 
while offering many new episodes. 

This selection provides a wonderful 
change of pace from the serious business 
titles on the wish list and is a must-read 
for IS managers who want to know how 
their staffers really view them. 


(Kansas City, Mo.: An- 
drews and McMeel, $8.95 
paperback, 128 pages) 


BY GARY HEIL, TOM PARKER 
AND RICK TATE 


Don’t look for a her- 
ald angel to show you 
the way to competi- 
tive advantage — 
you'll quickly discov- 
er there is no single 
path to success. 

Many have chosen 
to follow well-worn paths, discovering 
too late that they’ve gone the wrong way, 
say authors Gary Heil, Tom Parker and 
Rick Tate in Leadership and the Cus- 
tomer Revolution. The solution is to 
completely revolutionize your approach 


Gay Hen 
Tow Pannen Hes Tate 


(New York: Van 
Nostrand Reinhold, 
$24.95, 256 pages) 


COMPUTERWORLD 


to your customers. Anything less will 
lead to competitive failure. 

Organizational structures — and how 
and why they can be changed — are the 
focus of the early chapters of the book, 
followed by a general analysis of custom- 
er needs. The final section of the book 
concentrates on managing people in are- 
structured, but not necessarily down- 
sized, organization. 

The authors decry downsizing as a 
flawed, short-term strategy. Their view: 
It bleeds vitality from an organization at 
a time when imagination and foresight 
are needed most. 


Competing for the Future: 
Breakthrough Strategies for 
Seizing Control of Your Industry and 
Creating the Markets of Tomorrow 


BY GARY HAMEL AND 
C. K. PRAHALAD 


GARY HAMEL 
C.K. PRAHALAD 


Many successful com- 
panies have had long- 
range visions come to 
them upon a midnight 
clear. And _ they've 
shared the wondrous 
joy with their employ- 
ees at all levels. The 
real challenge is tak- 
ing the next evolution- 
ary step and shaping 
the future to their ad- 
vantage. 

That is the conclusion drawn by au- 
thors Gary Hamel, professor of strategic 
and business management at the London 
Business School, and C. K. Prahalad, pro- 
fessor of business administration, cor- 
porate strategy and international busi- 
ness at the University of Michigan’s 
graduate business school, in their new 
book, Competing for the Future. 

In more than 17 years of working to- 
gether as consultants, the authors have 
found that managers of highly successful 
companies “often referred to amazingly 
ambitious goals — goals that stretched 
far beyond the temporal bounds of typi- 
cal strategic ‘plans.’” To achieve their 
goals, these companies often reshaped 
the “rules of engagement” for competi- 
tion in their market to create some new 
advantage for their company’s skills and 
products. 

Competing for the Future can be 
used, the authors say, as a “handbook for 
those who believe the best way to win is 
to rewrite the rules.” 4 


(Cambridge, 
Vass.: Harvard 
Business School 
Press, $24.95, 336 
pages) 


Wilde is a free-lance writer in Easton, Conn. 
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Networks 


a 


Weve created an original. 


There’s never been an internetworking 
company like it. SynOptics® and Wellfleet® have 


joined forces to create the one company that can 


take you into the era of switched internetworking. 
We're called Bay Networks™ And we've 
combined the strengths of two industry leaders — 
Wellfleet’s expertise in WANs and routers, and 
SynOptics’ leadership in switching and hubs, plus 
our common strength in network management. 


Together, we offer the most comprehensive 


line of networking products available today. 
And the vision and capability to help you migrate 
to the future of switched internetworking. In 
fact, we're already developing new products 
that will provide the high-performance, highly- 
available, easily-managed networks you need to 
remain competitive. 

So call 1-800-8-BAYNET for an introductory 
kit to this unique company. Bay Networks. Nobody 


brings more to the picture. 


___, Bay Networks __ 


The Merged Company of SynOptics and Wellfleet 
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Calendar 


JAN. 15-21 





First Annual Mobile Comm: nications ’95 Confer- 
ence. Dallas, Jan. 16-18 — The conference 
will address North American, European and 
Pacific Rim regions, marketing strategies 
used in these regions and regulatory and legis- 


lative matters aimed at mobile equipment ven- 


dors and service providers. Contact: Frost & 
Sullivan, Inc., Santa Clarita, Calif. (800) 256- 
1076. 


1995 Usenix Technical on Advanced Computing 
Systems. New Orleans, Jan. 16-20 — Contact: 
Usenix Association, Berkeley, Calif. (510) 528- 
8649. 





SoftExpo ’95. San Jose, Calif., Jan. 17-19 — The 
conference will focus on business and technical 
issues facing software firms. Sessions include 
product development, marketing and sales, 
technical support, customer service, transla- 
tion or “localization,” finance, packaging and 
manufacturing. Contact: Mark Cramer, Expo- 
masters, Englewood, Calif. (303) 771-2000. 


Mobile Outlook on Communications and Comput- 
ing. Atlanta, Jan. 18-20 — The three-day confer- 
ence will focus on how to integrate mobile sys- 





announce the arrival of COMPUTERWORLD CD. 
Now, all the valuable information that you rely 

on every week is available through the exciting 
technology of CD-ROM. Just think, four years 

of COMPUTERWORLD at your fingertips...no 
more piles of back issues in the corner, no more 
frantic searches through pages of newsprint . . . 
years of COMPUTERWORLD ready for searching, 
analyzing, cross-indexing and competitive analysis. 


Here's What You Get When You Subscribe 
© Over four years worth of full text 
articles from COMPUTERWORLD. 


Selected graphics from each issue 
showing industry trends, product 


comparisons and more. 


Articles from COMPUTERWORLD’s 


annual Premier 100 and 
Computer Careers magazines. 
Detailed information from the 
Premier 100 — data about IS 


budgets, profit growth, total scores 
and company highlights about all 


the Premier 100 companies. 
Over five years worth of articles 


from the Journal of Information 
Systems Education, published by 
DPMA’ Special Interest Group on 


Education (EDSIG). 


Annual subscription includes four 


discs updated quarterly. 


SETA 


COMPUTERWORLD 


COMPUTERWORLD CD Helps You: 


Search comprehensive product 
and vendor information quickly. 
Follow critical technology trends. 
Analyze top company IS profiles. 
Execute key word searches on 
any topic in seconds. 
e Eliminate mass paper storage. 
COMPUTERWORLD CD operates 
on PC (DOS and OS/2), Mac, 
and Windows environments. 
Subscribe today and become a 
charter subscriber for just $295. 
You save $100 off the regular 
annual subscription rate of $395. 
Don’t miss this opportunity to have 
quick access to the most powerful 
news source on information systems. 
To order call: 


1(800)285-3821 


Emerging Technology Applications 
Attn. Sales Department 
111 Speen Street, Framingham, MA 01701 
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Announcing COMPUTERWORLD CD 


al! 


What users like about 
COMPUTERWORLD CD: 


“It can look up products and 
company names...indispensable.” 


“.. finds product information and 
client information quickly.” 


“.. full base text, good graphical 
start for each article.” 


“Can search across multiple issues 
and find the thing I’m looking for. 
Makes life easier.” 


“The sheer volume of what's in it. 
Easy access without having to go 
to a library service.” 


“It has information not found on 
Computer Select.” 


Source: Survey of COMPUTERWORLD CD 
subscribers, May 1993. 





All trademarks are property of their respective owners. 
CD/12-5 


tems into a fixed computing environment, how 
much of what is now in place must change to 
permit remote access, how and when to make 
required hardware and software modifications 
and why some promising pilot programs suc- 
ceed while others fail. Contact: David A. Kamin- 
er, Kotch & Poliak, Inc., New York, N.Y. (212) 486- 
6186. 


JAN. 22-28 





ComNet ’95 Conference & Exposition. Washing- 
ton, Jan. 23-26 — Products and technologies to 
be exhibited on the show floor will include the 
following: internetworking hubs, bridges, rout- 
ers, gateways, modems, network applications, 
databases, private branch exchange-to- 
computer applications, multimedia, videocon- 
ferencing, LANs, servers, adapters, wiring, 
backup and network services, local and long- 
distance services, mobile computing, portable 
and handheld computers, client software, wire- 
less data services, network management and 
security. Contact: IDG World Expo, Framing- 
ham, Mass. (508) 879-6700. 


JAN. 29-FEB. 4 





Special Libraries Association 1995 Winter Educa- 
tion Conference: Managing Information Technol- 
ogy. Raleigh, N.C., Jan. 29-31 — Contact: Spe- 
cial Libraries Association, Washington, D.C. 
(202) 234-4700. 


Second Annual Display Manufacturing Technol- 
ogy Conference. Santa Clara, Calif., Jan. 31- 
Feb. 2 — Contact: Mark Goldfarb, Palisades In- 
stitute for Research Services, 
(800) 787-7477. 


Arlington, Va. 


FEB. 5-11 





Demo ’95. Palm Springs, Calif., Feb. 5-8 — The 
conference will include product demonstra- 
tions, product premieres, head-to-head product 
showdowns, sneak previews and technical re- 
views. Contact: InfoWorld Editorial Events, San 
Mateo, Calif. (800) 633-4312. 


Fourth Annual AS/400 Operations Automation 
User Conference. Phoenix, Feb.6-9 — Contact: 
Help/Systems, Inc., Minnetonka, Minn. (612) 
933-0609. 


Process for Building an Effective Process Manage- 
ment and Standards Program. Orlando, Fla., Feb. 
6-9 — Contact: Quality Assurance Institute, Or- 
lando, Fla. (407) 363-1111. 


Decorum ’95 Conference. La Jolla, Calif., Feb. 7-9 
— The conference will feature several speakers 
and sessions in client/server, mission-critical 
deployments in the enterprise. Elaine Wolf, 
Transare Corp., Pittsburgh, Pa. (412) 338-4400. 


Conceppts ’95: The Prepublishing Conference 
and Exhibition. Orlando, Fla., Feb. 8-11 — The 
conference will offer digital prepublishing 
technology users a program of 63 seminars 
plus a variety of special sessions. Contact: 
Graphic Arts Show Co., Reston, Va. (703) 264- 
7200. 


FEB. 26-MARCH 4 





SAC’95: 1995 Symposium on Applied Computing. 
Nashville, Feb. 26-28 — Contact: Jim Hightower, 
Association for Computing Machinery, Clare- 
mont, Calif. (909) 624-8902. 





The CW Guide to PC Support 











a, 


laa SS 
SUNT MELE 


our users are trying to deliver critical datatoa 
client that could mean millions of dollars in rev- 
enue, and they can’t get their PCs to work. Your 
only hope is your PC support hot line. Murphy’s 
Law would dictate that a) The support person 
you've reached doesn’t understand the software 
package you're using; b) The support person has 
no idea what your company does and howit re- 
lates to the problem you're having; or c) Your support 
vendor has vanished into thin air, with telephone lines 
already disconnected. 

Could it happen to you? Yes, according to Dataquest, 
Inc. consultants. The technical support landscape is 
dotted with large competitors and smaller, very ag- 
gressive newcomers. Some are strongly forging ahead, 
some are merging, and others are just plain going out 
of business. 

What does this mean to you? Ask yourself three cru- 
cial questions before you make your vendor selection: 
@ How secure is the vendor? 

@ How much does the vendor know, technically or 
otherwise? 
@ What added business value can it offer? 

In three sections on the following pages, Dataquest 
consultants Robert Johnson (software) and Stephen 
Clancy (hardware) analyze what you should know 
when evaluating third-party PC support providers. 

Users in each section tell their war stories and ex- 
plain why they picked the vendors they are using. 

Check it out. This report might save your company 
millions of dollars — or maybe just save you and your 
users countless hours of frustration. 


Who should 
you call for 


PC technical 
support? 


There are more choices than 
ever before. But watch out - 
you can risk your business 
with an untested vendor. 
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How secure is your vendor? 


SOFTWARE 


Here today, here to- 
morrow? You'd bet- 
ter hope so. The 
most important 
question you 
should put to the 
test when selecting 
a third-party PC 
software vendoris: How secure are 
they? Checking the candidate’s fi- 
nancing, staff levels, investment ca- 
pabilities, management vision and 
shared objectives could save you a lot 
of time — which means money — in 
the longrun. 

The outsourcing market is a mix of 
very large competitors and smaller, 
aggressive newcomers. Last year 
alone, the average call volume han- 
died by each third-party support pro- 
vider grew from about 500,000 calls to 
more than 1.2 million. 

Asin any red-hot market, third-par- 
ty software support will eventually 
cool off. When it does, some firms will 
survive while others will close or be 
acquired by other market players. 

Some casualties this year: Abacus 
Global Support and International 
CompuAnswer both ceased opera- 
tions. Imagine the fire drill their cus- 
tomers faced trying to meet their im- 
mediate support needs. One customer 
in the middle of a major upgrade di- 
aled its vendor’s support number, but 


no one picked up the phone. 
Acquisition activity also adds an el- 
ement of uncertainty. Competitor con- 
solidation such as Sykes Enterprises 
with Computer Hand Holding and 
Keane, Inc. with Abacus will continue 
and may accelerate next year. Con- 
solidation may not be bad for your 
business relationship and in some 
cases offers enhanced service deliv- 
ery, more resources and better op- 
tions. But any change causes some 
apprehension and is distracting. 


Johnson is associate director of software 
services research at Dataquest, Inc. in Fra- 
mingham, Mass. 


WHY YOU SHOULD OUTSOURCE 


The benefits of outsourcing your 
software support to a third party 
are clear: 


© Support delivery can be enhanced 

© Costs can be reduced 

© Quality of answers to questions, 
especially the more complex, 
multiproduct variety, improves 

© Time will be freed up from 
researching technical solutions 








You’re in busi- 
ness for the 
long haul, and 
you want a 
technical sup- 
port provider 
that’s going to 


USER 


PROFILE #:.:« 


by paul karon whole way. But 


the explosion of third-party support 
businesses has added a dangerous wild 
card to the game. 

Sure, start-ups are an important part 
of any industry — the newer companies 
are often hungry, ready to serve the cus- 
tomer and full of fresh ideas and talent. 
But they can also be a risky investment 
compared with the veteran vendors 


PICKING THE RIGHT COMPAN 
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that have already demonstrated staying 
power. 

For Lou Canale, director of customer 
and technical services at Government 
Technology Services, Inc. in Chantilly, 
Va., Viability is critical. As a provider of 
office automation equipment and ser- 
vices to government organizations, Gov- 
ernment Technology Services has re- 
sponsibilities worldwide. The company 
needs a support vendor it can depend on 
—a vendor that can service distant geo- 
graphical sites and whose technical 
background won't restrict Government 
Technology Services. 

“The services we need range from ba- 
sic hardware repair to network installa- 
tion, services and customization,” Ca- 


nale says. “So we need a support compa- 
ny that’s very broad in skills. We were 
looking for companies that were already 
established and had a worldwide organi- 
zation in place,” he says. 

These are some of the main reasons 
Canale and his colleagues have retained 
IBM’s software and hardware support 
services. 

However, for the user, the question of 
avendor’s viability is more than a simple 
matter of survival as a company; it’s also 
a question of the manner in which the 
company chooses to move forward and 
mature as an organization. 

Does your vendor have a long-term 
view of its future and the future of the 
computer industry, and do those views 

match yours? 

“We're looking for strategic re- 
lations with our support vendors,” 
Canale says. “We need an organi- 


zation that will not only meet our exist- 
ing needs but will expand with us as we 
develop and change.” a 

— Guide continues on page 105 


Karon is a free-lance writer in Los Angeles. 
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The Toshiba T4700CT 


notebook so 
breaks the 


Pushing 
aero: nvelope 


The Toshiba T4700CT can run your most intense applications or even help you run a presentation. With its 
SL Enhanced i486"DX2 50MHz processor, it easily handles graphics-rich programs. The built-in multimedia 
capabilities let you create and give breakthrough presentations anywhere, all on Toshiba’s stunning color 
active matrix screen. With so much going for it, buying a 14700CT notebook is a very sound decision. 

For a Toshiba dealer near you, call 1-800-457-7777. 


Incredible Sound: = %e — you'll ever . Two separate A multimedia 

An integrated sound The optional Desk Station IV, PCMCIA slots: roadshow: Headphone 
system and built-in = you instantly connect to your A 16mm and a or external speaker port 
speaker let you network, printer, VGA monitor, 5mm slot are your and microphone jacks 
enjoy fantastic sound mouse, and full-size » keys to expansion, make the T4700CT 
whenever you want. keyboard. Bs —for modems, perfect for 


storage and more. presentations. 


T4700CT FEATURES: * VL local-bus video ¢ BallPoint™ mouse with QuickPort™ 

¢ S0MHz SL Enhanced i486™DX2 * Integrated graphics accelerator * MaxTime™ Power Management system 

© 9.5” dia. color TFT-LCD active matrix display  * Built-in microphone ¢ LCD status icon bar 

© 256 simultaneous SVGA colors at ¢ WAV Audio capabilities ¢ DOS™, Windows™, and Windows Sound 
640x480 resolution * Audio jacks: headphone/speaker, microphone System™ software pre-installed 

© 320/200MB HDD ¢ NiMH — for extended life «Toshiba Technical Support line: 

¢ 8MB RAM expandable to 24MB * QuickCharge battery recharge system 7 days a week, 24 hours aday 

¢ Two PCMCIA slots (16mm and 5mm) 3.5" 1 44MB floppy disk drive 


In Touch with Tomorrow 


TOSHIBA 


© 1994 Toshiba America Information Systems, Inc. The Intel Inside logo is a trademark of Intel Corporation. All products indicated by trademark symbols are trademarked and/or registered by their r 
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PROVE HER RIGHT. Call 1-800-829-4143 now for your free Windows World Open Entry Kit. 
custom application. Display your ingenuity for creating an 


Blow the judges away with your Microsofte Windows 
application that’s streamlining the way your corporation or organization does business. Get showered with recognition 


from your peers. Participate in an awards ceremony featuring Bill Gates and other industry luminaries. Then call home 
and tell mom thanks for keeping the faith. Find out more by calling for your free Entry Kit today. 
But hurry, the entry deadline is January 23, 1995. 


44 WINDOWS WORLD OPEN 


COMPUTERWORLD’S CUSTOM APPLICATION CONTEST 


THE 
COMPUTERWORLD Microsoft? §—_[)(|Nitarace 
GROUP 


REALTOR NEWS 


Windows World Open is held at WINDOWS WORLD in Atlanta, April 24-27, 1995 


All other trademarks are the property of their respective owners 


The Windows World Open Entry Kit contains all details and rules for this contest. Contest is void where prohibited by law. No purchase necessary. Computerworld, Inc. is an IDG Company. Windows, Windows World and the Windows logo are 


‘orld and the Windows logo are used by INTERFACE GROUP - NEVADA, Inc. under license from Microsoft 


rademarks of Microsoft Corporation. Windows 





Fill it out. Fax it in. Ba 
51 issues for only $48. Onl 439.95 | 


FAX NO. 614-382-1058 


Yes, | want to receive my own copy of COMPUTERWORLD each week. | accept your offer of 
$39.95* per year - a savings of $8.00 off the basic subscription price. Plus, I'll also receive the 
new 94-95 COMPUTERWORLD Salary Survey FREE just for trying COMPUTERWORLD. 


P/Code 98 


First Name Last Name 


Ho 


res 


a lactase Arion 
Address State Zip editio 
Address Shown: Home Business New 4 Renew Basic Rate: $48 per year 
* U.S. Only. Canada $95, Mexico, Central/South America $150, Europe $295, all other countries $295. Foreign orders must be prepaid in U.S. dollars 


Please complete the questions below to qualify for this special rate. 


1. BUSINESS/ANDUSTRY (Circle one) 2. TITLE/FUNCTION (Circle one) 
10. Manufacturer (other than computer) IS/MIS/DP MANAGEMENT 51. Sales & Mktg. Management 
20. Finance/Insurance/Real Estate Chief Information Officer/Vice President/ Asst. VP Medical, Legal, Accounting Management 
30. Medical/Law/Education IS/MIS/DP Management HER PROFESSIONAL MANAGEMENT 
40. Wholesale/Retail/Trade Dir/Mgr. MIS Services, Information Center 80. Information Centers/Libraries, Educators, Journalists, 
50. Business Service (except DP) Dir./Mgr. Network Sys., Data/Tele. Comm Students 
60. Government - State/Federal/Local LAN Mgr. /PC Mgr., Tech Planning, Admin. Services 90. Other Titled Personnel 
65. Communications Systems/Public Utilities/ Dir./Mgr. Sys. Development, Sys. Architecture 3. Do you use, evaluate, specify, recommend, purchase 


DEPARTMENTAL MANAGEMENT 


70. 
80. 


85. 


Transportation 31. Programming Management, Software Developers 


Mining/Construction/PetroleunvRefining/Agric 
Manufacturer of Computers, Computer-Related 
Systems or Peripherals 

Systems Integrators, VARs, Computer Service 


41. Engineering, Scientific, R&D, Tech. Management 
60. Sys. Integrators/VARs/Consulting Management 
CORPORATE MANAGEMENT 


(Circle ail that apply) 

Operating Systems 

(a) Solaris e) Mac OS 

(b) Netware (f) Windows NT 


11. President, Owner/Partner, General Manager (c) OS/2 (g) Windows 

Bureaus, Software Planning & Consulting Services 12. Vice President, Asst. VP (d) Unix (h) NeXTstep 

90. Computer/Peripheral Dealer/Dist/ Retailer 13. Treasurer, Controller, Financial Officer § ‘“ 
95. Other App. Development Products 3 Yes 


C TE L Networking Products Yes 


Please Spectty 


Sciam i ee ee 


51 issues for only $48. 
‘AX NO. 614-382-1058 On 


Yes, | want to receive my own copy of COMPUTERWORLD each week. | accept your offer of sweerewone | Salary and + 
$39.95* per year - a savings of $8.00 off the basic subscription price. Plus, I'll also receive the 


new '94-'95 COMPUTERWORLD Salary Survey FREE just for trying COMPUTERWORLD. 


P/Code 98 


First Name 


Address 


Last Name 


State Zip 


Address Shown: Home UBusiness INew Renew Basic Rate:$48 per year 
* U.S. Only. Canada $95, Mexico, Central/South America $150, Europe $295, all other countries $295. Foreign orders must be prepaid in U.S. dollars 


Please complete the questions below to qualify for this special rate. 
1. BUSINESS/INDUSTRY (Circle one) 


10. 
20. 
30. 
40. 
50. 
60. 
65. 


70. 
80. 


85. 


90. 
95. 


Manufacturer (other than computer) 
Finance/Insurance/Real Estate 
Medical/Law/Education 
Wholesale/Retail/Trade 

Business Service (except DP) 

Government - State/Federal/Local 
Communications Systems/Public Utilities/ 
Transportation 
Mining/Construction/Petroleur/Refining/Agric. 
Manufacturer of Computers, Computer-Related 
Systems or Peripherals 

Systems Integrators, VARs, Computer Service 
Bureaus, Software Planning & Consulting Services 
Computer/Peripheral Dealer/Dist./ Retailer 
Other. 


(Please Specity 


2. TITLE/FUNCTION (Circle one) 
IS/MIS/DP MANAGEMENT 
19. Chief Information Officer/Vice President/ Asst. VP 
IS/MIS/DP Management 
21. Dir/Mgr. MIS Services, Information Center 
22. Dir./Mgr. Network Sys., Data/Tele. Comm 
LAN Mgr. /PC Mgr., Tech Planning, Admin. Services 
23. Dir./Mgr. Sys. Development, Sys. Architecture 
31. Programming Management, Software Developers 
41. Engineering, Scientific, R&D, Tech. Management 
60. Sys. Integrators/VARs/Consulting Management 
CORPORATE MANAGEMENT 
11. President, Owner/Partner, General Manager 
12. Vice President, Asst. VP 
13. Treasurer, Controller, Financial Officer 


DEPARTMENTAL MANAGEMENT 

51. Sales & Mktg. Management 

70. Medical, Legal, Accounting Management 

OTHER PROFESSIONAL MANAGEMENT 

80. Information Centers/Libraries, Educators, Journalists. 
Students 

90. Other Titled Personnel 


. Do you use, evaluate, specify, recommend, purchase 


(Circle all that apply) 

Qperating Systems 

(a) Solaris (e) Mac OS 

(b) Netware (f) Windows NT 
(c) OS/2 (g) Windows 
(d) Unix (h) NeXTstep 


App. Development Products 1 Yes No 
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How much does your vendor know? 


SOFTWARE 


by robert johnson 


oday’s software technical sup- 

port skills won’t necessarily 

meet tomorrow’s requirements. 

To deliver the level of service 

needed, third-party vendors 

must take on additional respon- 
sibilities so they understand how dif- 
ferent pieces of technology fit and 
work together. 

When you select a third-party soft- 
ware vendor, look beyond its ability to 
handle the most common applications 
on the “approved product” list. Look 
at how well it understands how to op- 
timize technology performance, in- 
teroperability and the impact of ongo- 
ing innovation. Review where it 
intends to build future expertise and 
how much investment in training is 
present. Then decide if its philosophy 
on the most important technology is- 
sues matches your beliefs. 

A Dataquest, Inc. survey of more 
than 20 third-party vendors reveals 
where these companies stand in 
terms of available technical skills 
across platforms, technology areas 
and software categories. Virtually all 
vendors support PC and Macintosh 
environments. But with so many envi- 
ronments consisting of a multiplat- 
form mix, these capabilities may not 
be enough. To address customers’ 
other platform needs, 43% of third- 


USER 


PROFILE =: 


by paul karon =— skills of soft- 
ware and hardware support vendors. 

Unfortunately, this is not a perfect 
world, as some have found. 

“T’ve brought in three different types 
of custom software and buckets of off- 
the-shelf software, and in both catego- 
ries I’verun into no end of support people 
who say they know [the ins and outs of 
the product] but don’t,” says Don John- 
son, founder of Max Recognition Corp. in 


If this were a 
perfect world, 
the bar would 
always be very 
high when it 
comes to mea- 
suring the 


party vendors support mainframes, 
and 57% support midrange environ- 
ments. But don’t take that support at 
face value. Even if mainframe access 
were limited to data collection, stor- 
age and retrieval, there is a bigneed 
for adequate, ongoing support. 

On average, third-party software 
vendors support 13 categories of soft- 
ware products, up from 12 last year. 
Make sure your vendor is not spread 
too thinly across too many areas. 

Users should ask what categories 
will be supported in the future. For ex- 
ample, middleware may represent 
more than 50% of client/server soft- 
ware within a few years. What techni- 
cal skills and diagnostic support tools 
are available for middleware sup- 
port? And as software asset manage- 
ment moves to the front burner, how 
much does the vendor know about it? 

Finally, look at a potential vendor's 
investment in training and how it in- 
tends to change it over time. On aver- 
age, service providers invest 20 days 
in initial staff training and 28 days an- 
nually after that. From 1993 to 1994, 
the number of initial and ongoing 
training increased five to six days. 
This shows there is more to learn and 
understand each year. 

Proper attention to a potential ven- 
dor’s initial and ongoing training will 
help ensure better and more timely 
solution delivery. 


About the user 


Warner, N.H. “I feel like I’ve gone halfway 

to heaven when I find someone who 

knows what they’re talking about.” 
What Johnson needs from a support 


YOUR EXPERTISE, PLEASE 


® Most important, competence in le- 
veraginga va“iety of new and growing 
technical support tools and re- 
sources. 


Tool time 

Services tools in the hardware sup- 
port industry are among the most 
striking differentiators a vendor can. 
bring to the tabie, according to a 1994 
Dataquest report, “The Indepen- 
dent/Multivendor Services Market- 
place: Strategies for Success.” 


vendor is what he calls systems-level 
knowledge — a comprehension of how all 
his hardware and software interacts. 

“It’s frustrating,” he admits. ‘“Some- 
times I find myself spending a lot more 
time than I ever contemplated dealing 
with computer problems.” 

Although technical expertise is always 
one of the top considerations for users 
seeking to sign with a third-party sup- 
port company, it’s almost always the pre- 
eminent criterion for smaller organiza- 
tions. 

This is because smaller companies are 
typically more concerned with immedi- 
ate tactical results and place less empha- 
sis on sweeping strategic decisions that 
may take one, two or more years to show 
results. 

“The important question is: Can I get 
through to them at any time of the day or 
night?” says Frank Deen, a partner at Al- 
pha Systems, a financial management 


COMPUTERWORLD 


The following are two basic hard- 
ware support tool categories to keep 
an eye on: 

Service management tools. Typi- 
cally constructed in-house or pur- 
chased and customized from vendors, 
these tools are artificial intelligence/ 
expert systems-based programs that 
reduce a vendor's need to dispatch 
personnel to the customer's site. The 


- aim of these tools is to increase cus- 


CHECK YOUR VENDOR AGENDA 


© Does your vendor handle more than 
common hardware environments or 
applications? 

© Does it understand how to optimize 
technology performance? 


© What technologies will it explore 
in the future? 


© What are its investments in 
training? 
© Does it understand interoperability? 


© Can it effectively troubleshoot in 
multivendor environments? 


business based in Dahlonega, Ga. 

“And when I do reach them, do they 
know the answer to the question I’m ask- 
ing?” he asks. 

These concerns led Deen to sign on 
with Software Support, Inc. in Clearwa- 
ter, Fla. oa 

— Guide continues on page 106 
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What more can you get? 


SOFTWARE 


by bob johnson 


t’s easy for users selecting a third- 
party vendor to let technical is- 
sues make everything else seem 
unimportant by comparison. 
Don’t let that happen. Currently, 
most third-party vendors can tell 
you the following important statistics: 
the number of calls, average call 
length, average call wait, call aban- 
don rate, call topics and solutions. 
While this information has value, 
more than half of these vendors offer 
other reporting information as well. 
This is where value can be added to 
outsourcing relationships. 


Look for added value 
Look beyond the basic call data for 
other types of information that can 
build your understanding of your user 
community and its use of products. 
For example, reports can help deter- 
mine areas in which end-user training 
is necessary as well as needs for ad- 
ditional products, documentation or 
changes in processes or procedures. 
The goal is not to have a status quo 
relationship, in which you simply al- 
low outside help to perform tasks for- 
merly managed in-house, but rather 
to seek to widen the value delivered 
tousers and add color to an otherwise 
black-and-white relationship. 
Third-party vendors are paying 
more and more attention to expand- 


ADDED-VALUE 


More than half of all third-party 
software vendors offer the following 
goodies: 


e Custom application development 
e Dial-up databases 

e E-mail correspondence 

© Electronic bulletin boards 

© Fax-back services 

© Newsletters 

© Remote diagnostics and training 


ing their service offerings. More than 
50% of competitors offer custom ap- 
plications development, dial-up data- 
bases, electronic-mail correspon- 
dence, electronic bulletin boards, 
fax-back services, newsletters, re- 
mote diagnostics and training. This 
represents a dramatic change from 
one year ago, when only E-mail, bulle- 
tin boards and training attained that 
level of availability. 

However, don’t be overly impressed 
by a lengthy list of can-do’s from your 
vendor. Instead, find out how well the 
vendor will strive to understand your 
business and the needs ofyour partic- 
ular users and to add value to your on- 
going efforts. 


THE KEY ISSUES: 


© Achieve the highest return on 
hardware service relationships by 
leveraging the wide array of 
capabilities and resources found 
throughout a hardware service 
providers organization. 

© Look beyond the traditional 
hardware service model. 

© Maximize asset investments in 
technology with innovative life cycle 
management service. 








For informa- 
tion systems 
groups that 
support enter- 
prisewide sys- 
tems of suffi- 
cient size and 


UNER 


P 0 technological 


by paul karon scope, a criti- 


eal concern is choosing a hardware or 
software support vendor that can pro- 
vide strategic insights. 

Because of its unique opportunity to 
view a company’s information systems, 
a support provider is in the position to 
make proactive suggestions as well as 
provide immediate troubleshooting. 

“What’s important for me is that the 


support vendor know my business so 
they can come back to me and give me 
advice about how I can do something dif- 
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ferently,” says Ed Maurer, LAN adminis- 
trator at Mitsubishi Motors Credit of 
America, inc. in Cypress, Calif. 

One key element of Mitsubishi's IS en- 
vironment, forexample, is that 90% of the 
company’s mission-critical applications 
are on a mainframe — and the main- 
frame’s SNA traffic is the top priority. 

“It’s important that a support vendor 
understands how critical my SNA traffic 
is in terms of my business,” Maurer says. 
To be an effective help in his environ- 
ment, he adds. a vendor must provide so- 
lutions that optimize the SNA traffic. 

Joe Tabor, network project manager at 
Huntington Memorial Hospital in Pasa- 
dena, Calif., is interested in using his pro- 
vider’s insight into the types of computer 
problems in his user community. 

The support vendor “can analyze and 
tally the types of calls they’re getting and 
give us regular reports,” Tabor says. “If 


Ec ae 


we see the same questions repeated from 
various departments, then we can decide 
how we can address training.” 

This is crucial for Tabor, as his organi- 
zation is moving from DOS-based soft- 
ware to Windows-based systems. And 
because departments can choose their 
desktop software, trainingis a concern. ® 

— Guide continues on page 110 





Why Sonic The Hedgehog Moves So Fast. 


“Thanks to CA-Warehouse Boss; our warehouse was accuracy. Shortage claims have been virtually elimi- 
able to ship more games in September,’93 than we did nated,” says Downs. 
in the past two years,’ says Bill Downs, Director of MIS And because CA-Warehouse Boss is built using an 


for SEGA of America, Inc., the advanced architecture, it can 

makers of the world’s fastest ; grow with any opera- 

moving video games like Sonic ; : ‘ tion without costly 

The Hedgehog. =_ 
CA-Warehouse Boss is totally 

integrated warehouse manage- Dept. 53102 

ment software for the AS/400. It For More Information And 

acts as “the central nerve center” ‘ A Free Demo Disk. 

that tracks every detail from We'll tell you why it’s time you 

arrival through departure. CA-Warehouse Boss acts as a “central nerve center.” moved Oo MPUTER 
“Not only has order turnaround time been drastical- to CA-Warehouse Boss, just ISSOCIATES 

ly reduced, but we've achieved close to 100% shipping like SEGA did. Software superior by design 


NewCA-Warehouse Boss 


custom programming. 
Call 1-800-225-5224, 


Computer Associates International, Inc., Islandia, NY 11788-7000. Sega, Sonic The Hedgehog and Mi 
© 1994 SEGA. All rights reserved. All other product names referenced herein are trademarks of their respect 
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Outside North America, call: (Austria ) 0222.21145.2500, (Belgium) 02.2: 3, (Denmark) 80304545, (France) 05.030303, (Germany) 0130.4567.111, (Italy) 1670.17001, (Netherlands) 030.384040, (Spain) 900.100400, (Sweden) 08.79 
(S. Africa) 27.11.2249.111 (Finland) 90.459.4176, (Norway) 66.999300, or contact your local IBM office. IBM and DB2 are registered trademarks and VisualAge is a trademark of International Business Machines Corporation. ©1994 IBM Corp. 





Youre not just writing applications. 
Youre solving business problems. 


By 
5 
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Whatever your development strategy, whatever your develop- 
ment environment, IBM’s application development solutions help you 
provide your business with the advantage it needs today. 

IBM offers complete client/server solutions for the host, for 
the midrange, for the workstation, for the PC LAN. IBM programming 
tools are optimized for seamless access to your business data, includ- 
ing data managed by the DB2* family. 

And IBM leads with the industry’s most complete offering of 
object-oriented technology, including VisualAge’ our hot new visual 
programming tool that helps programmers be faster, more responsive 
and more productive than they ever could be before. 

To learn more about how IBM’s Application Productivity 
family of products can help you solve your business problems, call us 
at 1800 IBM - 3333, ext. STAR 714. 

Whatever you want from application development, nobody 
has more solutions to make it happen than IBM. 


SOFTWARE FOR APPLICATION PRODUCTIVITY 
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34004, (Switzerland) 01.4366233, (UK) 081.5757700, 








Staying put 


Ninety percent of 500 users of 
PC support services have not 
changed their support 
providers in the past year. Of 
the 10% who have switched, half 
have moved from one third- 
party firm to another. Only 14% 
went from direct suppliers to 
third parties, and 12% switched 
from third parties to direct. The 
major reason for switching: 
price. 


Source: Buyers’ Satisfaction Scorecard 


Outsourced support 


Cost savings and technical 
expertise are the Top 2 reasons 
250 users said they outsourced 
their PC support to third-party 
firms. Of those, all but six of the 
companies said they would 
continue to outsource. However 
most of those surveyed said 
they outsourced less than 10% 
of their support coverage. 


Source: Buyers’ Satisfaction Scorecard 


Challenges 


The leading challenges faced 
by third-party support users 
include obtaining quality, 
building business knowledge, 
keeping providers in touch with 
their issues and staying 
informed of problem status. 


Source: Buyers’ Satisfaction Scorecard 


Twice as nice 


According to a recent Dataquest 
survey, almost twice as many 
customers expect to increase 
rather than decrease their 


hardware services spending. 
Source: Dataquest, Inc. 
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Largest third-party support firms 


AT&T Global Information Solutions Dayton, Ohio 


(800) 225-5627 


Bell Atlantic Business Systems Services Frazer, Pa. 
(800) 777-8800 

Di; i Equipment Corp. Maynard, Mass. 

anes (800) 354-9000 





Entex Information Services Edison, N.J. 


(800) 227-3209 
GE Computer Service Norcross, Ga. 
(800) 227-3209 
GE Capital Technology Management Services provides multiplatform installation, 
maintenance and depot service, help desk, deskside support and logistics, test and 
measurement, equipment rental, repair and calibration. 


IBM Hardware Technical Atlanta 

Support & Services (800) IBM-SERV 

Provides hardware technical services and support on products from more than 500 
manufacturers. Base and enhanced pricing options are available. 








Intelogic Trace Long Beach, Calif. 


(310) 593-5433 





Vanstar Corp. (Computeriand) Pleasanton, Calif. 
(510) 734-4000 
Standard hardware service offerings include Priority Service (annual contract fee), 


Shared-Security Support (annual contract fee plus a flat fee per call) and Basic Protection 
(fixed rate per call). 


Sat 


Arden Hil!s, Minn. 

(800) 257-6736 

SoftwareSOS: Control Data partners with client to provide support tailored to the needs 
of client's value-added resellers or external customers. Remote Help Desk Service: 
Assists, enhances or replaces the client’s internal help desk. 


Corporate Software 


Control Data Systems, Inc. 





Canton, Mass 
(617) 440-1000 


Expert:Partner - Outsourcing End User Corporate Help Desk: Offers two outsourcing 
plans that allows customers to adjust their mix of internal and outsourced support as 
their needs change. 


Digital Equipment Corp. 





Maynard, Mass. 
(800) 354-9000 





Hewlett-Packard Co. Mountain View, Calif. 


(415) 968-5600 


IBM Software Technical Atlanta 
Support & Services (800) 237-5511 


Provides assistance on more than 700 independent software applications as weil! as 
on the full range of IBM software products and operating systems. Base and enhanced 
pricing options are available. 





Keane, Inc. Atlanta 

(404) 395-7740 
Offers technical support outsourcing for software publishers and OEMs and related 
services to other business entities. Keane also designs, develops, integrates and 
manages software for corporations and health care facilities throughout North America. 





National Tech Team, Inc. Dearborn, Mich. 


(313) 277-2277 


Tech Team Technical Services provides a variety of systems consulting services including 
LAN/WAN development, hardware service, system re-engineering, factory automation 
and business process redesign. 
Softmart Exton, Pa. 

(610) 524-7440 


Toll-free software support service available around the clock, 365 days a year. Can 
provide help on hundreds of popular business software products. Call blocks: Allows 


you to buy support by the amount of calls. End-user support: Unlimited support on a 
defined product set. 





Software Support Heathrow, Fla. 


(407) 333-4433 


Toll Free Annual Support Package: Retails at $199.95 — unlimited usage for single user 
for one year. Available direct from Software Support or through resellers. Call blocks: 
Designed for individual user calls within an organization. Each person is assigned a 
personal identification number valid for one year. 





Sykes Enterprises, Inc. Sterling, Colo. 


(303) 522-6638 
Provides product support for both software and hardware. Monitors queue times, 
abandonment rates, callbacks and call duration. Help desk support provides solutions 
for internal heip desks as well as those accessed by external customers. 
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Method to the 
madness 


Smaller companies value 
prior business more than a 
direct pitch; midsize firms 
use more market research to 
evaluate hardware services 
providers. 


Source: Dataquest, Inc. 


Labor-intensive 


The average service revenue 
per employee for U.S. service 
companies is $149,193. 


Source: Dataquest, Inc. 


Acquiring minds 


Acquisitions are alive and 

well in the hardware services 

marketplace for the following 

purposes: 

*To gain contracts and 
market share. 

*To expand geographic 
coverage of a provider. 

*To add existing services 
infrastructure to acquirer’s 
business. 

¢To eliminate competition. 

°To add expertise. 


Source: Dataquest, Inc. 








icing on the cake 


Here’s a sampling of extra 

services offered by third- 

party software support 

vendors: 

¢E-mail correspondence. 

¢ Electronic bulletin board. 

¢Remote dial-in diagnostics. 

¢ System iniegration. 

¢ Training/education. 

Custom application 
development. 

¢Fax-back service. 

¢ Newsletters. 

* Dial-up database. 

¢ Training videos. 


Source: Dataquest, Inc. 








Source: DATAQUEST, INC., FRAMINGHAM, MASS., AND VENDORS 
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Net only aus Ted ameed at the lw) ostof the Disitl terminels, 
he was even mole impressed with thei” Performance. 


When it comes to great performance in a Digital terminal, family of terminals has the lowest 
nothing should surprise you. While the VT and Dorio text cost of ownership and is as easy 


terminals may not be capable of circus tricks, they can certainly to set up as it is to use. So when 


perform some incredible feats when it’s time to get down to considering a text terminal, take 
work. You can choose single-session, multi-session, and color a good look at the Digital family. Call 
models for any computing environment. Backed by a three- 1-800-777-4343 for more information or call the 


year warranty and world-wide service support, this complete reseller nearest you. You'll be amazed at what this family can do. 


VI and Devic. Out ef the dinary. ree 


©Digital Equipment Corporation, 1994. Digital, the Digital logo, VT and Dorio are trademarks of Digital Equipment Corporation. 
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BUYERS’ SATISFACTION SCORECARD: 


Direct providers have an edge 


By Kevin Burden 


1993 and 
s PC 


1994, Hewlett-Pack 


business will grow S85 ue 


Between 
ard Co 
cording to International Data Corp. This 
will make it the fastest-growing PC mak 
erinthe world — an impressive feat ina 
market that has had an annual growth of 
less than 16%, One of the reasons for this 
success may be HP's high marks in tech 
nical support, which has not flagged de 
spite the vendor's rapid growth 

HP netted the highest overall satisfac 
tion rating of the Scorecard by achieving 
the top ratings in all but three of 10 criti 
cal categories, [ts top score Came In an 
swer accuracy, the most important cate 
gory to the users surveyed 

HP “does very well at meeting the ex 
pectations of its customers. It doesn't 
promise what it can’t deliver,” says Ste 
phen Claney, director of desktop services 
at Dataquest, Inc. in Framingham, Mass 

Direct support vendors such as HP 
would traditionally service all the P¢ 
the 
number of independent service provid 


hardware they sold, but growing 


ers has given users a choice. Third-party 


providers such as Microage, Ine., Van 


Ratings are based on a 1-to-10 scale, 
where 10 is highest in satisfaction. 
The ratings are weighted by the im 
portance of the category to the users 
of that vendor's product. Total scores 
are the average of all ratings for that 
vendor. Categories are listed in order 
of importance to all users surveyed. 
Figures are rounded, so some aver 
ages may not be exact. 


Response base: 50 users 


ATEGORIES 


ANSWER ACCURACY 


ANSWER TIMELINESS 
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HP IBM 


star, Inc. and Inacomp, Inc. have attract 
ed the business of many large users be 
cause these providers offer arrange- 
ments direct vendors won't consider. 

Phe Scorecard polled 50 users each of 
support services from HP. IBM, DellCom 
puter Corp., Compaq Computer Corp., 
Gateway 2000, Inc. and Vanstar. Thirty 
seven large corporate accounts were 
polled for Microage and 33 for Inacomp 

Key areas in which the third-party ven 
dors are distinguishing themselves in 
clude providing on-site service (Micro 
age and Vanstar outdistanced HP and 
IBM by more than a full point in user sat- 
isfaction ratings), service customiza 
tion, multiplatform expertise and price 

The third parties have on-site support 
staffs, and many dedicate service repre- 
sentatives to large customer sites, Clan- 
cy says. “People want a service partner 
that knows their environment and works 
with them, not justa provider,” he says 

However, the top areas for the third 
parties rank fourth, sixth, seventh and 
ninth in the listofuser priorities, accord 
ingtothesurvey. This indicates that most 
of the direct vendors still hold a slight 
edge in basieservices suchas timeliness, 


staff skills and performance guarantees. 

One surprise was the fact that most of 
the vendors outscored Compaq in a num- 
ber of areas as well as overall. Although 
Compaq scored well for its accuracy of 
answers, the company received average 
or low ratings for the majority of the eval- 
uation categories. Aside from Compaq’s 
direct phone support, it has distanced it- 
self from its users by relyingon resellers 

‘Compag has put a lot of focus on pro- 
viding support to its resellers, making’ 
them smarter at supporting users,” says 
Eric Rocco, industry analyst at Data- 
quest. “Their problems could stem from 
not actually having control over the ser- 
vice that is provided.” 


Mail-order styles differ 
The Scoreeard also included support rat- 
ings for mail-order vendors Gateway and 
Dell 


proaches, the two vendors posted vastly 


Despite their common sales ap- 


different results. 

Gateway scored the lowest overall rat- 
ing of the Scorecard and outplaced the 
other vendors only in price. These rat- 
ings reflect Gateway’s low-cost, low-sup- 
port approach. Users have complained 
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DIRECT 
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DELL 
Response base: 50 users 


Response base: 50 users 
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COMPAQ 
Response base: 50 users 


GATEWAY 2000 
Response base: 50 users 
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about the difficulty in getting through to 
the vendor’s telephone support. The 
problem is even more noticeable because 
Gateway’s users tend to be small busi- 
nesses that need strong support 
Meanwhile, Dell scored among the top 
vendors, with no particular weaknesses, 
This reflects its strategy of providing 
Fortune 500-level company support. 
Compaq and Dell provide on-site sup- 
port only to their largest Fortune 500 ac- 
counts. Gateway does not offer direct on- 
But all three contract with 
other companies to broaden coverage. 
Compaq contracts with General 
tric Computer Service and Decision Serv- 
com; Dell uses BaneTec Service Corp. 


site service 


tlee- 


and Digital Equipment Corp.; and Gate- 
way recently switched from a small sub- 
contractor to HP. 

The Scorecard was conducted and tab- 
ulated by First Market Research in Aus- 
tin, Texas. The original survey included 
additional indirect providers. Only those 
with 30 or more respondents from large 
user organizations are included. ® 


Burdenis Computeriworid’s senior researcher, 
CW Guide 


f 
: 
j 
: 











FRERREEEEEO: 





z 
: 
2 i 

















The CW Guide to PC Support 








etait 
BUEN SUE 
ay 


BUYERS’ SATISFACTION SCORECARD: 


Direct providers have an edge 


By Kevin Burden 


Between 1993 and 1994, Hewlett-Pack- 
ard Co.’s PC business will grow 85%, ac- 
cording to International Data Corp. This 
will make it the fastest-growing PC mak- 
er in the world — an impressive feat in a 
market that has had an annual growth of 
less than 16%. One of the reasons for this 
success may be HP’s high marks in tech- 
nical support, which has noi flagged de- 
spite the vendor's rapid growth 

HP netted the highest overall satisfac- 
tion rating of the Scorecard by achieving 
the top ratings in all but three of 10 criti- 
cal categories. Its top score came in an- 
swer accuracy, the most important cate- 
gory to the users surveyed. 

HP “does very well at meeting the ex- 
pectations of its customers. It doesn’t 
promise what it can’t deliver,” says Ste- 
phen Clancy, director of desktop services 
at Dataquest, Inc. in Framingham, Mass. 

Direct support vendors such as HP 
would traditionally service all the PC 
hardware they sold, but the growing 
number of independent service provid- 
ers has given users a choice. Third-party 
providers such as Microage, Inc., Van- 


star, Inc. and Inacomp, Inc. have attract- 
ed the business of many large users be- 
cause these providers offer arrange- 
ments direct vendors won’t consider. 
The Scorecard polled 50 users each of 
support services from HP, IBM, Dell Com- 
puter Corp., Compaq Computer Corp., 
Gateway 2000, Inc. and Vanstar. Thirty- 
seven large corporate accounts were 
polled for Microage and 33 for Inacomp. 
Key areas in which the third-party ven- 
dors are distinguishing themselves in- 
clude providing on-site service (Micro- 
age and Vanstar outdistanced HP and 
IBM by more than a full point in user sat- 
isfaction ratings), service customiza- 
tion, multiplatform expertise and price. 
The third parties have on-site support 
staffs, and many dedicate service repre- 
sentatives to large customer sites, Clan- 
cy says. “People want a service partner 
that knows their environment and works 
with them, not just a provider,” he says. 
However, the top areas for the third 
parties rank fourth, sixth, seventh and 
ninth in the list of user priorities, accord- 
ingto the survey. This indicates that most 
of the direct vendors still hold a slight 
edge in basic services such as timeliness, 


staff skills and performance guarantees. 

One surprise was the fact that most of 
the vendors outscored Compaq in a num- 
ber of areas as well as overall. Although 
Compaq scored well for its accuracy of 
answers, the company received average 
or low ratings for the majority of the eval- 
uation categories. Aside from Compaq’s 
direct phone support, it has distanced it- 
self from its users by relying on resellers. 

“Compag has put a lot of focus on pro- 
viding support to its resellers, making 
them smarter at supporting users,” says 
Eric Rocco, industry analyst at Data- 
quest. “Their problems could stem from 
not actually having control over the ser- 
vice that is provided.” 


Mail-order styles differ 

The Scorecard also included support rat- 
ings for mail-order vendors Gateway and 
Dell. Despite their common sales ap- 
proaches, the two vendors posted vastly 
different results. 

Gateway scored the lowest overall rat- 
ing of the Scorecard and outplaced the 
other vendors only in price. These rat- 
ings reflect Gateway’s low-cost, low-sup- 
port approach. Users have complained 


about the difficulty in getting through to 
the vendor’s telephone support. The 
problem is even more noticeable because 
Gateway’s users tend to be small busi- 
nesses that need strong support. 

Meanwhile, Dell scored among the top 
vendors, with no particular weaknesses. 
This reflects its strategy of providing 
Fortune 500-level company support. 

Compaq and Dell provide on-site sup- 
port only to their largest Fortune 500 ac- 
counts. Gateway does not offer direct on- 
site service. But all three contract with 
other companies to broaden coverage. 

Compaq contracts with General Elec- 
tric Computer Service and Decision Serv- 
com; Dell uses BancTec Service Corp. 
and Digital Equipment Corp.; and Gate- 
way recently switched from a small sub- 
contractor to HP. 

The Scorecard was conducted and tab- 
ulated by First Market Research in Aus- 
tin, Texas. The original survey included 
additional indirect providers. Only those 
with 30 or more respondents from large 
user organizations are included. 5 





Burden is Computerworld’s senior researcher, 
CW Guide. 





Ratings are based on a 1-to-10 scale, 
where 10 is highest in satisfaction. 
The ratings are weighted by the im- 
portance of the category to the users 
of that vendor's product. Total scores 
are the average of all ratings for that 
vendor. Categories are listed in order 
of importance to all users surveyed. 
Figures are rounded, so some aver- 
ages may not be exact. 
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€) FIRING LINE: Third parties cover a 
wider field of problems 


By Kevin Burden 


In PC software support, the difference between third- 
party and direct providers is a matter of breadth and 
depth. The third parties are more willing to trouble- 
shoot conflicts among a wide range of products. But the 
direct providers have a deeper level of knowledge about 
their own products. 

“Among Fortune 500 [user] companies, everyone as- 
sumes [the vendor] will provide accuracy and product 
expertise,” says Carter Lusher, research director of in- 
formation technology management at Gartner Group, 
Inc. “What they expect from third parties is price and 
cross-platform/cross-vendor support.” 

For this Firing Line on PC software support, we asked 
four user organizations that contract with both direct 
and third-party PC software support firms to evaluate 
their vendors. Included in this evaluation are a utility, 
two graphics design firms and a medical systems com- 
pany. 

We then compared these users’ views with the results 
of our Buyers’ Satisfaction Scorecard survey, which 
polled users of the leading direct and third-party PC 
software support vendors. 

Together, the more than 200 users in Scorecard and 
the four evaluators came to the following consensus: 
eSupport quality is comparable from third parties and 
direct vendors, with direct vendors having a slight edge 
in answer accuracy. 

e Direct vendors know their products better, but third 
parties are capable of troubleshooting a broader range 
of products. 

© Because direct vendors began charging separately for 
support last fall (previously it was built into the soft- 
ware license), third parties are more competitive on 
price and frequently offer a slightly better deal. 

e Third parties differentiate themselves by making on- 
site service calls, while direct vendors are reluctant to 
do so. 

e Direct vendors generally know more about the busi- 
ness they are servicing. But third parties will more 
readily customize their service offerings and provide 
better problem tracking and reporting. 


Answer accuracy 
Support providers in general have a tendency to as- 


Happiness is... 


sume that they know more than actually they do, ac- 
cording to the respondents. They also tend to give up 
and recommend a reinstall, the Firing Line evaluators 
said. 

Design 2: “Because third parties are working from a 
general pool of knowledge, there are times when they 
assume they know the answer when they really don’t.” 

Utility: “Sometimes they say, Just reload the soft- 
ware.’ But I seem to get that less than when I used direct 
support.” 


Answer timeliness 
Each of the four users said response time from third 
parties generally was fast. Easy questions were typi- 
cally answered on the spot, and complicated questions 
seldom took longer than 24 hours. 

Design 2: “Of the third-party providers we have used, 
their response has typically taken five to 10 minutes to 
be delivered. Difficult questions have taken up toa day.” 


Platform expertise 

Third-party providers possess general computing ex- 
pertise. Direct providers have considerable knowledge 
of their particular packages. 

Design 1: “With third parties, we can talk down and 
dirty about computers and solve the problem, whether 
it’s in the particular software package they are support- 
ing for us or a conflict somewhere else on the system. 
You seldom get to that level with a direct provider.” 


Price 
The evaluators’ third-party support costs ranged from 
free with purchase of the software package to $175 an- 
nually. Real cheap, as one user put it. Users also said 
phone costs showed some improvement over costs from 
direct providers. 

Design 1: “Sitting in the telephone-waiting dungeon 
of a direct provider is frustrating, especially when it’s 
your nickel.” 


Business knowledge 

Evaluators found benefits when they reached support 

staff members who could identify with their business. 
Design 2: “On the occasions when I have reached a 

person that knows a bit about my industry, its been a 

real treat.” 





PC SOFTWARE SUPPORT 
USER SATISFACTION 


Ratings are based or a 1-to-10 scale 
where 10 is best. The ratings are weight- 
ed by the importance of the categories 
to all users surveyed. Total scores aze 
the average of all ratings for that market 
segment. Categories are listed in order 
of importance. All users surveyed are 
business users from medium ani larze 
companies. Figures are rounded, so 
some averages may not t.. exact. 


DIRECT 
Vendors: Novell, Inc., 
Lotus — 
— 


THIRD PARTY 
Vendors: Bell Atian- 
tic Corp., Corporate 
Software, Inc. 

(58 users) 

= users) 





Does your happiness with the sup- 
port you receive affect your prod- 
uct purchasing loyalties? If you’re 
among the 8,600 users surveyed 
this year by Prognostics, a buyer 
research firm in Menlo Park, Calif., 
the answer is aresounding yes. 
Inasurvey of more than 1,300 PC 
and workstation hardware users, 
Prognostics found that users re- 
ceiving direct support are most 
likely to stick with their present 
product vendor. Those who obtain 
dealer support are the next most 
loyal to their vendor. Users also re- 


ported the highest level of satisfac- 
tion with dealer-provided support. 

But users supported by indepen- 
dent third parties are least likely 
to buy hardware from the same 
vendor, the survey said. 

On the software side, the story 
is reversed. More than 7,300 users 
surveyed said they are more loyal 
to software vendors if they obtain 
their support elsewhere. If these 
users resort to support from the 
vendor or third parties, they are 
less likely to purchase other prod- 
ucts from the same supplier. 


Users of third-party support are the least loyal to specific brands 
of hardware and software 


PC HARDWARE 
Would you buy this PC hardware again? YES 


20% 


Response base: 7,300 


Service customization 
Third-party providers are more willing to customize 
services to meet individual needs. 

Design 1: “I've recommended several packages to my 
third-party [provider], which they are now considering 
supporting. If they do, we will end up with one-stop shop- 
ping.” 


Status reporting 
Evaluators said third parties were better at follow-up. 


Utility: “My provider constantly updates me on their 
progress during a problem.” ’ 


PC SOFTWARE 
Would you buy this PC software again? YES 


«°° 
a «°° 
scr or nvcisesurron 
CE © 


NO 
27% 


23% 
20% 


18% 











SOURCE: PROGNOSTICS, MENLO Park, CALIF. 
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INTERVIEW 
by Derek Slater 


Legal 

expert 
Edward 
Cavazos warns 


IS chiefs to 
safeguard their 


companies from on-line 
abuses — or end up mn court 


ood news: So far, only a few Internet surf- 
ers have been dragged into court for ac- 
tions committed in cyberspace. Bad 
news: It can’t last. 

Edward Cavazos, an attorney at An- 
drews & Kurth in Houston and co-author of the forth- 
coming book Cyberspace and the Law (The MIT 
Press), warns that “you can expect this stuff” — 
copyright infringement, possession of illegal adult 
materials and defamation — “‘to start hitting the fan 
over the next few years.” These are just a few of the 
issues that could drag an ill-prepared business into 
court, says the 26-year-old litigator, who specializes 
in labor, employment and computer law. 

Cavazos has been on-line since the mid-’80s, when 
he operated a bulletin board service in Austin, Tex- 
as, as a hobby. Shortly thereafter he hooked up to 
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LAW 


the Internet, which he now uses for law research as 
well as electronic-mail communications. 
Free-lance writer Derek Slater spoke to Cavazos, 


who gave a presentation on Unix security and legal 
issues in Austin. 


COMPUTERWORLD Whatare the biggest legal worries for the infor- 
mation systems manager whose users are hooking up to cyberspace? 


One of the top legal issues is privacy. 

When acompany connects to cyberspace, it’s going to facilitate people 
sending private communications — E-mail — to the outside world. That 
brings with it a host of problems. The Internet is a little different in the 
eyes of the law because it’s no longer as clear that [E-mail] discussion 
needs to be about things in which the employer has a business interest. 
So, if you’re all of a sudden allowing Joe Employee not only to E-mail his 
co-workers but also his wife and his grandmother, it creates new issues 
with respect to privacy. 

There is some precedent with the telephone. For example, in some 
states the employer can listen in on work-related phone calls but has to 
stop listening when it becomes apparent it’s not work-related. 

Another concern, probably equally important, has to do with materials 





ATTORNEY EDWARD CAVAZOS: ‘Being too swept 
up by the hype of the Internet could persuade 
someone to bring ina big pipe with an unde- 
fined role. It’s not a no-risk proposition.’ 








that might be brought in to your system. The Internet makes it so easy 
that it’s possible people are going to be grabbing illicit materials along 
with legal materials. 

Primarily, the focus is on copyright infringement. There are sites on 
the Internet where pirated material is available, whether it be software 
or copyrighted audio. Also, there are some adult materials where mere 
possession is a crime. It’s an interesting question — who possesses this 
material if it’s sitting on the file server for the company’s network. 


COMPUTERWORLD Incoming material is one issue, but what about 
outgoing information? 


That is problematic because your company can be identi- 
fied with the people pumping out the information. 

Let’s say an employee on lunch break decides he wants to interact on 
Usenet. It may be when he throws in his two cents on the debate of the 
day, he’s doing so from an E-mail address that clearly identifies him with 
your company. 

It rises to a more serious concern if the content of the message is ac- 
tionable. One possibility is that it’s a legally binding contract. Another is 
that it’s harmful or defamatory material. If you get defamatory com- 
ments spread around on the company letterhead, it is a foregone conclu- 
sion that the company is somehow involved in that. 

You can do a lot more defamation on the ‘net than you can with paper 
because a well-placed post can go to a lot of people. You could be impli- 
cating your company in a problem in which it’s really not involved. 


COMPUTERWORLD Inwhat situations can an employee get himself 
—and his company — into hot water purely by accident? 


Copyright is a good example. The average Internet user is 
woefully uninformed about copyright law. People don’t realize that ev- 
erything anyone writes generally is immediately copyrighted — they 
don’t have to go out to the copyright office and register it. 

A lot of people play fast and loose on the ‘net, grabbing things that are 
copyrighted, moving them around, giving them to friends, bringing them 
to work. As the net becomes more multimedia-oriented, problems arise 
with text scanned in from print publications, audio clips, video clips. 

People say, “Here’s a great article from The Wall Street Journal that I 
think everyone in this news group will find interesting.” Well, you can’t 
do that. But it’s incredibly prevalent on the net — happens all the time. 


COMPUTERWORLD Whatabout the ease of sharing company docu- 
ments or memos over the network — does that raise unique legal issues? 


There are definitely concerns about losing proprietary 
trade secrets and information. One legal ramification deals with patent- 
ability. 

New technologies that might be protected under a patent become less 
protected if there’s been a public disclosure before the patent applica- 
tion. [A public disclosure could be something as simple as] your R&D 
people comparing notes with other people out on the Internet. You must 
let them know there are legal ramifications for doing so. 

This is kind of unique to the Internet. Obviously, it’s always been un- 
wise to share your trade secrets, but with the ‘net, you have such instant 
access to people, you might be tempted. 

Before, the guy in the lab probably didn’t have a lot of friends who 
cared to talk about his new genetic engineering project. When he finds 
himself on the network with a community of other people who are work- 
ing on the same types of things and discussing them, the temptation and 
the possibility [of disclosure] are much greater. 


COMPUTERWORLD Short of monitoring every keystroke and every 
Telnet connection users make, how can IS managers protect themselves 
and their companies? 


\OANMVARSE The way for an IS person to go at it is as employment law. 
Let the employee know up front the acceptable use of the system as part 
of the terms of employment. 


You say, “Look, we’re giving you the Internet, and you’re supposed to 
use it for these reasons. Let’s agree to that before we turn you loose with 
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Who’s responsible? 


The following real-life legal dramas underscore 
the emerging issue of organizational liability: 


Flaming liability 
ON-LINE SERVICE PROVIDER Prodigy Services Co. is under legal siege for defamatory 
remarks posted against a business. 

Long Island-based securities firm Stratton Oakmont, Inc. filed a$200 million libel 
suit against the user who posted the defamatory comments and against Prodigy for 
failing to remove the offending message. Prodigy already screens E-mail for obsceni- 
ties or racist comments; the “flame” in question accused Stratton Oakmont of fraud- 
ulent securities offerings. 

The caseis complicated by some confusion over the actual author of the message. 


It may bea long time before a decision is reached about whether Prodigy will be held 
liable for libel. 


Cyberspace censorship? 
AGAINST THE OBJECTIONS of civil liberties activists, Pittsburgh-based Carnegie Mel- 
lon University has decided to cut sexually oriented newsgroups from its Internet serv- 
ers because some of these on-line discussion forums are dedicated to posting explicit 
digitized photographs. Pennsylvania obscenity laws prohibit distribution of such im- 
ages. These images have been downloaded or viewed more than 6 million times at the 
school, according to a study by one Carnegie Mellon research associate. 

Prosecuting the owner of a server for racy pictures could be complex, however. 
One thorny issue is the location of the crime: If a file of uncertain origin resides in 


Pennsylvania but is downloaded, decompressed and viewed on the West Coast, where 
does the prosecution take place? 


Copycat 
DAVID LAMACCHIA, a 20-year-old student at MIT, is in court for using the school’s In- 
ternet servers to distribute copyrighted software. 

LaMacchia faces charges of conspiracy to commit wire fraud. Aconviction could 
bring him as many as five years in federal prison, plus fines well beyond the scope of 
ordinary school loans. 

The twist for the defense is that LaMacchia collected no money for his efforts and 
neither uploaded nor downloaded any of the copyrighted programs. He only operated 
a bulletin board that made such activities possible. 

LaMacchia’s caseis pending. — Derek Slater 
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it.” That keeps away a lot of these prob- 


lems. 
Being too swept up by the hype of the 


Internet could persuade someone to 
bring in a big pipe with an undefined role. 
It’s not a no-risk proposition, [such as] 
trying out a laser printer. The worst thing 
that happens with a printer is that you 
end up with a big piece of equipment sit- 
ting there that no one uses, whereas with 
the Internet, it’s also possible that you’ve 
opened up your business to new legal 
risks. 
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It’s Not How Mucu 
You READ. 


You can read a knee-high stack of computer magazines each 
month and still not find the depth and breadth of news and 
information you'll discover each week in the pages of 


Computerworld. 


As the only weekly newspaper for IS professionals, Computerworld 
is filled with up-to-the-minute articles on topics ranging from 
products and people to trends and technology. We cover it all — 
PC's, workstations, mainframes, client/server computing, networking, 
communications, open systems, languages, industry news, and more. 


It's everything you need to know to get an edge on the competition. 


That’s why over 139,000 IS professionals pay to subscribe to 


Computerworld every week. Shouldn't you. 
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areas in the on-line world have actually 
been played out in court? 


[mAAVAShe There is some case law out 


there with regard to defamation. If I get 
on a public part of the Internet and flame 
you, there is not a lot of debate as to 
whether I’m going to be held responsible 
for that. 

The debate comes in with what’s called 
“third-party liability,” [referring to] the 
Internet access providers, people who 


Analy sneha Mae are a 
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Then you can spend 
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conquering it. 
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retransmit the message and so forth. 
Conceivably, a company could be liable 
for messages that come from the outside 
and are distributed to employees by the 
company’s system because in that case 
[the company is] acting as a publisher in 
some ways. 

It’s analogous to someone mailing the 
company a note that defames someone 
else and the company photocopies it and 
posts it all over the building. Arguably, 
the company is doing the same thing if 
its server reposts an E-mail message 
from outside. This issue is just now com- 
ing to the forefront. 

Prodigy, for example, was just named 
in a $200 million lawsuit for comments 
one of its users made defaming [securi- 
ties firm] Stratton Oakmont [see story 
page 115]. That case highlights the prob- 
lem: Prodigy didn’t originate the mes- 
sages, but the messages got pumped out 
to all Prodigy’s users. 

I think that case is an early warning 
sign to large networked companies that 
they’re actingin [some] way as a publish- 
er. 

There is also a case in which an MIT 
student is alleged to have opened up 
MIT’s computers so people could swap 
pirated software. There are criminal 
charges pending [see story page 115]. Al- 
though the criminal prosecution didn’t 
extend to MIT, there were questions 
about whether it could have because the 
student was using MIT’s equipment. A 
prosecutor bent on making a name for 
himself, I think, may say there’s a poten- 
tially bigger case here. 

It’s just a matter of time before some- 
one drags in an employer, and the law is 
going to get tested to see just what the 
limits of liability are for the host system. 
You don’t want to bea test case. 


COMPUTERWORLD Isn’tall this 
worry a tad overblown because only a hand- 
ful of legal cases have cropped up dealing 
with cyberspace? 


\ANAVAGE People overemphasize that 


lack of legal precedent on the Internet. 

There is almost always some legal 
precedent that is going to be borrowed 
when a court tries to make a determi- 
nation, even if it has to make a stretch. 
Notice that we’ve ended up reaching 
for some analogies here. Unfortunately, 
in the absence of direct correlations, 
that’s the kind of precedent that’s going 
to be used in deciding Internet court cas- 
es. 

As more people and more businesses 
come onto the ‘net, things will become in- 
creasingly litigious. It’s happening in a 
small way now. I don’t think it’s too early 
to act because all it takes is one big law- 
suit to make you wish you’d taken pre- 
cautions. 

Alot ofthis stuffis going to start hitting 
the fan, and there’s real potential that it 
will get resolved in unproductive ways. 
You don’t want people to say, “Well, cy- 
berspace was neat, but it’s too danger- 
ous a game to play.” a 


Slater is a free-lance writer in Framingham, 
Mass., who can often be found on the Internet 
Chess Server under the pseudonym Ratface. 
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In the 
microprocessor 


world, speed rules. 


Intel stays ahead by 


uSing Lotus Notes. 


Now, their employees 


around the globe are 


ae 


linked and ECCT 


Z 


Now, critical 
product information 
gets revised and 


distributed world- 


a 


wide in real time. 


Now, time and dis- 


tance are no excuse: 


The universe truly 


is getting smaller. 


Faster, too- 
Remember the 


dinosaurs- 


"There are two kinds of companies- The quick and the dead-" —. Andy Grove, CEO 


The power of Notes is the power of a smarter, faster organization. 
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MICROGRAFX: 
CHILI FoR 
CHludRen 


ou came. You ate. You sponsored. Breweries USA, Novell, Software Publishers 


The outpouring of support from Association. Bucking Bronco Sponsors — 


the computer community once 
again made the annual Micrografx Chili for 


Children Cook-Off a smashing success. 


We would like to thank the following 
contributors: Golden Spur Sponsors -— 
Adobe Systems, Inc., CMP Publications, Inc., 
CompuCom, Hewlett-Packard Co., Kleiner 
Perkins Caufield & Byers Integral Capital 
Partners, InfoWorld, Prodigy Services 
Company, Radius, TechData, UCA, Ziff-Davis 
Interactive. Silver Saddle Sponsors — 
Alex. Brown & Sons, Inc., Alexander 
Communications, Inc., 


CompuServe, Molson 


A RECIPE FOR HOPE 


AM. 


MISSING & 
EXPLOITED 


L OoR EON 


NATIONAL 
CENTER FO! 


CH 


Advanced Micro Devices, AT&T Personal 
Link, Bitstream, BYTE/McGraw Hill, 
Copithorne & Bellows, Dow Jones/The Walt 
Street Journal, Intelligent Electronics, 
GEOWORKS, Logitech, MobileWare 
Corporation, Peachtree, S3 Incorporated, 


Stac Electronics. 


As an industry and as individuals, you 
should be proud of the difference your 
generosity, caring and efforts 

have made in the lives 

of so many 

children and their 


families. Thanks again. 
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As organizations flatten, operations 
staffers are finally coming out of the 
basement and enjoying new visibility 


By Bronwyn Fryer 


TY 
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or years, the folks re- 
sponsible for perform- 
ing manual tasks such 
as tape backups and 
feeding printers have 
been the Rodney Dan- 
gerfields of computing 
— they don’t get any re- 
spect. They've also been 
among the first to re- 
ceive pink slips as companies 
automate these tasks. 

Ironically, corporate down- 
sizing is coming to their rescue. 
As companies become less hier- 
archical and employees are ex- 
pected to shoulder more re- 
sponsibility, operations staffers 
are being put first in line for crit- 
ical customer and end-user sup- 
port positions. 

“When incorporated into the 
communications flow, [these] 
folks can quickly learn to short- 
circuit end-user problems,” 
says Michael Liebman, a princi- 
pal at Professional Manage- 
ment Consulting, a Baltimore 
consulting and training firm. 
“Being in touch with the busi- 
ness also helps them move 
ahead because they’ve become 
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part of the company’s internal 
network.” 

Operations staff in highly 
competitive and service-orient- 
ed industries are encouraged to 
learn as much as possible about 
customers’ needs. For example, 
at Florida Infomanagement Ser- 
vices (FIS), a financial data pro- 
cessing service bureau in Orlan- 
do, all 27 staffers who report to 
operations division manager 
Dennis Halloran are required to 
meet with the company’s exter- 
nal clients. That’s because oper- 
ations personnel act as FIS’ 
technical support group, taking 
support calls around the clock. 

“In the old days, operations 
staffs were looked at as a cellar 
function,” Halloran notes. “But 
if you’re going to contribute to 
our business, our operations 
folks must know everything 
they can about our structure 
and about what our customers 
want.” 

Other organizations are fol- 
lowing suit. At Baxter Health- 
eare Corp. in Deerfield, I1., 
the manufacturing operations 
staffs that make the company’s 
kidney dialysis products must 
complete three-day training 


sessions in dialysis centers and 
hospitals to see firsthand how 
the products are used. 

“In many companies, opera- 
tions staffs are at the end of the 
communications line,” explains 
Dan Ford, manufacturing oper- 
ations manager at Baxter. “A 
customer tells a salesperson 
what a problem is, sales tells 
marketing, marketing tells 
operations. Somewhere the 
message gets lost. By putting 
operations people in front of 
customers, you get better 
communication and reduce 
costs.” 

Of course, the degree to which 
operations staffs are encour- 





aged to get involved depends on 
management. Some may worry 
that bringing operations into 
the customer’s world can back- 
fire, but such concerns are 
largely unfounded. “Ninety- 
nine percent of the time that 
doesn’t happen,” Ford says. 
Regardless of management’s 
philosophy, operations person- 
nel interested in expanding 
their horizons have ample op- 
portunity. By learning existing 
computer technology, a staffer 
can easily find a doorway to a 
position outside operations 
such as a PC support technician 
or a network administrator, 
says David Bullard, director of 


computer systems and opera- 
tions at Clemson University in 
Clemson, S.C. 

Operations managers willing 
to help should consider setting 
up mini cross-training pro- 
grams, Liebman says. “Have op- 
erations staff spend a day in 
sales, a day with the data-entry 
clerks, a day in accounting and 
so on,” he suggests. “Once they 
know how sales or data entry 
works, they can become impor- 
tant resources for these depart- 
ments in answering questions 
about computer operations.” & 
Fryer is a free-lance writer in Boulder 
Creek, Calif. 








TANDEM 


Immediate openings 
contract/full time: 


COBOL, SCOBOL, 
PATHWAY 


Indiana Scmsbiehed by wekana Unie is a state 


led institution 





Contract Solutions is offering long-term consulting 
opportunities locally and throughout the United States. 
Most positions pay between $80,000-$ 130,000 per year. 


SQL, TAL, C and UNIX 


Metro Network Inc. 
111 Center St., Suite #1310 
Little Rock, AR 72201 
Tel 501-372-4500 
Fax 501-377-2437 


University in 1945. —— 
See anton it has developed as a regional university for 
commuter 
The Department of Mathematical and information Sciences 
invites applications for a tenure-track position as an Assistant 
Professor of Information Syst 


@ ORACLE FINANCIALS 
REL 9 & 10 


@VMS, ALL-IN-ONE 
IMS DB/DC 
@ORACLE DBA DB? DBA 

@ TUXEDO, ORACLE X.25, TCP/IP, PORTING 
@ ORACLE, MANUFACTURING @ORACLE CASE 5.0, 5.1 
@ ORACLE FINANCIALS DBA @VISUAL C+ + 

@ ORACLE REPORTWRITER 2.0 @SYS ARCH TELECOM 
@UNIFACE 

@ALPHA AXP/OSF1, C 
@ADABAS DBA 

@SAP R3 

@ WINDOWS NT 
@MVS, CSP, DB2 


O.. Excellent staff has earned us a reputation as the 
top Consulting Company in Phoenix! We are looking for 
top-notch consultants to help us maintain our #1 spot. 


and If you have any of the following: 
ion systems are required. 

xperience ond tenting experience are desirable. 
Persons with master’s degrees or doctorates in computer- 
related fields are encouraged to apply. The department offers 
a B.S. in Information Systems. 


Send a letter of application, resume, 3 letters of reference, and 
ene 


ea 


COBOL, PATHWAY, TAL, 
SCOBOL,C, SQL,X.25 
ya sy Wael 
PL1,COBOL,C,ON/2 


HVS SYS PROGRAMMER 
MSSM el Tbs 


@ORACLE V.7 FORMS 4.0 
VMS, SYS. ADMIN. 
@ACMS, C, VMS 


a ... _ 
2300 S. Washington St., P.O. Box 9003 


Applications received by February 13, 1995 are assured of 
——-. Indiana —_ University hopk an —— 
Opportunity/Affirmative Action employer. ications 
women and minorities are strongly encouraged. 


Contact Laurie Zinker, 4747 N. 7th Street, Suite 
424, Phoenix, Arizona 85014. 

Fax (602) 279-1161 

or call (602) 279-4498 

or 1-800-279-4498 

We offer both excellent 

salary and benefits. 


STRATEM 


OBS 
TEL (212)967-2910 
FAX (212)967-4205 
124 W. 30th St. Suite #302 
New York, N.Y.10001 


603-893-6776 
FAX: 603-893-4208 
email csinat@mv.mv.com 


Two Keewaydin Drive : 
Salem, NH 03079-4875 
800-998-csi 1 (2741) 
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Consultin 


is the fastest growin 
industry. 


nd RCG is one of the fastest growing 
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CONSULTING COAST-T0-COAST 


segment of the data processing 


companies in con- 


sulting with locations coast-to-coast. In fact, our amazing growth 
has been fueled by the success of our regional offices. Each office 
provides Consultants with the unique challenges and professional 
rewards only a national computer consulting giant can offer. 


And each office currently has a wide variety of assignments for 


skilled professionals: 


PHILADELPHIA 

* ORACLE, SQL WINDOWS 
* POWERBUILDER 

¢ VISUAL BASIC, Access 

¢ VISUAL C++, C++ 

* NATURAL 2, DB2 

* CICS, ASSEMBLER 

* CICS, DB2, COBOL II 

¢ C TREE, TCP/IP, NET BIOS 


TEXAS 

* PL1, IMS DB/DC 

* TELON, IMS & DB2 

* MVS/VM FOCUS DESIGN 
* NOMAD or APL 

* WANG/PACE 

¢ ADW, DB2, MARKIV 

* QA CLIENTSERVER 

* SAP R3 

* BUSINESS OBJECTS 

* POWERBUILDER/ORACLE 
* ORACLE FINANCIALS 

° C++, MFL 

* ORACLE DBA 

* UNIFACE/SYBASE 


FLORIDA 


For details about Consulting at RCG, call, fax, 


* SMALLTALK, PARC PLACE 
¢ Visual Work 

* AS400, RPG 400/COBOL 

* POWERBUILDER 

* C++ VISUAL BASIC 

* UNIX, C, 
¢ IMS DB/DC, COBOL 


ORACLE 


SAUDI ARABIA & KUWAIT 

¢ POWERBUILDER/ORACLE 

* ORACLE FINANCIAL 

¢ IMS, DB2, TELON 

¢ PROJ. LEADER w/STOCK : 
MARKET EXP. 

¢ JAD FACILITATOR w/ADW 

* DB2 DBA & QA Specialist 

¢ CSP, DB2 

¢ DB2 BANKING 


CALIFORNIA 
¢ VISUAL BASIC 


or mail your 


resume to the location of most interest to you: 


PHILADELPHIA FLORIDA 
call SETH BOBROW Call STEPHEN ZAPPIA 
(215) 732-6440 ie 969-7242 


or KUWAIT 
fax: (215) 732-6447 : (407) 395-8243 
The Bellevue 2300 Glades Road 


200 South Broad St. oa Bai 
9th Floor 


Boca Raton, FL 33431 
Philadelphia, PA 19102 


(800) 877-5383 
fax (713) 956-1705 


Houston, TX 77018 


TEXAS, SAUDI ARABIA, 
call LOUIS DE YBARRONDO 


1900 North Loop West 


CALIFORNIA 

call BOB BEAUDET 
(800) 942-9269 

fax: (212) 730-4631 
111 West 40th Street 
27th Floor 

New York, NY 10018 


Lit) INFORMATION TECHNOLOGY 


© New York @ New Jersey @ Philadelphia ¢ Miami @ Dallas 
® Orlando ® Washington, D.C. ¢ Los Angeles ¢ Houston 





DATA AID, INC. 


People Who Know Computers 


“A premiere consulting & 
1 contracting company” 


Immediate openings in Birmingham, AL, Atlanta, 
GA and surrounding cities: 


* VAX, VMS, COBOL * DB2, DBA 
* Visual Basic * SAP 

* Boole & Babbage * Lotus Notes 
* ASI on AS400 + X-Windows 
* Technical Writers. + Gupta 

* CLAPPER * MVS, C 

* VAX, Portwan *cics 


Please fax or mail resumes to: 


1855 Data Drive 
Suite 155 
Birmingham, Alabama 35244 
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CLINICAL 
PROGRAMMER/ 
ANALYSTS 


immunex Corporation, a Seattle 
based biopharmaceutical company 
focused on the research, develop 
ment, manufacture, and marketing 
of products to treat immune system 
disorders, is seeking two suitably 
qualified Clinical Programmer/ 
Analysts for the Biometrics 
Department 


The successful candidates will be 
responsible for: the preparation of 
data tables and listings, leading the 
development of advanced program 
ming applications and automated 
production programs, optimizing the 
efficient use of computing resources 
and the development and debu; ng 
of computing procedures in the eas 
programming language 


A BS degree in Statistics along with 
a minimum of 3 years programming 
or systems analysis work experi 
ence, or alternatively a MS degree in 
Statistics with 1 year of program 
ming or systems analysis work expe 
rience is required. Work experience 
must be in a pharmaceutical industry 
setting and candidates should have 
at least 1 year of work experience in 
SAS dutsbaes structures and pro: 
gramming techniques. Experience 
may be gained concurrently. 
Immunex Corporation offers com- 
petitive salaries (range for this posi 
tion $44,000 to $50,000) and an 
excellent benefits package. For con- 
sideration, please send resume, with 
cover letter indicating Job 

7465.232 to Immunex 
Corporation, 51 University Street, 
Seattle, WA 98101. Immunex 
Corporation is an equal opportunity 
employer. 


immunex 


PROFESSIONALS 


s COMPUTER 
® 
C1 


OOP, GUI, C/S 
DATABASE 


(Oreyaperereererne 


American Management Systems, Inc. (AMS), a 
leading computer services firm, is currently seek- 
ing talented computer professionals to work in 


the Connecticut area. 


Opportunities are available at all experience lev- 
els and require expertise in the following areas: 


© Object-Oriented Development (SmallTalk, 


C++, OO A&D) 


© GUI Design and Implementation (Visual 


Basic, Motif) 


© Client/Server Systems (Windows, UNIX) 

© Database Development, Administration and 
Tuning (DB2, Sybase, Oracle) 

¢ IBM mainframe, COBOL/MVS/CICS 


For immediate consideration, please send your 
resume in confidence to: AMERICAN MANAGE- 
MENT SYSTEMS, Dept. CWJK-941204, 
12701 Fair Lakes Circle, Fairfax, VA 
22033, FAX#: (703) 267-5190. An Equal 
Opportunity Employer M/F/D/V. 


AMERICAN MANAGEMENT SYSTEMS, INC. 








Programmer Analyst for NE Ohio 
Software Development Com- 
pany. Perform analysis of insur- 
ance rate guides for p: ry and 
casualty companies. Evaluate 
and program guidelines into 
insurance issuance software and 
interface products. ramming 
will be primarily, in Turbo 
Pascal language, but also C, 
C++, Foxpro, Clipper and other 
PC. languages. Design of large 
applications using relational 
database working under DOS, 
UNIX, and Netware. Must have 
Bachelors Degree in Computer 
Science or Engineering and at 
least one year experience in job 
described or any position related 
to computer programming or sys- 
tems ae which experience 
must include DOS, UNIX, Turbo 
Pascal, Midrange, Mainframe 
and design of large applications 
using relational database. 40 hrs 
pr. wk. 6 hrs. O.T. 8:30 A.M. to 
4:30 P.M. $28,975.00 pr. yr. Must 
have proof of oa wagroal | to 
work permanently in the U.S. 
Send resume in duplicate (no 
calls) to T. Do, JOB# 00764, Ohio 
Bureau of Employment Services, 
PO Box 1618, bus, Ohio 
43216. 
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Manager, 40hrs/wk., 9am - 5pm, 
$55,000/year. Project manage- 
ment. Computer system/software 
analysis, design, and develop- 
ment for manufacturing, financial 
(banking) and retail software 
Tools Os/2, Toolkit; 
Presentation Manager (PM); LAN 
workstations; Windows; SDK; 
Serial Communication; C; C++; 
mainframe 370 Assembler. M.S. 
in Computer Science or Math as 
well as two years experience in 
the job offered or as a Software 
Developer required. Previous 
experience must include: OS/2; 
ToolKit; PM; mainframe 370 
Assembler; C; banking applica- 
tions; writing of test plans. Must 
have proof of legal authority to 
work permanently in the U.S 
Send two copies of resume to: 
ILLINOIS DEPARTMENT OF 
EMPLOYMENT SECURITY, 401 
South State Street - 3 South, 
Chicago, IL 60605, Attention 
Leila Jackson, Reference #V-IL- 
12326-V. NO CALLS. An 
Employer Paid Ad. 





CONSULTING 
& FULL TIME 
POSITIONS 


ONLINE Number: 
515-280-3423 


Contact DICE via 1200/14400 
baud Modem 8-N-1 
A service of D&L Online, Inc. 


515-280-1144 


Software Engineer, 40hrs/wk., 
9am - 5pm, $37,800/year. 
Design, development, technical 
support and software mainte- 
nance for imaging and device 
driver applications for high-end 
scanners, printers, film scan- 
ners, and digital cameras, using 
C/UNIX/OSF Motif programming 
environment for the Silicon 
Graphics and SUN workstations. 
M.S. in Computer Science as 
well as three months experience 
as a Software Engineer or 
Programmer Analyst required. 
Previous experience must 
include: design, development & 
technical support for imaging 
and device driver applications for 
high-end scanners & printers 
using C/UNIX/OSF Motif on 
Silicon Graphics platform. 
Submit resume to: Job Service 
of Florida, 2312 Gulf-to-Bay 
Bivd., P.O. Box C, Clearwater, 
FL 34618-4090, Re: Job Order 
number FL-1149877. 








Sr. Tech. Writer: $30,000/yr. 9:00 
a.m. - 5:00 p.m.; M-F. Duties inci 
writing & adapting high school 
and college ref. manuals for 
Mathematica. Prod. graphics for 
covers of books, instr. manuals, 
packaging and ads. Edit. newslet- 
ter for customers, tech. paper and 
package (e.g. finance), other 
manuals, and sche. Develop. ed. 
software. Maint. contact w/educ. 
and stud. M.A. - math. Exp. writ- 
ing Mathematica educ. software 
with emphasis on graphics. 2 xe 
exp. w/UNIX, MS-DOS, 
Macintosh. At least 3 publica- 
tions/working papers considered 
technical articles. 2 yrs. exp in the 
job offered or as a college/high 
school teacher. Qualif. applicants 
send 2 resumes and copies of 
publications/working papers with 
ad to iL DES, 401 South State 
Street - 3 South, Chicago, IL 
60605 Attn: rae cae “ght 
4 Reference # V-IL 11938- lo 

th rs Consultin calls. Job Lcsation: Champaign, 
1212 6" Ave, 9th Fi, NYC IL. Emp pd ad. Must have proof of 
900-421-5158 212-921-1319 legal authority to work permanent- 

Fax 212-302-4363 ne 
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Call Lisa McGrath 
at 


800-343-6474 


in MA, 508-879-0700 


And recruit the best 
with Computerworld. 


Weekly. Regional. 
National. 
And it works. 


An IDG Communications Newspaper 








Busy signal 


By Julie Hart 


Hiring may just be keeping 
pace with the turnover rate at 
telephone companies, but that 
doesn’t mean the industry is 
stagnant. Not by a long shot. 
“The big long-distance compa- 
nies such as AT&T, Sprint and 
MCI have made big leaps since 
the mid-80s,” says 
Chris Finn, a senior ib 
consultant at Tele- 
Choice, Inc. in Ve- 
rona, N.J. 

Today, most local 
telephone _ utilities 
and regional bell op- 
erating companies 
(RBOC) are working 
fast and furious to 
upgrade antiquated 
systems. “These 
companies are at the 
beginning of a huge 
re-engineering pro- 
cess,” says Eric 
Schnadig, a telecommunica- 
tions marketing specialist at 
Ken An Systems Corp., a con- 
sulting and product develop- 
ment firm in Cambridge, Mass. 

The two hottest information 
systems projects involve the de- 
sign, development and deploy- 
ment of client/server-based bill- 


The Jackson Laboratory is one of the 
world’s foremost centers for mammalian 
genetics research. Located in Bar Harbor, 
Maine, the lab is adjacent to Acadia National 
Park. Mountains, ocean, forests, lakes, and trails are all 
within ne If you love high tech challenges 
ing for a more natural environment, this 
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“Sixty percent of Sprint’s 
new hires have Unix, € or 
C++ experience, while the 
remainder have Cobol skills,” 
says Bill Gura, senior 
recruiter at Sprint. “The need 
for Cobol will eventually drop 
off as Sprint builds more 
client/server systems.” 


ing and customer service sys- 
tems. But consultants and sys- 
tems integrators are handling 
most of this work, analysts say. 
“Telephone companies are 
currently outsourcing a number 
of critical functions, including 
IS,” Schnadig says. In fact, con- 
tracting out re-engineering “is 
more cost effective and faster 
since they don’t have to deal 
with internal delays.” 


ee 


Rese ~~ Atrend 
here tostay 

While some utili- 

ties, such as Pa- 
cific Bell, are hiring 
to do the work inter- 
nally, outsourcing 
is a trend that is 
likely to continue, 
says Rex String- 
ham, director and 
principal analyst of 
Telecommunica- 
tions North Amer- 
ica at Dataquest, Inc. in San 
Jose, Calif. 

However, consulting doesn’t 
put a damper on job opportuni- 
ties in this industry. That is, if 
you don’t mind working for the 
systems integrators doing the 
work. Companies such as Amer- 
ican Management Systems, An- 


While jobs are on 
hold at many 
telephone com- 
panies, systems 
integrators are picking 
up the slack as they 
take on much of 

the utilities’ product 
development 





dersen Consulting and Elec- 
tronic Data Systems Corp., for 
example, are heavily involved in 
the utility market, according to 
Stringham. 

Skills that are in demand in- 
clude relational database and 
client/server experience. Pro- 
fessionals who can build gate- 
ways from one application to 
the next, have a thorough grasp 
of how network protocols inter- 
act and can design a network ar- 
chitecture are also needed. 

“It’s very hard to find these 
people,” says Christopher Ser- 
jak, a consultant at Northeast 
Consulting Resources, Inc. in 
Boston. For instance, the right 
candidate understands how the 
number of users or the band- 
width hierarchy affects net- 
work traffic and is also capable 
of mirroring the network archi- 
tecture to a company’s overall 
business strategy. 

If vou’re highly skilled, your 
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Helping hand 


Consultants are cashing in on re-engineering. For example, firms 
in the communications industry, including telephone companies, 
are spending the following on systems integration services: 


1993 
Business process re-engineering i scom 


Revenue 


Software integration 
Technology deployment 


Application development 


chances of getting on board in- 
crease. “There are more higher 
paid positions and fewer lower 
paid positions at” telephone 
companies, Finn says. “And if 
you're an object-oriented pro- 
grammer, you're gold wherever 
you look for a job.” 


Building competition 
Entry-level recruiting is espe- 
cially healthy at Sprint Corp. in 
Kansas City, Mo. “We have so 
many chiefs already that we 
need some Indians to do the 
work,” says Bill Gura, senior re- 
cruiter at Sprint. In fact, “60% of 
Sprint’s new hires have Unix, C 
or C++ experience, while the 
remainder have Cobol skills.” 
The need for Cobol will eventu- 
ally drop off as Sprint builds 
more client/server systems, 
Gura adds. 

The driving force behind the 
employment growth is_ in- 
creased competition. “Many of 
the computer systems in place 


i soem (RR s25em 
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are based on old paradigms,” 
Finn says. 

Telephone companies are al- 
so providing more services. For 
example, many RBOCs plan to 
offer videoconferencing and 
video shopping services. In ad- 
dition, flexible billing and cus- 
tomer service systems are a re- 
quirement to handle the billing 
of these new services. “With so 
many enhanced services on the 
horizon, the biggest black hole 
[in telephone companies] is bill- 
ing,” Stringham says. 

In any event, telephone com- 
panies must be able to quickly 
introduce new products and 
services, Schnadig says. “The 
industry is just beginning to 
wake up to the fact that informa- 
tion is a critical part of this pro- 
cess.” As a result, there’s a lot 
of work to be done in the coming 
years. * 


Hart is a free-lance writer in Sunay- 
vale, Calif. 














We don’t follow standards. 


At Sprint, we believe extraordinary technology can do the work of many people. But no technology can have the impact of one extraordinary 
person. If you’re an experienced IS professional who thrives on change and likes the idea of contributing to the success of a technology driven 
company, you owe it to your career to explore the opportunities at Sprint. 


We set them. 


Programmer/Analysts 


We currently have openings at our Kansas City location for Programmer/Analysts with a Bachelor's degree in Computer Science or 
equivalent. These openings encompass various levels of work experience and a wide range of programs. 


could be the opportunity you've been waiting for. 


DATABASE ADMINISTRATOR 


The Bioinformatics group at the Jackson Laboratory seeks 
a full time database administrator to maintain and 
enhance a database of genetic information on the 
laboratory mouse. This database is the central online 
information resource for biomedical researchers 
worldwide. Applicants must possess a B.A. in computer 
science and have at least three years’ experience in 
relational (preferably Sybase) database administration. 








We seek programmers with a minimum of 5-7 years experience working with IBM mainframe/mid-range systems and experience with: 


© RPG Ill, CL, DB2/400 in an online environment 
© CPI-C, APPC, SQL/400, CICS/400 and AS/SET or Synon 


We're also looking for programmers with 3-5 years experience with: 
Responsibilities include maintenance and upgrade of the 
database server, performance analysis and tuning, and 
enhancing system robustness. Some programming will 
be required, so applicants should possess working 
knowledge of C and one or more scripting languages. 


~ y Applications should be addressed to: 


¢ Programming development and.-testing 

© Programming and technical support 

© Project management 

¢ COBOL, MICRO FOCUS COBCL, CICS, C++, DYL280, ADABAS, VSAM, TSO/ISPF, JCL, FILEAID/EXPEDITER/OMEGAMON 

¢ TERADATA 

* Client Server 

Attn: Human Resources 

#4 The Jackson Laboratory 
600 Main Street, Bar Harbor, ME 04609 


Email: hrw @jax.org. 
Jackson 


We have entry-level positions available for programmers with at least 1-2 years experience in the following: 


¢ OS/JCL, COBOL, TSO, DB2, CICS, ANSI C (UNIX PLATFORM), ORACLE and/or SQL and Visual Basic 
© Network and shell (KSK, CSH, TCHS) programming 


Tie acd babies ¢ Database theory 


ee Sprint offers highly competitive salaries and a very attractive benefits and relocation package. If you have the talent and desire to set new 
ps aN ce a standards in technology, please send your resume and salary requirements to: Sprint, Dept. BG/CW, Mailstop #MOKCMT1201, 1200 Main, 

” Kansas City, MO 64105. We are proud to be an EEO/AA employer M/F/D/V. Also, we maintain a drug-free workplace and perform pre- 
employment substance abuse testing 











> Sprint. 


Be there now. 
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Computer Careers 


_Midwest 


Join Our W: 
, J neainiae Fit 


: For the leading edge opportunities below, 
contact Mike Forbes (mforbes@tri.com): 


Mainframe Developers DB2 CICS Cobol 


Inc., a leading IT consulting firm, 

is one ofaselect ¥ few organizations to 
be honored as a three-time Inc. 500 compa-_: 

ny. We appreciate that our rapid growth ee EU es 

and success is attributable to the success of  : “ 

our best-in-class consultants. That’s why PowerBuilder Developers 
we offer our consultants unparalleled : a 
opportunities, through our: : For the opportunities below, 


e Technology Sector Recruiting contact John Byrne (jbyrne@tri.com): 


Enables our specialized recruiters to fully , i : 
understand consultant skills and capabilities. Sy vera sh cident nasa 


© Delivery Management System : UNIX Sys. Admin. - all flavors 


Matches consultant expertise and profes- 
sional goals with the best local and i ; ff 
nationwide opportunities. TS ee eee 


e Flexible Career Options 
Provides hourly and salaried positions 
both short- and long-term. 


Visual C++ or Visual Basic, MS-Windows 


In addition to excellent compensation, we 
provide a 401(k) plan and healthcare options. 
Please e-mail, fax or call with your selected 


© Consultant Retention Program —_ opportunity and location: 
Builds long-term relationships through 


successive project placements. : 1-800-248-9119 ¢ Fax: 617-527-8805 


The Registry, Inc. 
Attn: National Division, 189 Wells Avenue, Suite C, Newton, MA 02159 


Atlanta, GA Columbus, OH Greensboro, NC Richmond, VA 
Boston, MA Dallas, TX McLean, VA Rosemont, IL 
Charlotte, NC Denver, CO Newton, MA San Francisco, CA 
Chicago, IL Durham, NC(RTP) New York, NY Seattle, WA 
Member NACCB Cleveland, OH Ft. Lauderdale, FL Rye Brook, NY Schaumburg, IL 





Now you can access 

|S. careers on a 

regional on-line 

database for the Southwest! 


See jobs from: 


Dell Computer Corporation and many more companies! 


For questions about using the service to access jobs, 
call our information line at 1-800-343-6474, x524. 


For information about posting jobs 
to the service, call F. Jay Savell 
at 1-800-343-6474, x184. 


This service is available 
at no cost to job seekers. 
(Callers outside of Texas 
incur the cost of their telephone call.) 
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Now you can access 
|S. careers on a 

regional on-line 
database for the Southwest! 


| 











See jobs from: 


Dell Computer Corporation 
and many more companies! 


COMPUTERWORLD 


For questions about 
using the service to access jobs, 
call our information line 
at 1-800-343-6474, x524. 


For information about posting jobs 
to the service, call F. Jay Savell 
at 1-800-343-6474, x184. 


This service is available 
at no cost to job seekers. 
(Callers outside of Texas 
incur the cost of their telephone call.) 

















PROGRAMMER ANALYST- 
Responsible for the design, 
development and installation of 
software that meets user and 
management expectations. 
Development, modifications and 
enhancement of computer pro- 
grams that generate critical 
reports and output to run the 
hazardous waste management 
operation. Manage customer 
information, new waste inquiries, 
waste approvals and waste 
receipt. Provide hooks to incor- 
porate the management of non- 
hazardous waste in the system. 
Req'd: M.S. in Computer 
Science or Computer 
Engineering with 1 year exp. in 
the job offered or 1 year exp. in 
a related occupation such as 
MIS Intern. Related experience 
must include writing, developing, 
modifying and enhancing com- 
puter programs; also using IBM 
mainframe, comprehensive 
retrieval and Spectra. Academic 
background must include gradu- 
ate level courses one each in: 
Management Information 
Systems; Database Systems. A 
course or a project on a project 
on a relational database like 
ORACLE. Must have one univer- 
sity course in Public Health 
Engineering. 40 hrs/wk. 8:00 
am.-5:00 pm. $19.71/hr. Send 
resumes to: 7310 Woodward 
Ave., Rm. 415, Detroit, MI 
48202. Ref. #126494. “Employer 


Paid Ad”. calls. An employer paid ad. 


fosihesinineantorneeeaiel aan eaten 
SYSTEMS ANALYST - Design, 

develop, and implement appii- 

cation ee in decision 

port and EIS areas of UNISYS 

PROGRAMMER / ANALYSTS | Workbonet GUI). Analyse “et 

& SYSTEMS PROGRAMMERS | user's juirements, work- 


‘h, ro 
FOR CAROLINAS =| Mapper notworking MOP, 
AND SOUTH 7 Reqd: Bsn 7 Computer 
Numerous opportunities exist for on- a ae co 
line and data base applications P/A's 2s | Science, Computer. Engineer. 
well as systems programmers and 


ing, or Electrical Engineering 
with 2 years exp. in the j 

OBA’s. Fee Paid. Please call or send 

resume to: 


offered or 2 years exp. in a relat- 
ed cooupaion s aun a Systems 

Keith Reichie, CPC 
Systems Search, Inc. 


Specialist. Related experience 
must include system analysis, 

4 Pine Point Rd. 
Lake Wylie, SC 29710 


design and development work- 
ing on UNISYS, A Series main- 

803/831-2129 
(Local to Charlotte, NC) 





frame, and using MAPPER and 
. 8:00 am - 

5:00 pm. $3,190.43/mo. Send 

resumes to: 7310 Woodward 

40002. Hol#i0708. Employer 
. Rett . 

Paid Ad”. 


COMPUTER PROGRESS 
UNITED 
$40,000 to $60,000 
We prowde Fortune 500 companies with 
consulting and programming services. We 
have immediate positions available with a 
National Client in all regions of the U.S. 


‘C’ 2 APS = Mantis 
DB2 = Natural 
PowerBuilder 


Send resume or call: 
Computer Progress United 


AT Ctr 
12730 Townepark Way 


-800-343-64 Louie KY al2es 
1 74 (502) 245-6533 ® FAX (502) 244-5369 





Place your 

advertisement in 

regional or national editions 
of Computerworld’s 
Computer Careers section. 
For more information call 
Lisa McGrath. 


800-343-6474 


(in MA, 508-879-0700) 





Compute 


_ Midwest _ 


PROGRAMMER 


ANALYSTS 


At Humana, we rely on the skills and profes- 
sionalism of our staff to continue a tradition 


of excellence. 


As a result of recent acquisitions and our 
entry into new product lines, Humana’s 
Information Systems departments are 
expanding their staff. We are currently seek- 
ing 20+ development professionals. 
Knowledge in development of client server 
applications and relational data base tools is 
desirable. Experience in one or more of the 
following would also be a pilus: Microfocus, 
COBOL II, LAN, DB2, FOCUS, Sybase, 
DOS, OS/2, AIX, C++, SQL, EDI, CICS, 
IDMS, and VSAM. Strong project leadership 


skills are also desired. 


This is a superb opportunity for motivated 
systems professionals to join a leader in the 
health insurance industry. We offer a gener- 
ous benefits package and competitive com- 
pensation. For prompt consideration, send 
your resume with salary history to: Sherri 


Harbsmeier, 


Humana, 


Inc., Human 


Resources Department, 500 W. Main Street, 
Louisville, KY 40202. 


Equal Opportunity Employer 


=4dumana. 


CEDF, DITTO, IDCAMS, SORT, 
FILE-AID, ISPF, EXEC, REXX, 
and RPF. Will design and analyze 
application systems. Applicant 
must have 2 yrs exp in the job 
duties described above or 2 yrs 
exp in a computer related field 
which must include: 2 at in 
COBOL; 2 yrs exp in V: , SCL, 
TSO/MSPF, CICS, DB2, SQL; 2 
yts exp in design & analysis of 
application systems; 1 yrs exp in 
CADRE/TEAMWORK ASE tool; 
2 yrs ith debugging pro- 
S one min. of two of: PE. 

ITER, INTERTEST, EZTEST, or 
CEDF; at least 1 yr exp in three of 
the four data tools: DITTO, 
IDCAMS, SORT, or FILE-AID; 1 
yt exp in two to the four tools to 
develop online systems: ISPF, 
EXEC, REXX, and RPF. Must pre- 





image, Workflow and Document 
Management Consultant 

Maintain ongoing expertise with 
the rapidly-changing technologies 
in the field of Image and 
Workflow processing and 
Document Management to ana- 
lyze the appropriate products 
used in creating large-scale inte- 
grated computer information sys- 
tems for clients. Analyze client 
proposals and client engage- 
ments to determine the appropri- 
ate technology and image infor- 
mation needs. Educate clients 
about the different technologies 
available, and train personnel on 
Image Processing, Workflow and 
Document Technologies. Design 
and conduct professional educa- 
tional course for company per- 
sonnel to attend regarding these 
technologies; produce an Image 
and Workflow industry newslet- 
ter; conduct worldwide annual 
Image Processing Vendor meet- 
ing; and prepare handbook for 
Company professionals to con- 
sult on engagements which 
includes current information to 
assist the engagement teams in 
working directly with the vendors. 

Utilization of the following com- 
puter software: Client Server 
Systems, LAN and WAN, SQL 
Databases, Scanners, Optical 
Storage Systems and OCR/ICR 
technology Requires a 
Bachelors Degree in Statistics or 
Computer Science. Must possess 
four years work experience in the 
job offered or four years work 
experience as a Marketing 
Director. Work experience must 
include two years experience in 
each of the following: 1) direct 
sale of mid-sized and large 
image, workflow & document 
management systems; 2) manag- 
ing & developing indirect sales 
channels for image, workflow & 
document management systems; 
3) analyzing business operations 
for introduction of technology 
information management sys- 
tems; and 4) participation in a 
direct working relationship with 
image, workflow & document 
management vendor and periph- 
eral distributors. Work experience 
must include six months experi- 
ence utilizing the following com- 
puter software: Client Server 
Systems, LAN and WAN, SQL 
Databases, Scanners, Optical 
Storage Subsystems (jukebox- 
es); and OCR/ICR technology 

$90,000 per year. 40 hour work 
week. 8:00 a.m. to 5:00 p.m 

Apply at the Texas Employment 
Commission, Dallas, Texas, or 
send resume to the Texas 
Employment Commission, TEC 
Building, Austin, Texas 78778, 
J.0.# TX7214689. Ad Paid by An 
Equal Opportunity Employer. 
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Blast into 1995 


At Cap Gemini America 


What motivates you???...New technologies? A variety of industry experi- 
ence? Corporate commitmentto training and career enhancement? Exceptional 
benefits?... Or what about our success? Join CAP GEMINI AMERICA in 1995 
as we ignite business technology and rocket into brilliant, new, creative direc- 
tions. Be a part of this ttemendous growth—now is the time! 


The North American division of one of the world’s top 5 largest information 
services firms, CAP GEMINI AMERICA is one of the first to be ISO/9000 
certified. Our reputation in the industry has created universal growth throughout 
the division, which in turn has created opportunities for all levels of experts— 
from Software Developers & Architects to Project Managers—across a 
broad range of client/server, midrange and mainframe environments. 


Positions are available throughout the Midwest Division—including Chicago, 
Central Wisconsin, Denver, the Pacific Northwest, Minneapolis, Milwaukee, 
Des Moines, Omaha, St. Louis and Kansas City. For each, CAP GEMINI AMERICA 
balances world-class challenges with very competitive compensation. Blast into 
1995 with CAP GEMINI AMERICA. FAX or mail your resume, indicating 
geographic preference, to: Jennifer Roach-Division Staff Manager, CAP 
GEMINI AMERICA, 5 Westbrook Corporate Center, Suite 600, Westchester, 
IL 60154. FAX 708/531-1370. Equal Opportunity Employer M/F/D/V. 





CAP GEMINIAMERICA 


MANAGER: Data Processing 
Systems. Assume responsibility 
for the evaluation, recommenda- 
tion, purchase, installation and 
configuration, trouble-shooting, 
maintenance and repair of the fol- 
lowing: Corporate-wide network 
cabling plant, workstation PCs, 
printers, related DP peripherals; 
coordination and activation of all 
maintenance contracts for all 
computing hardware and all sys- 
tems and applications software; 
network administration including 
addition and deletion of users, 
granting of security passwords 
and access rights, network OS 
upgrades and maintenance, print 
queue creation/management and 
overall system file maintenance; 
maintain complete and up-to-date 
network systems documentation, 
ensure compliance with legal reg- 
ulations pertaining to software 
acquisition and ownership; plan- 
ning and implementation of com- 
plete system backups, restora- 
tions and archiving, continuous 
review and implementation of 
systems disaster recovery pro- 
rams; trouble-shooting of 
rogrammed Solutions and 
Macola Accounting packages; 
assist in report generations using 
MS Foxpro 2.5 systems resource 
analysis and planning in client 
Projects including, but not limited 
to, application trouble-shooting 
and modification, electronic data 
transfer and data conversions, E- 
mail installation and administra- 
tion. REQUIREMENTS: Master of 
Science —— in Management 
Information Systems or Computer 
Science plus two years of paid 
experience as a programmer or 
systems analyst. A Bachelor of 
Science degree in MIS or 
Computer Science plus four 
years of professional experience 
as a programmer or systems ana- 
lyst is acceptable. Position 
requires thorough working knowl- 
— of Novell Netware 3.x., MS 
S and Windows 3.1 operating 
systems environments, Interme- 
diate Microsoft Foxpro 2.5, 
Ethernet 10-Base LANS, 
RS232/TCP/IP communications, 
database design and structured 
program concepts. SALARY: 
$35,000 year/40 hr. week 
Resumes to: Mrs. Jimmie Gaston, 
Mo. Division of Employment 
Security, 13131 New Halls Ferry 
Road, P.O. Box 339, Florissant, 
MO., 63032-0339. Refer to Job 
Order Number 187810. Applicant 
must be able to demonstrate that 
he has a right to be legally and 
permanently employed in the 
United States 





Member of he CAP GEMIN! BOGET) Group 


Join Computer Consulting Group, one of the Southeast's most 
dynamic consulting firms, and watch your career soar. We are 
seeking talented and motivated programmer/analysts and have 
immediate staff openings through our offices in Richmond, VA; 
Raleigh and Charlotte, NC; Greenville and Columbia, SC. Our 
immediate and continuing needs are: 

° Network Specialists 

¢ Visual Basic 

Programmers 

*CICS/COBOL 

* SAS Programmers Windows NT 

* PC/MAC Specialists * AS400/RPGII 
CCG offers competitive salaries, attractive benefits, relocation 
assistance and MORE! For immediate consideration send 
resume or call NOW! 


Computer 
Consulting 
Group 


Contract Professional Services 


°IMS/COBOL 

* Sybase 
mmers 

*CC:Mail Expert 


One Monckton Boulevard 
Columbia, SC 29206 
1-800-222-1273 « FAX (800) 539-3339 
Member NACCB 











Senior Programmer Analyst 
Denver, CO 


We're Provenant Health Partners, one of the largest and most trust- 
ed healthcare networks in the Denver area. We now have an excep- 
tional Co per available for an individual to analyze system prob- 
lems and develop solutions in our Information Services department. 


You'll assist personnel in problem areas, define |S specs, and act as 
lead programmer analyst and/or project leader, coordinating or 
directing other programmers. Selecting appropriate programming 
languages, debugging, and testing will all be part of your role. 

We ire 6 years’ programming experience, including 3+ years 
using MediPac ( juest Patient accounting). A BS in computer 
science, mathematics, or a related area, is preferred. Candidates 
must have strong skills in COBOL, CICS, and MVS JCL. Knowledge 
of ADS, CliniPac, Patient Management (ADT), and PC skills are 
desirable. Excellent oral and written communication skills are essen- 
tial, as are organization skills and the ability to set priorities. 


To find out more about the beautiful Rocky Mountain region, and the 
benefits of working at Provenant, contact Provenant St. Anthony 


North, Attn: Maureen Chiddix, 
(800) 862-JOBS, 2551 West 84th Ave. G PROVENANT 


Westminster, CO 80030. 
Equal opportunity employer. 
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MONTARE 


INTERNATIONAL 


Our in-depth training, professional consulting services, and how we recognize and reward 
our employees, has made MONTARE International a world class, premier provider of IEF 
Training and Consulting Services since 1989. Our proven success has put us in the fore- 
front of the industry and has created career growth opportunities available throughout the 
U.S. We are seeking proven professionals who possess excellent verbal and written com- 
munication skills along with the following technical skills to join our firm. 


sonar Sec 


IEF Specialists ———= 


* Minimum 2 years experience. 
* Team Leader experience is a plus. 


MONTARE International promotes idea exchange and encourages career growth. We 
offer a competitive compensation package including a generous profit sharing plan, along 
with medical, dental, 401K, training, and ongoing educational development. Please send or 
fax your confidential resume to: 


MONTARE International, Attn: Rita McGinnis 
15303 Dallas Parkway, Suite 1060, LB22, Dallas, Texas 75248 
Fax (214) 458-9447 Phone 1-800-856-1050 EOE, M/F/D/V 


Tre Hiei training rem et) 





’ | 


SYSTEMS INTEGRATORS 
| TECHNICAL PROJECT MGRs 


EAST CGAST OPPORTUNITIES 
Butler Technology Solutions, 
a $400 million div. of an 
international corp., needs 
Systems Integrators and 
Technical Project Mgrs 
with LARGE SCALE SYS- 
TEMS bkgd. Must possess 
exp. in developing integfa- 
tion plans; testing and 
integration of sub systems 
and components; plan 
and schedule complex 
software implementation 


| Want to 
© push your talent 
TEL! " further out on 
eeceeceneeeeoce the edge» 


That’s why 
more 
companies 
place more 
recruitment 
advertising in 
Computerworld 
than in 

any other 
specialized 
business 
newspaper. 


UMC Gr ICU OM One oAVOR YI eMiE 


. WIETICGer Pim EN mC ] 
We have an elite | 
client base made up of Fortune 1000 firms - and they ) 


need the cream of IT talent with the following skills: 


Call Rob Romaine 
201-573-8000 


(BUTLER TECHEROL OGY SOLUTIONS, MIC. 
110 Summit Avenue 
Montvale, Nj 07645 


ANACCB Member 





Smalltalk, C++, Visual Works, PowerBuilder 
COBOL, CICS/DB2, AS/400 

Sybase, Oracle, DB2/2 

DOS, Windows, OS/2 

VB, Paradox, C. LAN/WAN 


We'll give 

you better 
compensation, 
the opportunity 
to contribute 
and learn in a stimulating team environment where ideas are encouraged and 
valued. To learn more about how we treat our gurus, please call or send your 
resume to: Technical Resource Solutions, 3900 W. Alameda Ave., 
Suite 1700, Burbank, CA 91505. (818) 972-1744 Fax: 

(818) 972-1608; email: 74601.3324@compuserve.com 


A RESOURCE SOLUTIONS 
South 


| 64DI, a word leader in providing total Se 
. >i 
Florida 


mass storage solutions based on our 

award-winning SCSI Express software 
IBM Mainframe professionals. 
CW Systems Inc. currently has 


SPECIALIST 


Seeking professional to develop 
multi-user Geographic Information 
System. Must have thorough under 
standing of ARC/INFO with strong, 
AML skills. Experience in systems 
administration using IBM RS6000's, 
AIX Operating System and Oracle a 
plus. BS in Computer Science, 
Geography, or Engineering desired. 
Salary $31,064 - $43,710 DOQ, 
plus full benefit package. Apply by 
5pm, January 6, 1994 to City of 
Kissimmee, Personnel Dept, 101 N. 
Church St., Kissimmee, FL 34741 
AA/EOE 





Senior Applications Programmer 
(Will travel between Tampa & 
Orlando, FL client sites) Design, 
develop, code, test, implement, 
and maintain RPG/400 programs 
for commercial and financial 


ard hardware, is now recruiting for 
the following position 


Public Relations Manager 


5-10 years of PR experience in com 
puter hardware or software industry; 
must have solid relationships with 
major editorial contacts in industry 
trade publications. Degree required. 
Send resume to: 
Human Resources 
Micro Design International, inc. 
6985 University Boulevard 
Winter Park, Florida 32792 
407-677-8333, x119 
407-678-0449 (Fax) 
EEO M/F 





2 


multiple long-term positions 
for the following skills: 


IMS DB-DC/CICS or 
COBOL li/DB2 


Please phone or send rsume 
to: 2001 N. Rocky Point Drive 
East, #200, Tampa, Florida 
33607; fax 813-281-4698; 
phone: 800-772-4821. 
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have 3+ 
years of experience. 


#1 - IMS DB/DC, COBOL 
Il (required) TELON 

& EASYTRIEVE 

PLUS (desired). 


Springfield, Illinois location. 


Reply MSI, PO Box 670 
Springfield, IL 62705. 





applications systems in an IBM 
AS/400 environment. 3 yrs 
exper. in job. Development work 
must include 3 yrs. of experience 
utilizing RPG/400 on the AS/400 
computer. 40 hrs/wk. $39,500 
per year. Send resume to: Job 





Service of Florida, 2312 Gulf-To- 
Bay Blvd., P.O. Box C, 
Clearwater, FL 34618-4090, Re: 


Weekly. Regional. National. And it works. 


An IDG Communications Newspaper 
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C++/OOP 
ta Pe 


Birmingham, AL 


We're constantly preparing our consultants 
for the future. 


At American Management Systems, our LS. professionals 
are sharpening their skills on the most advanced com- 
puter systems around—learning new applications and 
techniques every day. That’s how we've maintained our 
position as a leading Information Technology consulting 
firm. And why top companies from industries around 
the world depend on us for answers. 


We are looking for people with the following skills to join 
us at our Birmingham facility: 


OO DESIGNERS/PROGRAMMERS: We are seeking 
highly skilled technical professionals who are capable 
of building infrastructure components with client/server 
experience (C++, ParcPlace VisualWorks SmallTalk) 
and UNIX expertise. 


OO ANALYSTS/DESIGNERS: Individuals 
selected will have OO and client/server experience. 
Telecommunications expertise a plus. 


BILLING SUBJECT MATTER EXPERTS: We are 
seeking individuals with the ability to use their knowledge 
of telephone company billing systems to solve prob- 
lems associated with the design, development, and/or 
implementation of telephone company billing systems. 
Requirements also include exceptional analytical, problem 
solving, interpersonal, and communications skills. 
Must be willing to travel. 


APPLICATION PROGRAMMERS: We are seeking 
professionals with experience in C++ and SmallTalk. 


Additional opportunities are also available for technical 
professionals with SEI and OO methodology expertise. 


Our progressive work environment emphasizes excellence, 
commitment, and recognition based on performance. 
Learn more about our competitive salaries, travel 
opportunities, top benefits, and outstanding career 
advancement potential. Send your resume, indicating 
position of interest, to: AMS, Dept. CWPB-941204, 
12701 Fair Lakes Circle, Fairfax, VA 22033. An 
Equal Opportunity Employer M/F/D/V. 


AMERICAN MANAGEMENT SYSTEMS, INC. 


Developing Careers 
In Developing Technologies 


Join Florida’s Leader In Consulting, 
Training and Permanent Placement. 





CLIENT/SERVER ENVIRONMENTS 
© C © C++ © Smalllalk © Visual Basic 

© PowerBuilder * Oracle © Informix #Sybase 
© Windows NT, MFC/SDK, MS Access 

© Unix © Lotus Notes 


IBM MAINFRAME 
© DB2/CICS © IMS DB/DC * Cobol 


IBM 
© AS400 Programmers 


re 
Arthur Andersen DCS, MACPAC 
° ° SAP MM, FIN © Mad Payroll, HR 


pit ted Analysis & Design & Implementati =e 
rien i lementation 
° iigal Position Otay bose De 

© Sr. Programmer/Analysts 

© Business Analysis 


28th Street North 
aisha 572-6088 


800-777-8603 © FAX 36 389-0204 


Orlando Area 

201 E. Pine a Suite 1305 

Orlando, FL 32801 

800-299-9953 © FAX 407-843-8153 
Jacksonville Area 


Freedom Commerce Centre 
8375 Dix ay Trail, Suite 403 


weeds 


RDBMS Professionals 
Caught in a merger? 


Make the move! 


We have the power 
to build your career. 


Mergers are sometimes good for the bottom line, but not always good for top professionals. At 
Informix, we're ready to offer you the stable environment you deserve — and need — in order to do 
the finest work you're capable of. And, with our powerful new client/server information system devel- 
opments, you'll have the industry's most advanced tools to work with: Dynamic Scalable Architecture, 
the world’s first truly parallel processing database architecture, and NewEra, cutting-edge tools that 
allow developers to write applications using traditional or object-oriented programming methods 
These tools can access a wide variety of systems as well. If you're about to fall through the cracks, 
consider making the move to Informix and build a new, solid foundation for your future. 


If you have at least 3-5 years of experience in the RDBMS industry and a background in C, C++, UNIX 
or MS/Windows, consider the following opportunities to join us in Menlo Park, California or Kansas 
City, Missouri: 
¢Product Marketing Directors/Managers 
eIndustry Marketing Managers 
eMarketing Engineers 
eSoftware Development Engineers 
°Software QA Engineers 
¢ Technical Writers 
©Technical Support Engineers 


Architects 


eSales Representatives 
° Pre/Post-Sales 


° Consultants/Trainers 


Systems Engineers 


These positions are available nationwide: Fax (4.15) 926-5986 


See us at DB Expo in New York City, December 6-8 and 
Database & Client/Server World in Chicago, December 7-9 


Drop by our booth and share your background and interests with us. 


Or, send your resume, indicating your area of interest, to: Informix Software, Inc., Professional 
Staffing, Dept CW-1204, 4100 Bohannon Drive, Menlo Park, CA 94025; Fax (415) 926-6161. We are 
committed to workforce diversity. EOE M/F/D/V. 


All trademarks are registered to their respective companies. 


A \NFORMIX’ 


CONTRACTORS 


ALL TECHNICAL SKILLS 
NATIONWIDE REQUIREMENTS 








TANDEM PROFESSIONALS | 


CISCORP, a national systems integration firm and a preferred service 
provider for Tandem Computers, has requirements as follows: 


COBOL, SCOBOL, C, TAL, SQL, 


CONSULTANTS 
* All Technologies 
* Nationwide Openings 


CONSULTANTS - 
SHOULD CONSULT 


We mail your resume to brokers 





Jacksonville, FL 32256 
800-246-4085 © FAX S100 


* Salaried of Project Basis 


2+ Years Experience 
Send/Fax resume to: 
Analysts International Corp. 
P.O. Box 39612 
Minnea op 
Fax( 12) 


IMMEDIATE 
CONTRACTS 
Please send resume & call 
Mimi Simon Assoc. 
CSRS RRL) 


(212) 406-1705 
FAX (212) 406-1768 


nationwide at no cost to you. 
Send your resume to: 


JKL Enterprises, inc. 
500 North College, Suite 108 
Charlotte, NC 28202 


o 
1377 K Street NW, Suite 167 
Washington, DC 20005 
1-800-257-0945 
(202) 543-1930 
FAX: K: (202) oe 2230 


TELCO, CLIENT-SERVER, UNIX 


CISCORP provides excellent benefits to our employees including an 
Employee Stock Ownership Plan. For confidential consideration, 


please mail resume to: 
CIScorp 


Rob Dougherty-MS 0833 
Penn Center West I!, Suite 430 
Pittsburgh, PA 15276 3B 


800/969-0099 or fax 412/787-3070 
Equal Opportunity Employer 
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Computer Careers 











Florida 


DON'T DREAM THE LIFE, 
LIVE THE DREAM!!! 
Florida, with gentle winds bending the 
palms and an average temperature of 
72, is one of the finest places to live and 
work. 
AMD Consulting Services is experiencing 
phenomenal growth. Our customers, 
Florida's premier information jing centers, 
have immediate needs for professionals with ex- 
perience in any of the following: 
+ COBOL, PLI, ALC, RPG, "C", CICS 
+ FOCUS, ORACLE, INFORMIX 
+ DB2/SQL, IDMS, IMS, SYBASE 
* TANDEM, DEC/VAX, UNIX, AIX, OS2 
* POWERBUILDEA, VISUAL BASIC 
* PACBASE, AS400, JD EDWARDS 


It's your move, make it the RIGHT ONt. 


AMD). ....0100 


120 West Hyde Park Place 
Suite 210C 
(813) 251-2493 (FAX) 





Tampa, Florida 33606 
(813) 259-0738 
2AHrs/Day 


Senior Systems Engineer 


ISIS Information Systems is Europe’s 
leading developer of IBM Client/Server 
document solutions. For our US opera- 
tion based in New Jersey, we look for 
the following skills for consulting and 
pre-sales activities. 


¢ IBM/390 VM or MVS experience. 
e PC-LAN with Windows and OS/2. 
e IBM AFP or office kr.ow-how. 


ISIS product training would be in Austria. 
Salary negotiable. Travel in the US 
required. 


Please FAX resume to 
(011)43-2236-21081 


or via INTERNET atphs9hs@ibmmail.com 





$40,000 TO 
$65,000 


IBM, AS/400, HP, DEC/VAX, 
COBOL, CICS, IMS DB/DC, RPG, 
C++, SMALLTALK, POWERBUILDER, 
CLIPPER, PARADOX, VISUAL BASIC, 
SYBASE, ORACLE, DB2, INFORMIX 
UNIX, NOVELL 
FOR THESE AND OTHER POSITIONS 
CALL COLLECT OR WRITE 

(506) 583-3100 
1800 Meidinger Tower 


fe comaeame 


CONSULTANTS INC. 


500 AFFILIATED OFFICES 
Client Companies Pay Fees 





_J 


"First When Quality Counts" 


CAREERS IN COMPUTERS 


Place your 

advertisement in 

regional or national editions 
of Computerworld’s 
Computer Careers section. 
For more information call 
Lisa McGrath. 


800-343-6474 


(in MA, 508-879-0700) 








Computer 
Pree 





© Copyright 1994, Corporate Technology Inform 


126 CompuTerwort_D DECEMBER 5, 1994 


Telecommunications 


Lasers and 
optics 


beer elt Cag 
hardware 


ation Services, Inc., Woburn, Mass. 





Looking for qualified 
computer 
professionals? 


Look no further. More than over one half million computer 
professionals read Computerworld every week. And you 
can reach all of them -- or just the ones in your region -- 
with a regional or national recruitment advertisement in 
Computerworld’s Computer Careers section. For more in- 
formation, call Lisa McGrath at 800-343-6474 (in MA, 
508-879-0700); or call your local sales office listed below: 


BOSTON 

Nancy Percival 

375 Cochituate Road, Box 9171, 

Framingham, MA 01701-9171 
508-879-0700 


NEW YORK 

Marty Finn 

Mack Center 1, 365 West Passaic St., 
Rochelle Park, NJ 07662 
201-587-0090 


WASHINGTON, D.C. 
Katie Kress 
8304 Professional Hill Drive, 
Fairfax, VA 22031 
703-573-4115 


CHICAGO 

Patricia Powers 

1011 E Touhy, Suite 550, 
Des Plaines, IL 60018 
708-827-4433 


LOS ANGELES 
Barbara Murphy 
2171 Campus Drive, Suite 100, 
Irvine, CA, 92715 
714-250-0164 


YUL Etta lel tty 


Test and 
and components 


Wate Rie ula 


laced 
ET celtic 











_ Computer Careers 








NETWORK DESIGN & IMPLMENTATION - Response Code: A4 
* GATEWAY SYSTEMS PROGRAMMING + PERFORMANCE TUNING 
* CAPACITY PLANNING + DATABASE ADMINISTRATION 
* CICS * DB2 
+ FRAME RELAY + E-MAIL 
* VOIC/FAX MAIL + AIN 
* SS7 * Systems performance and modeling tools 
* Microsoft Project * Telephony Call Processing 
APPLICATIONS & SW TEST 
SOFTWARE ENGINEERS & PROGRAMMERS 
SYSTEMS ADMINISTRATORS - Response Code: A4 
* SES SIMULATION/MODELING + ACD « IBM MAINFRAMES 
+ STRATUS * RISC 6000 « DEC VAX 
* PCs WORKSTATIONS + MS-DOS 
VAX/VMS + FOXPRO UNIX 
AIX * VOS * OS/2 
RDB GUI “Cc 
C++ COBOL COBOL II 
PL/1 ADABAS/NATURAL * POWERHOUSE 
PRESENTATION MANAGER OBJECT-ORIENTED DESIGN + DB2 
DATA MODELING * DATA ARCHITECTURE * REALTIMESYSTEMS 
CICS VSAM * SYBASE 
DEC TOOLS * X.25 + X.400 


; : . * X.500 TCP/IP LU6.2 
Combine the beauty of the Rocky Mountains with a blanket of forest greenery Lotus Notes 
and add a clear blue sky that seems to be so close, you'll think you can touch it 
and then you'll have an accurate description of scenic Colorado Springs, Colorado. LAN/WAN DESIGNERS & ANALYSIS 
One of the most magnificent cities in America, Colorado Springs boasts such ENGINEERS - Response Code: A4 
popular attractions as the spectacular 14,110-foot Pike's Peak; centuries-old Cave , toKEN RING + APPN * TCP/IP + NETVIEW/6000 
of the Winds; Cheyenne Mountain Zoo, the only mountain zoo in the nation; the : 
United States Air Force Academy; and the Colorado Springs Fine Arts Center, * NCP * SNA * ROUTERS * BRIDGES 
featuring Native American, Hispanic, and Western American art. * CISCO * WELLFLEET 
The second largest city in Colorado with a population of 419,000, Colorado 
Springs also offers a wealth of recreational, entertainment, cultural, and In exchange for your best efforts, we offer an attractive 
educational opportunities. Friendly people, clean mountain air, and beautiful salary, benefits package, relocation assistance, anda stimu- 
natural surroundings are just a few of the many reasons why Colorado Springs is lating professional environment that fosters growth. For power 
such a great place to call home. confidential consideration, please send your resume and i 
Best of all, you can balance your low-stress lifestyle with a high-challenge career _ include response code, to: MCI Telecommunications MCI 


COME TO 
COLORADO 
SPRINGS 
WHERE THE 
LIVING 

IS EASY. 


at MCI. A global powerhouse in the telecommunications industry, we're looking for Corporation, 2424 Garden of the Gods Road, Colorado 
resourceful professionals to unleash their creative skills in our exciting systems Springs, CO 80919. We are an equal opportunity employer. 





engineering environment. 





Opportunities in South Florida 


For nearly three decades CHC has maintained its position as one of 
the country’s leading providers of software services with annual rev- 
enues exceeding $130 million. Today, over 30 district offices support 
more than 1,800 of the world’s most talented technical professionals in 
the nation’s most progressive software, systems integration and client 
server innovative environments. Immediate long-term projects are now 
available in several South Florida cities for D.P. professionals experi- 
enced in one of the following: 


* SMALLTALK * GEMSTONE/VISUAL WORK 
¢ CICS DB2 INSTALL I 
* SYBASE POWERBUILDER 


For the personal you, there’s the quality lifestyle with our miles of 
beaches, golf courses, and exciting combination of modern urban/sub- 
urban amenities awaiting you and your family. CHC offers a highly 
competitive compensation and benefits package including relocation 
assistance. 

To find out more about our current and future opportunities and the 
financial and professional advantages CHC has to offer...call collect, 
fax/forward resume to: Ms. Rosalind Silk, 305-974-2626 or fax 305-974- 
2470, COMPUTER HORIZONS CORP., 1291 SW 29th Avenue, 
Pompano Beach, Florida 33069. EOE M/F 


—COMPUTER— 
——HORIZONS—= 
—— CORP.= 


Tomorrow's Solutions Today! 





ATLANTACS 
FASTES1 
GROWING 
CONSULTING 
COMPANY 


CSI, with over 110 
consultants nationwide, 
offices in D.C. and SFO, 
has immediate nationwide 
consulting opportunities: 


* Unix Sys.Admn. 

* Unix/C/Sys. Testers 

* Unix SYBASE P/A 

* SYBASE DBA 

* Oracle 7.0/DBA 

* Oracle*CASE 

* SQL*FORMS 4.0 

* P/As PRO*C, C, 
Oracle 

* MS Windows MFC, 
Borland C++ 

* MS Windows/ Visual 
C++/Power Builder 

* Windows NT 

* Clarion for Windows 

* NOMAD/ VAX/ IBM 

* ACMS/ RDB/ C 

* Cellular Billing 

* VSAM/COBOL to 
SYBASE Client 
Server conversion 
P/As 

* Peoplesoft 


CAPRICORN 


SYSTEMS, INC. 
7 Dunwoody Park, 
Suite #109 

Atlanta, GA 30338 
FAX: 404-399-7789 
PH = :404-399-6789 
[member NACCB] 











WISH YOU WERE HERE. 
Salt Lake City, Utah 


Utah offers great skiing, backpacking, water sports, National Parks, and 
excellent family environment, social opportunities and affordable living. 


American Stores Company is one of the nation's largest retail grocery/ 
drug chains, operating stores in 27 states as Lucky, Acme, Jewel, Sav- 
on, Osco, and Price Advantage. The migration of our Systems Deve- 
lopment Center to Salt Lake City has created career opportunities for 
Qualified individuals. Application experience in retail, warehousing, 
transportation, inventory, or finance is required for most positions. 


PROG/ANALYSTS & JR. PROG/ANALYSTS 


COBOL/COBOL II, MVS, CICS, VSAM, DB2 required. SQL IMS DB/DC, 
DB2/UNIX combination, Utilities & Tools a plus. 


DBAs/SYSTEM ARCHITECTS 


IMS DB/DC, DB2/SQL CICS, QMF, Data Administration, Data 
Modeling in a retail environment 


BUSINESS SYSTEMS ANALYSTS 


Solid experience with M/F applications, structured analysis, 
design, test and implementation. End user experience with 
training, cost benefit analysis, and ROI studies. Warehouse 
or Distribution/Logistics a real plus. 


PROJECT SPECIALIST « Electronic Payment Systems 


Requires 5 years' experience in EPS: Credit, Debit, Check Authdiization, 
On-Line Collection. EBT or ACH essential. \ 


ground floor opportunity to join an established, growing company \ To apply. 
Please send/fax resume & salary requirements with a cover letter detailing your 
knowledge and experience to: \ 


American Stores Company 
Attn: Job# CW-1205 
BOX 999 Pleasanton, CA 94566-9990. 
FAX: (510) 833-6497 


QA 

p 

In addition to an attractive compensation & benefits package, We offer a rare \ 
| 

{ 


AMERICAN STOPES COMPANY Equal Opportunity Employer 


lucky * Acme ¢ Jewel ¢ Sav-On Osco ¢ Price Advantage 
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os 


Owes 
TECHNICAL 

Tia RORM BEC) 
CONFERENCE 


Computerworld’s Corporate Technical Recruiting Conference 
Suburban Denver, Colorado 
June 11-14, 1995 


For more information, call 


1-800-488-9204 


Clip and FAX this coupon to 1-508-875-3202 or call 1-800-488-9204 for more information. 


Please place my name on your mailing list, so I'll receive registration materials and information throughout the year. 
Name Title 
Company 


Address 





City Zip Code 


e-mail 


Phone 
Tak kp Oe Ge Brees on 





COVERING 
ssets 


ALAN RADDING 


If lawyers from the Software 
Publishers Association marched 
through the door, could you truthfully 
tell them what your company spends an- 
nually on software? How many copies of 
a particular application you own? What 
software is installed on each and every 
PC? 

You'd like to say yes, but only a few 
companies could give anything but a ball- 
park figure at best. And most would be 
hard-pressed to prove it. 

“The need for software asset manage- 
ment has been around fora long time, but 
it was a problem better left unsaid,” says 
Bob Johnson, a senior analyst at Data- 
quest Worldwide Services Group in 
Framingham, Mass. Managers tacitly 
agreed not to open that can of worms. 

Only recently have vendors turned at- 
tention to this issue, offering a variety of 
software asset management outsourc- 
ing programs. But why are vendors dig- 
ging into the worms now? 

Several factors have converged. 
“You're seeing a proliferation of soft- 
ware,” says Tom Woods, director of cus- 
tomer marketing at Corporate Software, 
Inc. in Canton, Mass. “Where five years 
ago each PC ran DOS and had maybe two 
or three software packages, today the 
PCs run Windows and have six or seven 
software packages.” 

“We [also] needed a way to ensure li- 
cense compliance,” says Patrick Arm- 
strong, software asset project manager 
at the Washington State Department of 
Labor and Industries in Olympia. The de- 


Marketplace 


Rudimentary and 
unintegrated 
software asset 
management tools 
have companies 
looking to outside 
firms for help 


partment hired Deloitte & Touche spin- 
off Micropath, Inc., a 2-year-old PC asset 
management consulting firm in Belle- 
vue, Wash., to compile information for its 
approximately 2,900 PCs and help devel- 
op an ongoing process to keep the orga- 
nization legal. 

Aside from that, tools to efficiently 
manage software assets are finally 
emerging, and software vendors them- 
selves are offering discounted volume li- 
cense agreements. To get these savings, 
customers must know how much soft- 
ware they need and have processes in 
place to control distribution and enforce 
compliance. In effect, users can capture 
steep discounts — 40% to 50% off the 
street price — but must assume software 
asset management chores, Woods says. 

Moreover, the return on investment 
from software asset management looks 
promising. A widely cited Gartner Group, 
Inc. report indicates that 86% of the total 
costs of managing software assets 
comes from the labor involved in admin- 
istration, support and training. Out- 
sourcing can reduce that labor cost. 

Ultimately, “customers can and should 
do software asset management them- 
selves,” says Richard Sims, president of 
Software Spectrum, Inc. in Dallas. How- 
ever, they must wait for tools to become 
widely available and integrated, says Ki 
Wilson, a senior microcomputer manag- 
er at Stone Container Corp. in Chicago. 
“We are using a patchwork of different 
products,” Wilson says. 4 


Radding is a free-lance writer in Newton, Mass. 





FiteEAuDITOR: 


Networking Management 


TELLS ALL! 


WHO GOT INTO 
_WHAT FILES, WHEN? 


FileAuditor enhances your network security by... 
A Tracking file and directory activity on the network. 
A Having proactive network security with NLMAuto or NLMerlin 
A Denying access to specific files. 
A Generating custom reports. 


Hf you need enhanced network security 
Cal: 1-800-333-8698 


FAX: (602) 545-0008 


Source: 


HOW TO NAVIGATE THE MARKET, SEE CW 
GuiDeE To PC Support, PAGE 101. 


WHAT’S YOUR NEED? 


If you don’t know what or how much software to buy: Large software 
resellers such as Corporate Software or Software Spectrum offer expertise 
in acquiring and deploying software. The largest vendors are automating the 
processes of buying and delivering software. 


lf you don’t have the manpower or the technology to install the 
software: Helpdesk outsourcing vendors know the difficulties in administering 
a large base of PCs. Leading vendors offer a remote support infrastructure 
on which they are building electronic configuration management and software 
distribution capabilities. 


If you’re functioning on the enterprise level: Systems vendors such 
as Unisys Corp. and Digital Equipment Corp. know the complexity of the 
multivendor, enterprisewide system and are developing system management 
tools that deliver software asset management in the context of overall system 
management. 


If you need to get a software asset management program up and 
running: Big Six-like accounting firms such as Deloitte & Touche are spinning 
off companies such as Micropath to perform baseline hardware and software 
inventory, develop software asset management processes and set up 
programs to bring the company into compliance. However, they don't provide 
ongoing software asset management. 


COST. Some vendors build the cost of software asset management into 
volume software purchases. Break the two of them out to see what you're 
spending on each. 


SOFTWARE CHOICE. Vendors may limit their software asset services to 


specific software. Look for multivencior software procurement and asset 
management. 


ASSET MANAGEMENT TOOLS. Some vendors are developing their own 


| remote software asset management tools. The use of these tools should 


reduce cost while increasing service quality. 


> INFORMATION. A key benefit of software asset management is the 
- information the vendor provides. Look for timely, accurate reports about 
> existing software, purchases, configuration, usage and documentation. 


| SCOPE OF SERVICE. Some vendors provide comprehensive service, from 


| | © Remote power cycle 1 to 1,024 devices from single line 
| | © User ID/Password Security, with device database 

+} © User programmable power sequencing 

+} © Dial-Back: individual power loss, temp, UPS on battery 
ii? 100 Emulation,2400 Baud built in modem 

+ | © Internal battery backup 

| | © Current verification on each device 


purchase evaluation through installation. Others set you up and expect you 
to run with it. 


@ THE BURGEONING THIRD-PARTY PC SuP- 
PORT FLOTILLA IS MAKING WAVES. TO LEARN 





Network Management Tools 


» WAN A WARM BOOT 
URSAT WORK... 
'§ ALWAYS THE 1P5-110 


ae) eee ad 
GUIDED DEMO CALL: 


1-800-776-4346 
ote 


908 


MARKETPLACE 


LodeStar 
Technologies Inc. 
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Knozall Systems, 375 E. Elliot Rd, #10 Chandler, AZ 85225 


A Division of Tangram Enterprise Solutions * 30 Day Money Back Guarantee, One Year Warranty 





MARKETPLACE 


New Products - Hardware - Software 








Object-Oriented Development 





This ain't no 
bit-tweaking 
ray asset 

tool. 


introducing OhjectPre. The only 00 tool that lets you develop high- 
performance, visual applications without low-level programming. 


Supreme productivity. ObjectPro gives you the same flexibility, 


tools and power of C++ and Smalltalk plus powerful editors, 


rn) aide | 
unique and powertul 
development 
CUCU CUCL 
CR a 
Cee 


UC uo 


ne aE] 
CITT Ld 


browsers and debuggers. Just point, click and move on. 
Witimate object reuse. ObjectPro lets you assemble applica- 


tions from custom class libraries, industry-standard con- 


trols, third-party solutions, or your own components to & 
= 


spin applications in 


Chinzic. = 


Riera Se OSTA R aaa) Rau T ere P 


record-breaking time. 


Trinzic Corporation, 101 University Avenue, Palo Alto, CA 94301. Voice: 415-328-9595, Fax: 415-321-7728, E-mail: objpro@trinzic.com 





ObjectPro is a trademark of Trinzic Corporation. All other trademarks are the property of their respective companies. 

















Network Security & Wireless 8rid 


Cylink has the world locked up. 


You can secure your information globally. You just need the right security partner. Only 
Cylink has spent the last ten years building a support organization in over 80 countries—work- 
ing successfully with local governments, customs, and communications infrastructures. We can 
secure everything from applications on a laptop to global wide-area networks, from telephones 
to high-speed data links. We secure information for most of the world’s money center banks, 
Fortune 500 companies, and government, police, and 

military organizations. Because of our experience, 

it’s easier than you think to keep your information 

safe. Cylink Corporation, 910 Hermosa Court, 

Sunnyvale, California, USA, 94086. Telephone: 408- 

735-5800, FAX: 408-720-8294, Toll-free (USA): 

800-533-3958. Worldwide sales & support. 


England: Cylink, Ltd., Hampshire—TEL: +44-256-B41919 » FAX: +44-286-24156 POXV7N APA 
Singapore: Cylink Corporation—TEL: +65-336-6577 * FAX: +65-334-1429 \ A L/ NG} KK 
© 1994 Cylink Corporation. Cylink is a registered trademark of Cylink Corporation Cc hat ae 
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» See us at Client/Server World #919 Networking Hardware 


CONTROL 


ALL YOUR PC SERVERS 


FROM ONE KEYBOARD, MONITOR AND MOUSE 


with MasterConsole® 


COMPARE QUALITY 
AND PRICE PERFORMANCE 


* Save Space, Cut Costs & Centralize Control 
with 100% Reliability 


« "Plug and Play” Any Mix of PCs & All Video 
Supports PS/2 Mouse & Serial Mouse 


* Desktop or 19" Rack Mount Models for 
2, 4, 8, 16, PCs, Expand to 64 


* Keyboard & Mouse Emulation Insures : 
Error Free PC Operation & Automatic Booting 


* AUTOSCAN™ to Monitor All PCs 
* Remote Access up to 150 Feet 


* Thousands in Use Worldwide 
GSA Schedule for U.S. Fed. Govt. 


CALL TODAY! 
(908) 874-4072 x 39 CG 


RARITAN COMPUTER INC. RCI 
10-1 ILene Court, Belle Mead, NJ 08502 FAX (908) 874-5274 


30 DAY MONEY-BACK GUARANTEE eae Nel te 


Mainframe Connectivity 


“No other solution 
stacks up.” 








Hardware - Buy / Sell / Lease 











Nad Th 


SPECIAL 
OFFER 


Affordable color! Our most popular product just got even 
better. Better wall-sized true-color projection at the same 
unbeatable price. The BOXLIGHT ColorShow 1200 is our 
best seller for a good reason - value! 


BOXLIGHT 1200. $2,299 


24,389 vibrant colors 

Universal PC and Mac compatibility 
Compact, portable design 

FREE remote control and cables 
Brightest color at any price 


Now with faster mouse response! 


BOXLIGHT: Your direct source 
for all the bright answers. 


More than 50 models in stock 

Instant availability 

Overnight shipping 

30-day guarantee and extended warranties 
Expert technical support 


ree for 


Computer Presentations 


the show. 


BOXLIGHT 2100. $6,299 


All-in-one! Convenience is the key with the new BOXLIGHT 
ProColor 2100 integrated LCD projector. Outstanding bright- 
ness without the need for an overhead projector. Built-in 
video AND audio for true multimedia. Automatic dual-lamp 


changer means the show always goes on. A high-performance 


solution at a tremendous introductory price. 


16.8 Million colors! 

Built-in video convertor 
Built-in audio amp & speaker 
Optional wide-angle lens 
FREE Remote control & cables 


No one else offers the one-stop shopping...the selection... 





The world’s two 


best switching systems. 


The APEX 
Desktop 
Concentrator 


v 


4 and 8 port 
models 


[> RISC System/600 





The smartest way to 
reliably attach and 
control a vast network 
of computer systems 
using a single 
keyboard, mouse and 
monitor. 


GW) «W) 


Ae 


Made in 
U.S.A. 


Intelligent operation 
maintains connections 
across up to 64 com- 
puter systems without 
costly expansion 
modules or expensive 
custom cables. Ensures 
unattended system 
restart after power 
failures. 


For more information call: 1-800-861-5858 
4580 150th Avenue NE * Redmond, WA 98052 * Fax: 206-861-5757 


Knowledgeable 
support. Apex’s 
decade of experience 
with system integra- 
tion enables you to 
dramatically boost 
efficiency and 
productivity. 


Innovation & Technology 
by Design 


e 


S 





PC SOLUTIONS 





Ne Ral sel 7 
READY 


Price Performance! Over 600,000 colors and built-in audio 
make your presentations and meetings come alive with wall- 
sized video and room-filling sound. Super-fast response 


times, VESA Local bus video compatible. Need we say more? 


BOXLIGHT 1500. $3,799 


@ 16 million colors, 600K simultaneously 
Built-in audio amp & speaker 
Rugged, lightweight metal case 
Projects from PC, Mac or VCR 
Model 1300 without video/audio - $2,999! 


BBOXLIGHT 


Buy / Sell / Lease 


NEW & USED IN STOCK 


Complete Technical Center, 
Installation, Stock Parts & 
Features for RISC. 


| Workstations 


: Authorized Distributors 


AS/ 4002 3 3 -_ Seagate + Xerox 

Sa ae otras «osu 
| 

Personal Computers 


Decision Data Products 


~ 8 Nationwide Locations 


|_ Data Communicat 
UPS Systems 


_ System 36 Con 
AutoCad 


COMPUTER 4» 
MARKETPLACE 2 800-858-1144 


TEL (909) 735-2102 + FAX (909) 735-5717 
1490 Railroad Street - Corona, CA 91720 


A Publicly Traded Company 
NASDAQ: MKPL 


Computer Marketplace 
folie lee meee lle) 
your one-call computer 
hardware solution. 


PSTOnS 


On) Rte urls 


ed) = COLA CCE 
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Hardware - Novell “YES” - Buy / Sell / Lease 





Computer Presentation 


Power Tools oo thePr Poles Presenter 


Seta Toa 
Fe rH 


Buy / Sell / Lease 


Dempsey: Where IBM’ 
Quality is Second Nature! 


* AS/400 
* INDUSTRIAL PC 
* RS/6000 
° SYSTEM/36 
* SERIES/1 
° 9370 
* ES/9000 
° PS/2 & VP 





One stop 
shop for 
elimaatel (els 
brands 


Sales & Rentals 
¢ Processors 

* Peripherals 

¢ Upgrades 

For pretested 
equipment, flexible 
financing, — 
planning, technical 

support and overnight 


For the latest in color projection panels and projectors call —s 


the experts in LCD technology. Your satisfaction guaranteed 
or your money back. Quick delivery via Fed-X or UPS. 


Call for CATALOG 1 800 726 3599 
Wreignt 


Large Systems Computers & Peripherals 


Authorized 
Distributor Products 
Integrator 


y 
BUSINESS SYSTEMS 


18377 Beach Bivd., Suite 323 « Huntington Beach, CA 92648 
(7 14) 847-8486 « FAX (714) 847-3149 


101 The Embarcadero Ste. 100-A, San Francisco, CA 94105 
Hours: 6:30 to 5:30 PST, 9:30 to 8:30 EST 
VOICE: 415 772 5800 FAX: 415 986 3817 


IBM bs a registered trademark of Intemational Business Machines Corporation. 


(800) 888-2000 





Novell YES Partners a fie 


Network Diagram Tool 


New & Used 


TH) 


Wd ade 


SYA LHI 


SIZ 


Hae 


° Computers 
e Peripherals 
e Upgrades 


Buy « Sell « Rent « Lease 


py Data General 


Beigel 
Pe wsiigliccaul 


1O Beas 


Tia) es 
Telex 


ld alti 


NYU) 
ere T Tas 


Ba AZ 
| 4jTANDEM 


| SPECTRA 
ME (800) 745-1233 


(714) 970-7000 * (714) 970-7095 Fax Teeninits'g 


UNISYS 
XEROX 


Anaheim Corporate Center 
5101 E. La Palma Ave., Second Floor 
Anaheim, CA 92807 
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| PC and Network Protection. 





Diagram, document networks 
& wh nse with 


a Intuitive drag-&-drop interface saves loads of time 
w Embed descriptive data within graphic objects 
@ Multi-level capability handles complex structures 


Free demo version of netViz! 

= CompuServe: GO WINAPD; download file NVDEMO.EXE. 

@ Intemet: Send message to ftpserver@his.com (no subject needed), message 
contents “get nvdemo.exe”. File will be sent to you. 

8 After download: At DOS prompt, type “nvdemo”. From Windows, run “setup”. 


$395. 30-day money back guarantee. 
1-800-827-1856 Quyen Systems, Inc. 


Virus / Security Protection 


iolating This Law Cou! 
Cost You More Than 2 
Points and $49.00 


Your Jobt—— 
EMD Armor 


Stops Boot Viruses. 
Hard Disk Protected from Virus Formatting 
Continuous Virus Activity Monitor. Correct Power Up 
insured by CMOS Protection. Virus Protection During 
File Copying/Executing. Password Protection Prevents 
ghanging.. Ae Using Private Files. Conventional 
Memory Not Used! 4 

Ask About Our Corporate Am 

“Try Before You Buy Policy" “yg Sy 


EMD Enterprises (410)583-1575,ext3020 


Fax Back...extension 4, document #1015 


Looking To 
Buy NetWare 
Products and 

TY a YS Ya 


if the 
Answer is 
““VYes,"" Look 
No Further. 


Novell YES 
Partner's 
Directory in 
Computerworld 
Marketplace 


It runs with 


NetWare 














Buy / Sell / Lease 


When Stel/ar Performance Counts 


ince 1980, Star has offered immediate availability on new and refurbished 
IBM equipment at prices that aren’t out of this world. Call us and we will 
show you why we are ... 


“The Brightest Star in the Midrange Industry” 


* AS/400 Systems * System/36 Features * New IBM Terminals 
* AS/400 Features * IBM DASD * New IBM Controllers 
* RS/6000 Systems * IBM Tape * New IBM Modems 
* RS/6000 Features %* IBM Lexmark Printers * New UDS & Codex 
* System/36 Systems * IBM Pennant Printers Modems 


548-5421. ext 730 
STAR DATA SYSTEMS 


xe 888 Isom Road * San Antonio, TX 78216 
TEL: (210) 341-8114 FAX: (210) 341-9754 | Poon 
Used ee ee & Deinstallation Outsourcing / Remote Computing 


Outsourcing/Remote Computing 
| Ling crore Deinstall ml) C@NSULTEC 
Purchase of used mainframe systems 


and peripherals 
Deinstallation Services 


Whether its Transitional or 
Long Term Outsourcing, 
we invite you to see why 

Consultec is 


The Logical Choice 


MVS/ESA-CICS-TSO-DB2-IMS 


Contact: Carey Gibson 
1-800-358-2381 ext.330 
in GA. 404-594-7799 
9040 Roswell Road Atlanta, GA 30350 


Wanted to Buy 
308x - 3420 
3370 a) Le 9p 
3380 - 3480 

43xXxX * 353XX 


914-427-2151 Fax: 914-427-7791 


Electronic Resource Recovery 
PO Box R * Henry Henning Dr. 
{| Maybrook, NY 12543-0316 
: Contact: Bob Hewitt 


Get Instant Access 
to - Computerworld 


Introducing .... 
CW Online 


Computerworld introduces CW Online, a 
comprehensive, fully searchable library of 
Computerworld articles. With CW Online, you can 
search the three most recent years of 
Computerworld issues. And the service is 
updated weekly, so you can access new 
information every week. Research has never been 
SO easy, SO complete or so economical. Right 
from your personal computer. 


The Online start-up kit costs just $25.00 and 
includes everything you need to start using CW 
Online including easy-to-use communications 
software. After that, you'll be charged for access 
time along with a $5.00 monthly account service 
fee. You can even set your account up for us to 
bill your credit card or invoice your company on a 
monthly basis. 


Call today to enter your subscription to CW 
Online and to receive your CW Online start-up 
kit with valuable communication software. 


Electronic access to a library of Computerworld articles 


For more information or to order call 
800-343-6474 x81-493 today. 


Migration Management 


Buy /Sell /Lease - Services 





Outsourcing / Remote Computing 


AALICOMP, ING. 


The “Boutique” of the a Services World 


Outsourcing Remote Computing 
VM, MVS, VSE 
Two State of the Art Locations: 


AALICOMP | ©CBS 


20,000 sq. ft. Manhattan complex —_ 105,000 sq. ft. Secaucus, NJ complex 
“Our Platform is Excellence” 
Serving Clients Since 1980 
(212) 886-3600 © (800) 274-5556 
Outsourcing / Remote Computing 
c Your best choice for mainframe computing services. 


MVS/ESA IMS/DBDC_ | 
VM/ESA CICS SAS 
VSE/ESA TSO DB2 


Extensive Software Library| — 
Telenet Tymnet i 
Advantis Compuserve 


Extraordinary Customer Service 


a4 ; a N E U L 
New England 617-595-8000 S Y S 7 E Mi S 


815 Commerce Drive, Oak Brook, IL 60521 
Outsourcing 


If Outsourcing is your objective... 


You can maximize your information technology investment by 
outsourcing part — or all — of your IS operation. Whether it’s a 
transitional or long-term total services partnership, American 
Software’s the right place to rightsize. 





Even software developers enjoy the cost and time-saving benefits 
of outsourcing with us. Call today and we'll tell you why. 


©The Outsourcing Group 
VX 


A Unit of American Software USA 
470 E. Paces Ferry Road 

Atlanta, GA 30305 

404-264-5770 











COMPUTERWORLD's 


“5th Wave’Cartoon Mouse Pad 


COMPUTERWORLD brings humor to a 
mouse pad featuring a new cartoon from 
“The 5th Wave” series by Rich Tennant. 
Not available in stores, this colorful foam- 
backed pad will keep your mouse clean 
and protect your desktop. 


, : Best of all, it's only $7.99*. Send your 
name, address and check or money order to COMPUTERWORLD, P.O. Box 
9171, Framingham, MA 01701, Attn: Product Fulfillment. For credit card 
orders, call 1-800-343-6474. 


*In U.S., for each unit ordered, add $1.25 for postage and handling; orders outside U.S. add $2.50 each. 
Residents of MA, CA, GA, NJ, and DC add applicable sales tax. Canada residents add G.S.T. 
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APPLICATION Looking for.. 


...Application development tools from an experienced developer? 

D EV = LO ad EE = 4 Lf LS The AD Toolbox has just what you’re looking for ...flexible, portable, and 
maintainable tools for your environment/platform. Simply locate the 

developers providing your solutions - and give them a-call. 

T QO QO L B OX And, if you’re a developer with solutions to sell, 

call 800/343-6474, ext 744. 

Then watch the AD Toolbox go to work - for you! 


Ceres 
enoncenePrmaay oor | UT CRLIACLOL IMAC 


acy Applications 


mWeaver, you can change your is LL AC KB E 7 D Before replacing yours, check-out the | ar Lf : - 
be — —— * SaveMillions On Main Frame Time Half of Ache dameiatyien secon: es ) OYA Meee 


* Increase The Worth Of Your Networked PCs numerous U.S. and foreign government agencies, re TOOLS 

* Combine output from multiple business * Utilize What You Know To Minimize Training ff} || and data entry service bureaus worldwide have ps 
applications without costly programming * Speed Up Compute Intensive Applications discovered the benefits of VDE: — OLOR ra 
changes *OffLoad Data Intensive Applications | ¢ Faster, easier keyboard entry and verification nas 

* Increase the productivity of your legacy * Utilize Millions Of Unused CPU Cycles ¢ Insure accuracy with advanced data validation #8 


applications «Runs On PCs With Mi Wi  Multi-platform: MS/DOS, UNIX, VMS 
© Extend the life of your mainframe Link In UNIX eee indows, NT * Save costs ... replace mainframe data entry 


. : ¢ Real-time “Cust Care” rt 
5 an penne nae * Provides A Blackboard Architecture Call am al VDE Features“ — 
ap m eee Parallel Processing Primitives & Functions Checklist 
bi is in 





of the Year 
Compare VDE features with 


NORRAD, Inc. an existing system or one you're 7 iN . o ee me 
ee Saray conning buying. . ; ponents are in use by over 120,000 users 
1-800-5 NORRAD Viking Software Services, Inc. guarantee eliminates risk of tying product 
1-603-434-3979 FAX 800- 3 SAS 05 9 5 : HEAD SOFTWARE, INC. 

Solutions For Industry Ph:918/491-6144 © Fx:918/404-2701 ; TOOLS Fax: (808) 545-7042 











PROGRAMMING = @ Toolsto build applications that 


are oo across a multitude 
fr 


en a tool. Find date — R f tf 
pens evs Sree rae as U 1) E of platforms. 
maintenance and quality assurance. 
aie a7 333 i 
eee . Tools that speed application 
Cee 10955 Jones Bridge ae Getting You d | d k 
oes 4 - evelopment and make 
e * 
own: programming much less painful. 


You've Turned And tools for mission-critical 


to the applications that improve your 
Right Place! organization's competitiveness. 


Because...every week, you'll 
find the right tools for the right 
jobs — right here. 


In the new So turn here again next issue 


Application ois ; 
Developer's Toolbox and every issue 


in Computerworld Marketplace. — for expert help in overcoming 
your programming hurdles! 


MARKETPLACE 
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401(k) ADMINISTRATION 


DELTA DATA SERVICES, INC. ........... 
(000) 451-9188 i 


M @ A @ S$ 90 EVOLUTION/2 Accounting 
Software at Discount Prices? 

Pay DISCOUNTED prices for the premier ac- 
WR Payot oa uh “memeae str GIL, AP. 
J/C, P/O, Sales “Order, Pont 
Time & Billing, others. Dos/Wi 
platforms supported. 
CORLOR Development, inc. (505) 281-7151 


Se is ated Res 
1o 
Data Center Consolidations 


APPLICATIONS DEVELOPMENT 


——— ers = 
See proceeding page in Mark: 


PC programming, DOS/WINDOWS $30/hr. Courseware 
WE Gs aster awed (612) 854-8909 Fax (612) 854-1868 


C++ and Object Technology Ti 
5-day, on-site seminars on C++, Visual C++. 
Borland C++, OOA/OOD, Visual ‘Basic, and © 
We customize our courses to your needs. Con- 
tact us today for course outlines and prici 
& ASSOCIATE: 


deitel @world.std.com 
Phone: (508) 877-0273 FAX: (508) 788-0937 


ott tae Design, Emergency Code Repairs. 
Rowe Technology (408) 375-9449 


CLIENT SERVER DEVELOPERS 


client/server 
bier Visual Basic. Syosset 
po 3 ny = 
1-800-352-2797 


Perimeter Center Terrace, 
= Atlanta, GA 30346. Fax: (404) B04. 


Solutions Directory 





COMPUTER/TEL INTEGRATION 


the 18t time! 
1-800-877-9024 


DATA WAREHOUSING 


DISASTER RECOVERY 


Sau eeeeel aan: 
; Recovery Planning Software . . 


EDUCATION & TRAINING 


Oo Menbentes ek ao a ee 

cuoremiie ie an te hatine 
guce, ura, wang 

Network  Saeeien be ete 

Faroe arp never romeo 


=e 15) 905-2218. CSI, a SF,CA 
7, 94107, phone (616) 906-2828, oral 


os ‘Stroustrup, Bell, Microsoft, etc.) CON- 
ae UVC, toll-free 1-800-900-1510 x1112; 

Dacca: FREE CATA- 
Loa San GUARANTEED. 


- (800) 448-8777 


ELECT. DATA INTERCHANGE 


Next EDaion, ees hye = (216) 498-0602 
GROUPWARE LOTUS NOTES 

Nationwide Professional Services 
Summit Software Services, Inc. . . 


1/T CONSULTING 


- (503) 226-6250 


evaoomen reduc), Data Man 
eae ess a ‘Stelt Augments. 
Daa Mar 


SYSTEMS DESIGN & a INC. 
(708) 894-1674 Specializing in 
hancements, 


1982. ALL applications, releases, versions, lan- 


2eiioo scrtwate 70 Fe ACCOUN 


Sources 4ae 


COSTA RICA - “A BETTER WAY” or 
Low-cost, hi-quality offshore pr - 
tral Time Zone, 3 hour flight io USA. Satelite 
Links. Oracle, Visual — Powerbuilder, 


".(800) 448-7277 


Chip 
* Client/Server technology focus 
7 Oracle, 
, Uniface, Visual Basic 
+ Complete Turnkey ‘responsibility 
——— 
* State-of-the-art software development 
center in India. 
* Large poo! of quality —— talent 
* International quality standar 
- a stories in Usnaddie East/india 


* Joint Vi o) 801-1885 
Tel: (609) a Fax (809) 951-9638; 
Partner for Success 


(206) 236-5847 
INDIA @ SINGAPORE 
OFF-SITE SOFTWARE DEV. 
Powerbulider/ORACLE/SYBASE/etc. - C/S oe 
plications PowerSource, Inc. . . . .(606) 229- 


OUTSOURCING 


Contact: Gibson 
(800) 358-2381 ext. 330 


ON, Oracle, Sybase, ‘Visual Basic, Powerbuilder, 
Uniface, C++. 


D Square Software, inc. 
Tel: ($98) 632-2688 Fax: (908) 632-2692 


eee ee ee 
services on all platforms from over 
ta centers. NEVER a fee to our buyers 
a our — Call us today 
satisfied customers! 
R RESERVES, INC. 
(800) 882-0988 


FINANCIAL TECHNOLOGIES 
COMPUTER SERVICES DIVISION 
(703) 631-4401 
OUTSOURCING - REMOTE PROCESSING 
Multiple IBM ES9000 Mainframes 
MVS/ESA VM/ESA 
Current Software Releases, 
7 days/week, 24 hours/day 
Service - Competitive 


(800) 941-MCRB 


PC SOLUTIONS 


Micro Focus 


COBOL, Dialog System, P 
solutions. Next EDition, Inc. 


aneis2 
(216) 498-0602 


PURCHASING SOFTWARE 


a 
(800) 447-7172 


REMOTE COMPUTING 


ALICOMP, Inc. ............... (800) 274-5556 
(See Our Ad in the MarketPlace) 


FANEUIL SYSTEMS provides mainframe based 
Outsourcing and Remote Computing Services for 
well over a decade. Our reputation for providing 
high quality services in a flexible and cost effec- 
tive manner is a in the industry. Join 
the oe others who made the 

call FANEUIL SYSTEMS at 


(fos) s74-38 574-3636. seo Our Ad in the Market- 
place Section) 


RIGHTSIZING 


(800) 941-MCRB 
SOFTWARE REENGINEERING 


Reuse Your Existing Software Assets 
* Computer language transiation and a 
reengineering services converting into 
C++, Ada, and COBOL 
a reoay pan for: functionality; 
tainability; price; delivery date. 
“Language ang sion independent 


(504) 845-, 


SOFTWARE REUSE 


RPM 8 
Reuse Process Manager © 
“a windows and C/S based process manager 
with a customizable environment for defining, 
— and practicing reuse-driven software 
eet by Dr. Carma a 


(312) ta 12) 346-5248 x360 
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CONFERENCE ON 


NFORMATION 
| Systems 


EDSIG’s Worldwide Conference on Information Systems Education 
Suburban Denver, Colorado 
June 11-14, 1995 


For more information, call 
1-800-488-9204 
Clip and FAX this coupon to 1-508-875-3202 or call 1-800-488-9204 for more information. 

Please place my name on your mailing list, so I'll receive registration materials and information throughout the year. 
Name Title 
Institution or Company 
Address ___ 
City Zip Code 


Phone 











Inc. 


Vice President/Human Resources: 
Susan C. Perry 


eT heen elec 


Senior Vice President/Finance: 
Matthew C. Smith 


CEO/President 
Gary J. Beach 


Executive Vice President: 
Steven F. Woit 


ee hate Aa: 


An IDG Company: The World's Leader in Information Services on Information Technology 
Publisher 
Kevin McPherson 


Executive Assistant to the CEO/President 


Karen E. Elliott 


Computerworld Headquarters: 375 Cochituate Road, P.O. Box 9171, Framingham, MA 01701-9171 Phone: 508-879-0700, FAX: 508-875-4394 


Vice-President Editorial 
Bill Laberis 


Vice-President Sales/Associate Publisher 
David Peterson 


PUBLISHER'S OFFICE: Assistant to the Publisher, Lois Beninati SALES CLASSIFIED: Classified Operations Director, Cynthia Delany MARKETING: Director, Marketing Communications, Mary Doyle, Account 
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Associate Publisher/Vice-President/Sales 
David Peterson 
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bs ‘ 6.50 3.25 AMERICAN SOFTWARE INC. (L) 3.25 -0.63 5 orc 6.88 4.00 REXxONINC 4.88 -0.25 

There are also questions about the outcome of today’s 40.00 20.13 AUTODESK INC 36.50 2.19 OTC 28.75 18.63 SEAGATE TECHNOLOGY 24.00 -0.75 
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ers. But analysts agreed that worries about the stocks seem an ten) cae Gane ee cea kk’ ae LBS 


i n 4.00 2.13 CESoFTWaRE 2.38 0.06 

to be alittle overblown. ‘ es ve 30.34 6.25 CHEYENNE SOFTWARE INC. 12.38 1.38 
Of the three companies, Sprint is in the best position, hav- 16.13 8.50 CoGNos INC. 13.88 -0.56 

- ss 50.88 27.38 COMPUTER ASSOCIATES 44.38 -0.75 
ing sidestepped the battle between AT&T and MCI by mak- 5.38 2.50 Couparmavianincose: 3.63 0.38 
: . . 2 49.25 24.50 OMPUWARE CORP. 37.00 2.00 
ing cable and wireless alliances to provide end-to-end com- 14.75 9.00 COMSHARE INC. 12.25 -0.25 
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munications, Elling noted. And while MCI has fared the 1hi3. 7s Gaveeatamuisenswe. © 1260-025 


worst of late, both Lueke and Edmonds said they feel the fern coe commen oaane Gas 
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stock is starting to look favorable. — Tim Ouellette cuae: @44 teeters ge 175 
31.25 11.50 FTP Software Inc. 26.00 0.00 

< 11.00 7.00 Group! Sorrware 10.13 0.13 

Bad connection 31.75 6.75 GuPTA 12.63 -0.75 

10.88 5.13 HOGANSYSTEMSINC. 6.00 0.25 

40.25 18.00 IMRS 33.03 -2.47 

Wall Street doesn’t like the uncertainty 39.75 11.25 INFORMATION RESOURCES 14.50 0.50 

in the telecommunications market 29.88 14.25 INFORMIX CorP. 28.38 2.50 

11.25 7.75 INTERGRAPH CorRP. 7.88 -0.25 

8.75 2.50 INTERLEAF INC. 4.00 -0.13 

Company Sept.30 Nov.23 Dec. 1 52-WEEK LOW 18.00 8.63 INTERSOLVINC. 16.13 -0.50 
C 73.25 27.00 InturTinc 68.00 1.13 
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oTc 18.50 AMERICAN MGMT. SYSTEMS 16.50 -0.13 -0.8 
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NYS 48.13 COMPUTER SCIENCES 00 0.13 

NYS 10.38 Computer TASK Group 7.88 -0.13 

NYS 26.38 CompUSA INC 13 0.50 

OTC 11.38 Controt DATA SYSTEMS INC 25 0.25 

oTc 11.00 EGGHean DiscOUNT SOFTWARE 10.13 0.94 

NYS 38.50 Generat Motors €E (EDS) 36.38 0.00 

orc 21.00 INACOM CORP 00 -0.69 

OTC 28.00 INTELLIGENT ELECTRONICS (L) 00 -0.06 

orc 22.50 MERISEL 0.88 

oTc 32.50 MICROAGE INC 11 0.25 

OTC 40.50 PaycHEx 35.25 -0.75 

NYS 47.75 Povicy MANAGEMENT SYS 2.25 0.13 

NYS 28.25 REYNOLDS AND REYNOLDS 23.13 0.38 

OTC 28.50 SEI Corp. A 0.50 

oTc 31.38 SHARED MEDICAL SYSTEMS 94 0.19 

oTc 8.13 SHL SysTemuHouse (1 4.31 -0.06 
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IntelDX4™ 75MHz System 
9.5" Dual Scan Color Display 


$3399 


Business Lease’: $126/MO. 
Order Code #600011 


DELL LATITUDE XP 
IntelDX4 IOOMHz System 
9.5" Active Matrix Color Display 


$4799 


Business Lease: $173/MO. 
Order Code #600012 


SPECS COMMON TO BOTH SYSTEMS: 
© 8MB RAM (36MB Max RAM) 

© 340MB Removable Hard Drive 

© New Smart Lithium Ion Battery 

© PCMCIA Slots: 2 Type II or 1 Type Ill 


¢ Optional Desktop Expansion Device 
with Built-in Ethernet and SCSI 


e 3-year Limited Warranty’ 
© 30-day Money-back Guarantee’ 
4Actual battery life will vary depending 
on the nature and frequency of usage and configuration. 
So, we go off and create an incredible notebook 
and people start giving us things. Namely, the 
respected Analyst’s Choice Award from PCWeek. 
What provokes such a reaction? Well, for starters, 
PCWeek Labs Scoreboard praised the Latitude XP 


with “excellent” scores in the Performance category. 


Then they threw in a few more “excellents” for 
expandability and user ergonomics. 

And to think they didn’t even evaluate our 
unrivaled eight-hour battery life? Which Dell’s 
superior engineering delivers by combining the 
smart Lithium lon battery with our exclusive 
Power Management software. Guess they thought 
that wouldn't have been fair. 

To order your Dell Latitude XP notebooks, 
call today. And get the portable that deserves 
everything it’s getting. 


D@LL 


(800) 545-9692 KEYCODE #12001 MONDAY-FRIDAY 7AM-9PM CT ¢ SATURDAY 10AM-6PM CT ¢ SUNDAY 12PM-5PM CT ¢ CANADA* CALL 800-387-5755 * MEXICO CITY* CALL 800-228-7811 


*Guarantees available in the U.S. only for registered owners of Dell Latitude systems purc hased after 8/8/94. For a complet of our Guarantees or Limited Warranties, please write Dell Computer Corporation, 2214 W. Braker Lane, Building 3, Austin, TX 


78758. *Reprinted from PC Week, 9/19/94. *Prices valid in the U.S. only. Si md promotions may not be available outside the U.S. Prices and specifications subject to change without notice. °Business leasing arranged by Leasing Group, Inc. The Intel Inside logo is a registered 
trademark and IntellYX¢4 is a trademark of Intel Corporation. Dell disclaims proprietary the marks and names of others. ©1994 Dell Computer Corporation. Alll rights reserved. 











NetWare 4.1 debut 


CONTINUED FROM PAGE 1 


Preferred Systems, Inc. in West Haven, Conn., the developer 
of DS Standard. 

DS Standard is a Windows-based tool that gives the user a 
split-screen view to find and convert NetWare 3.x binderies 
into objects that will reside on the NetWare Directory Ser- 
vices (NDS) tree. 

Users said DS Standard dramatically cuts the time and 
effort involved in the migration. “I was able to configure my 
NetWare 4.1 servers and upgrade from 3.x to 4.1 in about 3/2 
hours for each server,” said Terry Storey, a senior LAN ana- 
lyst at a major international investment bank in London. “‘It 
cut my configuration and installation time by more than 
half.” 

Novell has also simplified network management by merg- 
ing almost three dozen utilities into one NetWare Adminis- 
trator interface. And unlike past versions of NetWare 4.x, 
NetWare 4.1 does not bind users to the directory tree they 
originally set up. Users can prune and graft directory trees 


September 
Beta shipments 
of NetWare 

4.1 begin 


December 
NetWare 
4.1 set to 


as they see fit. 

Novell is also trying to ease migration for users at the pric- 
ing and licensing level. For example, all users of NetWare 
Versions 4.0, 4.01 and 4.02 will be able to upgrade to NetWare 
4.1 for free, said Jim Greene, product line manager for Net- 
Ware 4.1 at No- 
the price for a Pe alt acy 
user to up- 
grade from March 
NetWare 3.x to NetWare 
NetWare 4.02 is 4.02 
$3,195. introduced ship 

Anticipating 
that Microsoft 
Corp. will 
counter the 
NetWare 4.1 
launch by undercutting the price of its Windows NT server 
product (as it has in the past), Novell is readying a low-cost, 
promotional upgrade for 2.x and 3.x users, said Waverly 
Deutsch, an analyst at Forrester Research, Inc., a consul- 
tancy in Cambridge, Mass. She said Novell is considering 
offering the 3.x upgrade for “next to free.” 


Potential pricing plan 

Greene did not deny that this pricing scenario was under 
consideration. This is especially key because Microsoft Vice 
President Dwayne Walker has stated that his company 
hopes to pick off NetWare 3.x users looking to upgrade their 
network operating system. 

“We are not going to let pricing be an obstacle in getting 
users to move to NetWare 4.1,” Greene said. “If the price is 
an obstacle, we will remove that obstacle.” 

Users said they appreciate this sentiment. 

“Td like to see it cost under $500,” said Mark Herder, man- 
ager of data communications at Dartmouth Hitchcock Med- 
ical Center, a 100-user site in Lebanon, N.H. “I don’t want to 
see them break it out into per-seat pricing.” NetWare 4.02 
carries a street price of $5,717 for a 100-user license. 

Novell already stratified its NetWare 4.1 pricing so users 
can buy additional license packs for five or 10 users. Previ- 
ously, Novell forced sites to jump from 100to 250 to 500 users. 

Next year, Novell plans to move its server-based concur- 
rent pricing model to a directory-based structure, Greene 
said. This model would allow a company to pool its NetWare 
licenses across the entire wide-area network. This would 
be a huge boon to users in an enterprise. 

Greene said Novell will implement directory-based pric- 
ing in the next version of NetWare 4.x. He said Novell tried 
to incorporate the technology into NDS too late in the devel- 
opment process for it to make the NetWare 4.1 delivery. This 
upgrade to NetWare 4.1 should be available in the second 
half of next year, Greene said. 








Novell’s PerfectOffice 3.0 scores high in a test-drive. See page 39. 
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Chrysler drives upgrade 


hrysler has upgraded its corporate offices 
with high-speed networking equipment as 
part of a massive two-year effort to installa 
client/server infrastructure. 

The automaker has installed 400-plus SynOptics 
Communications, Inc. hubs and more than 
150 Wellfleet Communications, Inc. routers, which 
are used to connect more than 12,000 TCP/IP- 
based PCs — a mix of IBM machines and clones. 

An OC-3 Synchronous Optical Network ring — 
dedicated to carrying only router traffic — con- 
nects three engineering and two data processing 
divisions in the Detroit metropolitan area. Frame 
relay is used for commercial services over the 
wide-area network, with Ti connections between 
Chrysler’s headquarters and its manufacturing 
and assembly plants. 

To mitigate risks associated with new network 
and client/server technology, Chrysler’s IS staff 
has made every effort to conform to standard hard- 
ware platforms, operating systems, protocols and 
off-the-shelf applications when possible. 

These include frame relay, Fiber Distributed Da- 
ta Interface and Hewlett-Packard Co.’s OpenView 


While the company said it believes that these 
technologies will help propel it into the future and 
make it more competitive, the learning curve does 
entail some growing pains. 


Learning the hard way 

Moving to client,server on such a broad scale “is a 
very painful experience,” said Chris Waters, a se- 
nior telecommunications specialist at Chrysler. 
“Every time you put a new technology out there, 
you of course need to support it. And getting over 
that learning curve is painful.” 

Chrysler’s challenge during the next two years 
will be to transition its classic SNA applications to 
the new infrastructure. How that will be accom- 
plished remains unclear. 

For example, Chrysler is unsure what to do with 
the dumb terminals at the company’s manufactur- 
ing and assembly plants, according to David Bon- 
skey, manager of network planning and opera- 
tions. These terminals cannot communicate with 
users over the TCP/IP corporate backbone, but re- 
placing them with intelligent PCs may be overkill, 
he said. 





for network management. 





Carmaker 
CONTINUED FROM PAGE 1 


Bonskey, manager of network 
planning and operations at Chrys- 
ler’s IS department here. 

Chrysler is still putting the fin- 
ishing touches on this backbone, 
which was designed to provide a 
common data highway for all of the 
automaker’s employees (see story 
above). 

However, Bonskey attributed 
the cost overruns to the breadth of 
Chrysler’s project and said he ex- 
pects savings to accrue once the 
migration to TCP/IP is complete. 
“We believe we haven't seen the 
expected savings yet because it’s 
not a total, instantaneous migra- 
tion — it will take some time,” he 
said. 

Despite the rough patches in the 
road, Chrysler technology imple- 
mentors said they would not have 
done it any other way. 

“You have to have the proper 
highway in place to successfully 
move to a large client/server envi- 
ronment,” Bonskey said. “Other- 
wise, your network can resemble 
an L.A. freeway at rush hour.” 


Original moves 

The mix of TCP/IP and SNA traffic 
currently stands at roughly 50/50. 
However, SNA has a zero growth 
rate. Every new PC is an IP connec- 
tion all the way from that terminal 
to the host. 

According to analysts, Chrys- 
ler’s client/server focus in moving 
from a mainframe-centric legacy 
network to an IP internetwork is 
unique among the ranks of com- 


mercial companies. 

“Many existing client/server ap- 
plications today have come from a 
bottom-up direction — depart- 
ments doing ad hoc implementa- 
tions that, when rolled out on a 
corporate basis, bog down their 
network,” said Lynn Berg, vice 
president of distributed comput- 
ing strategies at Gartner Group, 
Inc. in Stamford, Conn. 


Restricted use 

According to Berg, more than 90% 
of Gartner Group clients world- 
wide are implement- 
ing client/server in 
some form. However, 
most use is restricted 
to workgroup or de- 
partmental applica- 
tions rather than on 
an enterprisewide 
level. 

In addition to stan- 
dard off-the-shelf ap- 
plications from Word- 
Perfect, the Novell, 
Ine. Applications 
Group, Lotus Develop- 
ment Corp. and Micro- 
soft Corp., between 50 
and 60 homegrown cli- 
ent/server  applica- 
tions are being written and are in 
various stages of implementation, 
according to Chris Waters, senior 
telecommunications specialist at 
Chrysler. 

New in-house-developed appli- 
cations include those for human 
resources, warranty information 
and all Chrysler financial and 
dealer information. In addition, of 
the more than 250 Novell file serv- 
ers the company has rolled out, at 
least 150 are dedicated applica- 
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Chrysler Corp. 
vital stats 


@ Headquarters: 
Highland Park, Mich. 


@ 116,000 employees 
worldwide 


@ 2,746,000 vehicles 
sold by 7,000 dealers 
in more than 100 
countries in 1993 


® 1993 revenue: $43.6 


— Stephen P. Klett Jr. 





tion servers, he said. 

“That's certainly very advanced 
— and also risky,’ Berg said. 
“There’s no clear market leader in 
any of the current client/server 
technology that can’t be eclipsed 
by any new technologies.” To be 
safe, observers said, users should 
make sure they have an architec- 
ture that does not lock them in to 
any particular set of tools and thus 
limit their flexibility. 

“We're mindful of where the in- 
dustry is going and are adhering to 
standards where possible,” Bon- 
skey said. And the 
company knows 
“that we need to be 
agile to adapt to any 
new technology that 
comes out,” he added. 
Chrysler is also rent- 
ing equipment where 
possible to avoid get- 
ting locked in toa par- 
ticular vendor or plat- 
form. 


Taking iteasy 
Waters added that 
Chrysler is also being 
very cautious in roll- 
ing out applications. 
The company is pilot- 
ing Notes, for instance, but will not 
roll it out to the rest of the compa- 
ny any time soon because “it’s a 
resource hog,” he said. 

Despite Chrysler’s cautious 
stance, however, some of the com- 
pany’s client/server implementors 
acknowledged having to take 
some chances when dealing with 
new technology. 

“No guts, no glory — right?” 
quipped Karen Wrobel, a telecom- 
munications network specialist. 


DECEMBER 5,1994 141 





Overview 








What sacouple ROBOCIDE 


of a complex liquid adhesive to a product. Instead, it 
@ reportedly got hold of a highly active solvent, which the 

C. G. Blodgett’s auto insurance "obot applied to itself, dissolving its own electronics. 
Source: Computer Related Risks, Peter G. Neumann, ACM Press, New York 


ZE oy) An assembly line robot was programmed to apply a dollop 


rate tripled when he turned 101 


because the computer program Bdercee ces set = Dapmy Show 


reckoned him to bea teenager. Told that sales rep, No No No 
But I guess I gotta go 

All their products in a row 
With a green and yellow bow 
Quite a furrow they did hoe 

A lot of air they sure could blow 


He was the program’s first 
driver over 100, and the program 


interpreted his age 


Not much to say; but they did crow 
as 1, fitting the pro- They swore my company would grow 


Their forecasts gave a rosy glow 
Down their competitors they did mow 
A tidy deal they said they’d sow 
But no one knew what I would owe 
Next time, YOU I plan to tow 
asin isiinatiet Rial titehe, So don’t bother shouting whoa! 


Peter G. Neumann, ACM Press, Steve Wallace ; 
New York MIS manager, Harris Moran Seed Co., Pleasanton, Calif. 


gram’s definition of a 
teenager as some- 


one under 20. 
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Inside Lines 


Reports of its death were premature 

IBM sent out a six-paragraph note on the Internet last week de- 
claring that its AIX Unix operating system is not dead. The unusual 
statement was prompted by a Nov. 21 report in the “Unigram-X” 
newsletter stating that IBM would discontinue AIX after Version 
4.2 — possibly in favor of Sun Microsystems’ Solaris. “IBM was not 
contacted for this article, which relies on unnamed sources to con- 
coct a story that is plain nonsense,” fumed Bill Filip, general man- 
ager at IBM’s RISC System/6000 Division. “AIX is very strategic to 
our customers and to the IBM company.” 


Who is P&G gonna call? 

Procter & Gamble is close to naming a company that will provide it 
with what it calls “centralized support for nonstrategic worksta- 
tion needs,” such as hardware and software order fulfillment and 
installation. The vendor will also handle all internal help desk op- 
erations. The Cincinnati-based consumer goods giant is now fi- 
nalizing a contract with the outsoureer, according to a company 
spokesperson. 


IBM’s retail reach 

This week, ComputerLand will announce a national service agree- 
ment with IBM whereby IBM will provide ComputerLand custom- 
ers with multivendor hardware and software support at the retail- 
er’s 220 locations nationwide. ComputerLand will provide cus- 
tomers with access to more than 2,000 IBM software and more than 
10,000 IBM hardware staffers. Sources close to the companies said 
the retailer expects the deal to help push its services revenue up 
50% in 1995. 


Miracle on the information highway 

E-mailers were busy adding to a thread on one of the many Micro- 
soft and Bill Gates-related newsgroups on the Internet last week 
titled “What would Bill ask Santa for?” The question was moot fer 
one respondent who said there is no Santa anymore. “Santa’s 
Workshop has been bought out by Microsoft’s newly formed divi- 
sion, The Microsoft Youth,” he wrote. 


Across the great divide 

Looking to help client/server bigots make their peace with the 
mainframe, Sybase plans to build application development librar- 
ies for its Sybase System 10 database into its Open Server/Main- 
frame interoperability and application porting tool. The move is 
scheduled for the first quarter of 1995. Open Server/Mainframe’s 
current libraries differ enough from the System 10 libraries to dis- 
courage users from bringing big iron into the picture “unless there 
is a compelling reason,” a Sybase official said. Sybase expects to 
finalize a deal this month with IBM’s mainframe division to lend a 
hand on the project. 


Bah-dah-bing! Intel overtook O. J.on the joke circuit last week, 
as evidenced by this sampling of Pentium humor making the 
rounds on the Internet: Did you hear about the new “morning- 
after” pill being developed as a replacement tor RU-486? It’s 
called RU-Pentium. It causes the embryo not to divide cor- 
rectly. Q: What’s another name for the “Intel Inside” sticker on 
Pentium PCs? A: Warning label. Q: What do you get when you 
cross a Pentium PC with a research grant? A: A mad scientist. 
Q: Why didn’t Intel call the Pentium the 586? A: Because it 
added 486 and 100 on the first Pentium and got 585.999983605. 
Q: According to Intel, the Pentium conforms to IEEE standards 
754 and 854 for floating point arithmetic. If you fly in an air- 
craft designed using a Pentium, what is the correct pronunei- 
ation of “IEEE?” A: Aaaaaiiitiiiiieeeeeeceee! Q: How many 
Pentium designers does it take to screw in a lightbulb? 
A: 1.99904274017, but that’s close enough for nontechnical peo- 
ple. To share a good laugh or pass along any news items or 
tips, call Computerworld’s 24-hour voice-mail tip line at (508) 
820-8555 or our toll-free number at (800) 343-6474. New Editor 
Maryfran Johnson can be reached by phone at (508) 820-8179, 


via the Internet at mjohnson@cw.com or through MCI Mail at 
590-8017. 





Thanks to an unprecedented rebate as high as $2,000 on our 
3930 printer, working your AS/400 off is now a whole lot easier. And 
a lot less expensive. 

Because believe it or not, compared with our competition, our 30 
impressions-per-minute 3930 not only costs less to run, it gives you 
nearly twice the output. 

And the 3930 is versatile enough to work off local area networks, 
client/servers, mainframes, and, of course, the popular [BM AS/400. 


Then again, all of our printers are this versatile. 


Not to mention reliable. 

What's more, with every one of our printers, including the 3930, 
you can have the added security of an IBM service team available 24 
hours a day, 7 days a week, 365 days a year. 

So call 1-800-PENNANT, Ext. 3930 for details about the 
$2,000 rebate on the 3930, or for a free brochure of all our printers 
and services. You'll quickly discover what we do best: save you time 
and money. 


Proof that working your AS/400 off doesn’t take much of either. 


Redefining Printing.” 
os) ws 


PENNANT 


The IBM Printing Systems Company 


© 1994 IBM Corporation. All rights reserved. 
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INFORMATION VS. DATA 

Like many Fortune 1000 customers of our 2nd 
generation client/server workflow financials, you 
have a strong vision for your business, your depart- 
ment, your job. You think today’s applications 
should match all elements of your job, and deal 
with all forms of information. This should include 
data that’s structured and unstructured, high- 
value and low value, stored or in-transit, inside 
applications or on the desktop. 

Ne It should also handle data in electronic, micro- 
fiche or source image form. You believe that these 
applications should do more than mere transaction 
processing and perform the business process tasks 
you perform. Like the ‘walking’ from desk to desk, 
the ‘opening’ of file cabinets, the ‘reaching’ into 
microfiche or printed report records. You know 
that this is the only way to get true competitive 
advantage based on total information management. 

ADVANCED ARCHITECTURE FOR 
AN ADVANCED VISION 
Only Computron delivers such 2nd generation 
client/server workflow financials, marrying 
advanced client/server technology and distributed 
objects with proven high-power functionality for 
every UNIX and legacy server, client and database 
(Oracle, Sybase, etc.). A recent survey by IDC lists 
Computron as one of the top five client/server 
accounting software companies in worldwide 
revenues. And we are the first to deliver high- 
impact technologies like workflow/image and 
COLD, while others are still talking about strategy. 
is So call about our “Killer” solutions or for 
our free white paper, “Financial Software... 
Client/Server and Beyond”. 


C2MpuTron 30-32-7640 


FINANCIAL, WORKFLOW / IMAGE AND COLD SOLUTIONS 

















